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x 2 papi skyscrapers are changing the sky- 
line in every important city, and in every one 
wood plays an important part. Despite the encroach- 
ments of alternate materials, among other uses wood 
continues in popular favor for floors, various woods 
in both hardwoods and softwoods being utilized for 
this purpose. Here is shown the new American 
Bank Building in New Orleans, La., the second 
skyscraper of recent construction in that city to use 


yi southern pine for floors. In this building are being 
a laid 160,000 feet of 1x3-inch Bé&better heart rift 
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longleaf yellow pine, supplied through the retail 
lumber yard of the Hortman-Salmen Co. (Inc.) 
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NS DRY HARDWOOD Zz. 


LUMBER 


Factory and woodworking manufacturers who are on 
the lookout for real values in dry hardwoods should 
consult us. 

















150,000 ft. 4/4” No. | and Better kiln dried Birch 
125,000 ft. 4/4” No.! Common air dried Birch 
25,000 ft. ix6 No. | Common air dried Birch 
18,000 ft. 4/4” No. 3 Common Basswood 

25,000 ft. 6/4” No. 2 Common Soft Elm 










The “HANDY MAN” 
For the Lumber Yard 


Now With Many 


New Improved 











“‘Korrect-Make’’ Maple Flooring 































5 Sizes. 
75,000 ft. 33x24” Second Grade Features U ° 
40,000 ft. §3x2¥%4” Third Grade For Ripping, Crosscutting, p to 

- ~ 21 Bevel Ripping and other cut- MH 
15,000 ft. §3xl'/2" First Grade ting o} erations Mae pett 4 coe 6 inch 
20,000 ft. {3xI'2” Second Grade to cut to exact sizes required Cutting 
50,000 ft. SgxI'2" F and reduce inventory; to util- * 
5 ext irst Grade fon aaahie emit: ee aae Capacity 
orders out in a hurry. Save 


““Korrect-Make”’ Birch Flooring 


45,000 ft. j}xi'2” First Grade 
15,000 ft. <}xi'2” Second Grade 


time, increases profits. 


SEND THE COUPON 


Write for 
prices. 


WISCONSIN 


HARDWOODS 
HEMLOCK YOULL 


PINE 


KorrectMake SAVE 
MAPLE AND BIRCH 


ia Role). a, ie MON EY. 






Detroit, Mich. 
Please send FREE 


KNEELAND-M‘LURG LUMBER CO.|} ete NS 


SALES OFFICE-PHILLIPS, WISCONSIN. 
MILLS AT MORSE WIS- PHILLIPS wis. Address.......----- ------ -----~ ----sesse=- 
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Elements of Strength in Lumber Price Situation 


turer, the lumber industry is in the best statistical position 

it has been in for many months. It is evident also that the 
present situation in the lumber industry is the outcome of a 
growth and development that have been in progress for a long 
period, in some of their aspects, for years. Lumbermen in all 
branches of the industry will readily recall the recession that 
took place last fall, and most of them will have noted that the 
ground lost at that time has been more than regained during 
recent weeks. All may not have noted, however, that the recent 
price gain has been more than justified by the strengthening of 
the statistical situation. In general, production has continued 
below shipments and orders have kept well in advance of deliveries. 
For once in the history of the lumber industry production has not 
responded to the stimulus of orilers, and for once also mill prices 
have not moved upward at a rate that in times past has been 
deemed justifiable on the basis of statistics. 

During the recession last fall, already referred to, some of the 
larger line-yard buyers came into the market for their early spring 
requirements, and they are now rejoicing in the fact that these 
replenishments are already in their yards. They find cause for com- 
plimenting themselves on their wise foresight in the fact that later 
buyers are having difficulty in securing their requirements promptly 
even at higher prices. Mills are not shipping with the same celerity 
to which buyers have in the recent past been accustomed, and on 
which they have become accustomed to rely. Frequent small orders 
of mixed cars, while they fit in nicely with the new buying policy 
of distributers and consumers, offer difficulties for the mills that 
are not easily surmounted. Because this is so, the statistics of 
mill stocks do not accurately reflect conditions from the practical 
viewpoint of order-filling. 

Two factors have been potent in the lumber industry of late, 
and over one of them nobody has any control. They are the weather 
and transportation as influenced by the weather. In all 
the principal lumbering regions the weather during recent weeks 
or even months has precluded full-scale production. During an 
even longer period both mills and distributers have relied upon 
the railroads to make the phenomenally quick deliveries that they 
have been making. While there are no present signs of a let-down 
in railroad service, it must be evident to users of the rails that 
they are a vital factor in determining deliveries to the actual 
users Of lumber. To a degree that it is disconcerting to contem- 
plate the distributers and consumers of lumber in the United States 
have banked on prompt service of mills and carriers. Already there 
are signs that the mills may not be able to respond with mixed car 


shipments with the speed that a promising spring demand will 
require. 


Cl) turer, as a whole and from the standpoint of the manufac- 


Readers of the AMERICAN LUMBERMAN have been kept informed 
regarding the probable market for lumber during the coming 
months. At all the principal gatherings of retail distributers in 
annual conventions opinions on the prospects have been secured 
and published. With few exceptions, these opinions indicate that 
the outlook for building and general lumber demand is good. 

As already intimated, nearly every factor in the producing end 
of the industry has seemed to encourage postponement of purchases, 
Until recent months mills could fill and did fill mixed orders with 
sufficient promptness to satisfy current requirements. So long as 
this was true, and it has been true for a considerable time, retail 
distributers could see no advantage in advance requisitioning. 
Apparently, there was little likelihood of an advance in price, 
and there were no surface indications of lessening ability to fill 
any orders that might be placed for rush shipment. But delay 
in ordering and the consequent reduction in retail and other stocks, 
as well as the concomitant mixing of orders, has materially changed 
the situation. 

Persons who have scanned the production figures that are now 
presented in each issue of the AMERICAN LUMBERMAN can hardly 
have failed to note the accumulating strength of the mills. If 
buyers have failed to note the discrepancies between production 
and orders, to the advantage of the mills, statistically speaking, 
many of them must, nevertheless, have experienced the reflex of 
this gain in delayed shipment, of mixed cars particularly. It is, 
perhaps, a fair question to ask whether delay in buying and skimp- 
ing of stocks through the purchase of mixed cars may not have 
been carried to a point at which service to consumers will be 
jeopardized when the spring tide of business sets in. 

As must be admitted, the weather is a factor over which nobody 
can exercise control. Nevertheless, the weather is a potent factor 
in the lumber industry, at the production end as well as at the 
consumption end. Already it has exerted its influence upon pro- 
duction and has prevented any great accumulation of stocks at 
mills. Just at this writing, and for the greater part of the last 
two weeks, the weather has been balmy, and in the cities, at least, 
building has set in with almost spring-like alacrity. The impression 
is gained that spring is here or, at least, it can not long be delayed. 


In view of the lack of surpluses at mills, in view of the depleted © 


stocks of most retail distributers and in view of the outlook for 
a good demand and the prospect of an early spring, it is pertinent to 
‘ask whether the lumber industry is ready for business. It is pertinent 
to ask also what the price situation may be expected to be. Frankly, 
it now looks as if the millmen had only to ask any reasonable price 
and the distributer and consumer had no alternative but to pay it 
in order to replenish his stocks sufficiently to enable him to serve 
his trade and his community in an acceptable manner. 





Building Prosperity Into an Agricultural Community 


asked about current and prospective business he must in- 

evitably base his observations on the crop outlook. If crops 
are good and prices adequate the lumber business will be good; if 
one is not good the other can not be. In several important respecte 
the relationship between lumberman and farmers is that of a partner- 
ship; both prosper and share in the profits of the community, or 
neither prospers. If the lack of prosperity is owing to sterility of 
soil, unfavorable weather or poor climate there is little that either 
party to the partnership can do to better the situation. But if the 
methods of farming are not adapted to the climate and soil or if 
they do not meet new conditions, both the lumberman and the 
farmers are at fault. 

Every business man contemplating a location makes his decision 
on the basis of an analysis of conditions.and the possibilities of 
development in a community. He does not expect to find conditions 
at their best at once; he does expect to develop his field much as 
the farmer drains a slough, grubs out stumps and blasts out boulders. 
He expects to participate in the growth in wealth and prosperity of 
the community, and incidentally he hopes so to conduct his business 


UY aster ax a lumberman located in a farming community is 


as to stimulate that growth and add to that prosperity. His interest, 
therefore, in farming methods, if he is in a rural community, is 
reflected in his stocks and in his selling methods. 

At no other period in the history of the United States have the 
reciprocal interests of merchants, manufacturers and farmers been 
so generally recognized as at present. The lumber manufacturers 
and dealers of the country both as individuals and in their organized 
capacity have seen the advantage of providing good plans for houses, 
barns and other farm buildings. They have also recognized their 
interest in improved methods of farming and more profitable kinds 
of farming that are implied in the use of better buildings. They 
realize that by the practice of better methods and by the use of 
better buildings farmers become more prosperous and their prosper- 
ity is carried over to the lumbermen as well as to other merchants 
of the community. 

Business promotion of the sort here alluded to fits in with the 
educational programs of the agricultural colleges and the farm 
experiment stations. To supply a dwelling house, a stock barn or a 
hog or poultry house in accordance with the recommendations of 
the experiment station is to give practical effect to the station’s 
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program. Both lumbermen and station workers realize their common 
aims in promoting the prosperity of the community by helping the 
farmers to prosper. It is believed that there is no other merchant 
that can so directly contribute to the farmer’s prosperity and in- 
cidentally add to his own. There is no other kind of farming that 
gives promise of stability and permanence to farm income equal 
to that reasonably assured by live stock farming; and there is no 
such thing as profitable live stock farming without convenient, 
sanitary and weatherproof farm buildings. The lumberman, there- 
fore, who supplies such structures to his community builds business 
for himself and prosperity for his community. 


. Using the Radio for Lumber’s Benefit 


eee an incredibly short time the radio has become a means 





of conveying information and providing entertainment to 
millions of people under conditions that favor acceptance. 
It was inevitable that radio would be commercialized because from 
its nature there was no other way to finance it. But to commercial- 
ize radio, to attempt to sell or promote the sale of a commodity by 
radio, has demanded tact and skill that have taxed the ingenuity 
of the keenest intelligences. Presumably, the listener who tunes in 
on a program is in a receptive mood, but he is none the less dis- 
criminating and whimsical, and he can quickly exercise the 
proverbial independence of the American citizen by a slight shifting 
of the dial. There is no way for the broadcaster to know whether 
his message is getting across or not; he has not the visible evidence 
that is accorded the speaker who sees his audience. 
It will be readily admitted that the radio does not offer an easy 
road to success in advertising for addressing a strange and mixed 


audience that can hardly be otherwise than indifferent to much 
that is broadcast. At best each radio message is sandwiched in 
among many others; it is brief and diluted or concentrated as the 
case appears to require, and there is no opportunity for it to sink 
in before another is presented. Notwithstanding all the obstacles 
and handicaps, however, the radio is being used, presumably with 
success, and will be used to a greater and greater extent. 

In looking about for methods of promoting the sale of lumber 
it was to be expected that lumbermen should consider the pos- 
sibilities of radio. It has already been used to some extent by the 
lumber industry and likely it will be used more in future. But radio 
is at best only supplementary to other advertising and it can not 
wholly supplant the printed page and vhe personal contact of the 
salesman. It will be used for such general appeals as are designed 
to create a favorable impression and arouse a desire for more 
definite and specific information. The radio can be utilized to 
create a friendly and favorable atmosphere for an industry and an 
institution or a commodity. When so used it will bring responses 
and testimonials of appreciation that evidence good will. 

One important aspect of this matter is presented in the report 
of a committee of the South Dakota Retail Lumbermen’s Association 
published elsewhere in this issue. It is that direct-selling advertisers 
will use the radio for publicity purposes and the local merchant 
must use it in self-defense. The report made by that committee 
shows a grasp of the situation that is commendable. The fact that 
the association acted favorably on the report and decided to use 
the radio for regional advertising on a co-operative basis is of very 
great interest to lumbermen everywhere, and the outcome can not 
fail to be watched with interest. 

















Purchases Sash and Door Plant 


Kansas City, Mo., March 12.—In order to 
care for its widening field of distribution and 
to increase its manufacturing capacity, the 
American Sash & Door Co. has purchased _ the 
large factory of the Huttig Mill Works (Inc.), 
in this city. This exapnsion, made necessary 
in order to provide adequate production for its 
trade requirements, is in line with the set- 
tled policy of the American Sash & Door Co. 
to manufacture all its millwork in Kansas City 
if possible. While plans as to the immediate 
future of the Huttig plant are not fully de- 
termined, orders in process will be completed 
and the plant will be closed temporarily for 
complete interior remodeling and overhauling. 
Both plants hereafter will be operated under 
one management and the elimination of a com- 
petitive unit will not decrease the millwork 
production or distribution of the Kansas City 
market. In fact, an increase is assured by 
reason of an aggressive future sales policy in 


territory not heretofore considered as belong- 
ing to Kansas City’s trade zone. 

The passing of the Huttig Mill Works (Inc.) 
marks the discontinuance of a name identified 
with millwork in greater Kansas City for al- 
most half a century. The Huttig Millwork 
Co., owned and operated for the last several 
years of its existence by the clearing house 
banks of Kansas City, sold the property in 
1927 to F. J. Moss, president of the American 
Sash & Door Co. Shortly thereafter he waived 
plans he had in mind, and, because of an old 
friendship, resold the property to the Huttig 
interests headed by another branch of the fam- 
ily in the North, and since then the plant has 
been operated steadily. However, it has seemed 
advisable to reduce operating costs and at 
the same time increase facilities for produc- 
tion, hence the acceptance of a recent offer 
from the American Sash & Door Co. to pur- 
chase the property outright. The goodwill of 
the sellers passes to the buyer, which takes over 
the sales organization and the major portion 
of the office force and operators. 





Orders 11 Percent Above Shipments 


[Special telegram to AMERICAN LuMBERMAN] 


Wasuincton, D. C., March 14.—Five hundred and twenty-six softwood mills of eight 
associations with normal production of 316,617,000 feet, gave actual production during week 
ended March 9 at 97 percent, shipments 99 percent and orders 111 percent of normal production. 
Their shipments were 102 percent and their orders 114 percent of actual production. The 
week’s figures for normal and actual production, shipments and orders follow: 








No.of Normal Actual 
Sorrwoops— Mills Output Output Shipments Orders 
Southern Pine Association................ 148 74,757,000 66,186,000 66,487,000 77,847,000 
West Coast Lumbermen’s Association..... 200 169,953,000 177,579,000 168,462,000 189,789,000 
Western Pine Mfrs. Association.......... 135 30,494,000 29,143,000 34,143,000 36,275,000 
Calif. White & Sugar Pine Mfrs. Assn.... 22 13,413,000 11,779,000 19,393,000 19,493,000 
California Redwood Association.......... 12 7,058,000 7,067,000 7,226,000 6,895,000 
North Carolina Pine Association........... 73 10,538,000 9,109,000 9,185,000 9,939,000 
Northern Pine Mfrs. Association.......... 9 6,226,000 3,918,000 7,353,000 6,700,000 
_ Northern Hemlock & Hardwood Mfrs. Assn. 27 4,178,000 3,547,000 2,222,000 3,322,000 
, BONNE oa «0 Foe Hi Cen seeteuad 626 316,617,000 308,328,000 314,471,000 350,260,000 
Harpwoops— 
Northern Hemlock & Hardwood Mfrs. Assn. 40¢ 10,056,000 9,668,000 6,730,000 8,076,000 
Hardwood Manufacturers’ Institute........ 277¢ 49,920,000 44,034,000 45,790,000 45,397,000 
Tee, DORE, 5 0 + 00053400 sss rence 317+ 59,976,000 53,702,000 52,520,000 53,473,000 


Northern Hemlock & Hardwood figures are for week ended March 2, and production is log 


converted to lumber scale. 


+Northern Hemlock units represent daily capacity of 35,000 feet; those of Hardwood Institute 


a capacity of 30,000 feet. 


National Manufacturers’ Annual 


[Special telegram to AMERICAN LUMBERMAN] 


Wasuincron, D. C., March 14.—The twen- 
ty-seventh annual meeting of the National 
Lumber Manufacturers’ Association will be 
held at the Congress Hotel, Chicago, Thursday 
and Friday, April 25 and 26. Among other 
things the program will include consideration 
of the proffered financial co-operation of 
wood-using industries in the trade extension 
campaign; other important trade extension mat- 
ters; the improvement and extension of lum- 
ber supply and demand statistical information, 
and completion of national trade-marking and 
grade-marking arrangements. 

The National Association of Wooden Box 
Manufacturers will hold its meeting in Chicago, 
April 10 to 12, with trade extension a subject 
of first importance. 





Maple in Strong Position 


OsuxosH, Wis., March 12.—Discussing the 
situation in northern hardwoods and especially 
in maple, a well known northern manufacturer 
said that there exists what he believes to be 
the most unique situation that has ever oc- 
curred in the maple flooring lumber industry, 
if not in the entire lumber industry. In this 
connection he said: 

“We can not find that there is a carload 
of dry 4/4 maple flooring lumber unsold at 
any sawmill in the North. There is absolutely 
no dry stock and a large quantity of green 
maple flooring lumber is now being moved 
from the mills at prices that are from $6 to 
$8 over the prices that prevailed thirty days 
ago for dry stock.” 

In further comment upon this situation, 
which is of especial interest to flooring manu- 
facturers as well as the mills that produce 
maple flooring lumber, this lumberman said: 
“The whole maple situation is in the finest 
statistical shape of its history. Stocks are at 
the lowest ebb, with a noticeable increase of 
demand each week.” 

Concluding his discussion of the maple lum- 
ber situation, this manufacturer said: “By the 
way, did you notice in the press reports this 
week that Calvin Coolidge gave his first news- 
paper interview since he left the White House. 
seated at his new maple desk in his office at 
Northampton.” 
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Lemonwood Squares Wanted 

We have a customer who wants some 1\-inch 
by 6-foot air dried lemonwood squares. Can 
you tell us where we can purchase this stock? 
—INQuIRY No. 2,278. 


[This inquiry comes from a lumber manu- 
facturing concern in Oklahoma. Lemonwood 
is a popular name applied to members of what 
Samuel J. Record in his book “Timbers of 
Tropical America,” calls the “Pequia” or 
“Guatambu” group. The woods in this group, 
this author says, are more or less of the box- 
wood type and are characterized by a clear 
yellow color and a very fine and uniform tex- 
ture, which gives them value for carving and 
turning. An important structural feature is 
the presence of fine, but distinct, concentric 
lines of wood parenchyma, which are usually 
so spaced as apparently to limit seasonal 
growths. Species of these woods are found in 
Venezuela and Brazil. 

This inquirer has been supplied with the 
names and addresses of a few importers and 
dealers in foreign and fancy cabinet woods, 
who it is thought should be able to fill his 
requirements.—EbiTor. ] 


Combatting Mail Order Competition 

We are wondering whether you happen to 
have any suggestions on advertising to com- 
bat competition from the mail order houses. 
We perhaps aren’t having any more trouble 
than other cities throughout the country, but 
we find that a large number of people believe 
the false statements made in most of the ad- 
vertisements of these companies. Any sug- 
gestions which you have to make will be very 
much appreciated.—INnquiry No, 2,276. 

[This inquiry comes from a retailer in a 
good sized Michigan city. The question raised 
by this inquirer has been discussed in its va- 
rious aspects at the recent meetings of retail- 
ers, but without developing anything spetially 
new except possibly to reflect a feeling that the 
chief strength of the mail order advertising 
lies in its offer of easy financing, that is, time 
payments. 

Because of this fact the financing corpora- 
tions specializing in handling second mortgage 
paper for lumbermen are taking advantage of 
the situation to push their propositions in this 
field. A number of dealers have taken on this 
financing service and seem to feel that they are 
in a stronger position to combat mail order 
competition and also to secure or create home 
building and remodeling jobs in their com- 
munities than they would be without it. 

So far as advertising itself is concerned, it 
is believed there is not much use in entering 
into an advertising duel with the mail order 
houses, or any particular house, unless the local 
dealer is able and willing to declare specifically 
in his advertising that he can and will meet or 
beat the best price quoted by any mail order 
house on equal quality and grade of goods. 
General statements and vague claims as to su- 
perior service furnished by the local merchant 
or appeals to home loyalty can hardly be 
counted on to hold trade. Money talks, and 
the customer must be shown that he not only 
will save money but save trouble and grief by 
buying his building materials from his local 
dealer. 

It appears to be conceded by dealers that 
the home merchant’s two most vulnerable 
points on this mail order proposition are that 
in the first place he may not know that the job 
is “ripe” until he learns that the customer has 
placed his order out of town. The other weak 
spot is the mail order house’s attractive time 
payment offers which many dealers are not yet 
in position to meet by offering similar service. 
- It begins to look as if their best chance lay in 
equipping themselves to provide this instalment 
service. 

About the only way to meet the other situa- 


tion, that of not knowing the prospective busi- 
ness in time, is to make a thorough canvass 
of the territory at sufficiently frequent periods 
to be advised of prospective business. Infor- 
mation of this kind then might be used as a 
basis for selling methods that would make sure 
of the business. Local advertising of the sort 
that would stress the local retailer’s facilities 
for meeting the special offers made by com- 
petition should be effective in bringing to him 
inquiries from prospective builders before they 
make them abroad or at least before placing 
orders with mail order houses. There is not 
only room but need for individual initiative 
and originality in handling a proposition of 
this kind, and consequently it is hardly prac- 
ticable to lay down any general rule or give 
any specific suggestion that would be effective 
for any particular retailer—Ebiror. } 


Two-Side Tie-Sawing Machine 


We shall be very glad to have you send 
us the address of a firm making a two-side 
tie-sawing machine.—INquiry No. 2,277. 


[This inquiry comes from a lumber company 
in New Mexico. Similar inquiries have been 
received in the past, but no information is 
at hand thus far regarding a sawmill or saw- 
ing machine corresponding exactly with this 
inquirer’s description. There are, of course, 
a number of portable machines specially de- 
signed and equipped for sawing cross ties, and 
this inquirer has been supplied with the names 
and addresses of a number of concerns mak- 


ing these machines. 
in order to give an opportunity to any reader 
to supply any information he may have re. 
garding two-side tie-sawing machines for the 
benefit of this inquirer.—Ep1Tor.] 


The inquiry is published 


Man Wanted to Make Retail Survey 


We would like to get in touch with a per- 
son that could make a business survey for 
us covering the towns and trade territory we 
are operating in. We have compiled a lot of 
data and made a study of our retail prob- 
lems. We think we can see what is to take 
Place in the next few years in a retail way. 
Our decision may not be correct in every 
particular and we may not have the right 
viewpoint. To guard against possible errors 
in this survey and in the outlining of a pro- 
gram, we feel the need of a man more skilled 
in “the work. Therefore, we make this re- 
quest.—INQuIRY No. 2,282. 


[This inquiry is published for a retail lum- 
berman in the Southwest. It indicates a fore- 
sight and determination to meet a new 
situation that are characteristic of the man. 
It is believed that the survey contemplated is 
of a sort that could be made and should be 
made in every community. Doubtless, there 
are in the lumber industry many young, in- 
telligent and enterprising men competent to 
make the survey here contemplated. Promi- 
nence is given to this inquiry with the hope 
that it will come to the attention of men ac- 
ceptable to the inquirer. Responses received 
will be forwarded for his attention —Eprtor.] 
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The London Timber Trades | nent way, so that it is not im- 
Journal, in an article on the | possible that in future we shall | 
opening up of Western Siberia, | have steel rails supported upon | smile is on 


points te the probable future | steel sleepers. 
source of the timber supply of * 
Europe. It says: “When the 


Rafting on the Sabine River | 
Canadians have also cut down|in Texas has perils unknown | from the noisy threshers. 
and wasted all their forests,,on the Saginaw. 
Europe need be in no great| mont Lumberman 


heard in the desolate streets of 
manufacturing centers, while a 
the brow of the 

|husbandman and his whistle 
* | grows shriller as the yellow 
| grain runs in increasing streams 
Why 
should not the buzzing saw give 
back a more cheerful refrain 


The Beau- | 
says that) 


fear for the supply of timber, | while a man was lying asleep | and the eye of the lumberman 


if she is able to pay a goodion a raft of ties on the river | 
price for it, as there is sufficient |an alligator crawled up and 
along the shores of the rivers | grasped him by the head, but 
and lakes of Siberia to satisfy | was scared off by another. man | 
The alligator left 
|the marks of its teeth on the 


her for generations.” on the raft. 
_- s. 
If the substitution of fron 


and steel for wood progresses 


man’s face. 


* * 


kindle to a brighter glow? 


I 

C. J. L. Meyers, of Her- 
mansville, desires to obtain 
settlers upon land owned by 
him near that place on the 
Northwestern road. Mr. Mey- 


* 





as rapidiy in the years to come 
as it has in the few years just 
past, the timber merchant will 
be forced out of the trade for 
want of consumers, and the old 
method of burning the forests 
to get them out of the way will 
have to be resorted to. Another 
use for iron and steel in place 
of wood has lately been found. 
Steel has declined to such a 


moderate price that steel sleep- | 
ers are now coming into con- | 
sideration and a metallic perm- | 
anent way is being built in| 


Germany. By reducing the 


thickness of steel sleepers a lit- | 


tle, the John Cockerill Co. con- 
siders that it can supply steel 
permanent way upon even 
cheaper terms than iron perma- 


A hunting party at Whitcom 
Lake, W. T., discovered a very 
dense forest of fir trees which 

are said to be of uniform 
| growth, over 200 feet high, and 
| will scale about 10,000 feet of 
| lumber per tree. It is said that 
| this timber can be marketed by 
/a small outlay in improving the 
stream to tidewater. 
* * * 

Widening waves of pros- 
perity seem to be rolling over 
the land. The long silent work- 
shops have begun to resound 
again with the hum of machin- 
ery, the strokes of the work- 
man’s hammer and his cheerful 
song. The forge fires are 
brightening over the land and 
‘the din of industry is again 


land on 
| settlers, 


ers is a large manufacturer of 
sash, doors and lumber and 
will give employment to all 
hard-working, industrious set- 
tlers who want to make a home 
in the fertile lands of the 
Upper Peninsula. He will sell 
the land at very low figures 
long time to actual 
and to persons of 


|moderate means will furnish 


lumber with which to build 
houses, charging therefor the 
lowest market price on long 
time and at low interest. He 
will take pay in cedar posts, 
logs etc. and do all in his 
power to aid such persons in 
getting a start in the world. 
Here is an excellent opportu- 
nity for emigrants who are 


seeking homes in the far west. 
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Southern Pine Orders Nearly 18 Percent Above Cut 


The southern pine report for the week ended March 8 
shows the largest average bookings in a long while, except 


- for the first week in February, and the bookings exceeded 


the production by almost 18 percent, although the produc- 
tion averaged larger than in any of the three preceding 
weeks. Reports from consuming territory are rather 
mixed. Volume appears to have been helped a good deal 
by the placement of some large industrial orders for south- 
ern cotton mill and village construction. It appears that 
trade from the South and Southwest generally is rather 
good, but that retailers in the middle West are keeping 
close to requirements and that these have not yet expanded 
a great deal. With better weather, more of the territory 
is being heard from. Though buyers find difficulty in plac- 
ing orders for early shipment from the mills, they are un- 
willing to take transits, prices of which are hardly holding 
up to recent levels. While shipments to date have exceeded 
production and mill stocks are low, longleaf boards are re- 
ported to have stepped down nearer the shortleaf level. It 
is believed that the coming of spring weather in the North 
will quickly result in adding strength to the market. 


Arkansas Pine Mills Doing Good Volume of Business 


The Arkansas soft pine mills appear to be doing a rather 
good volume of business. During the week ended March 9 
they shipped 149 cars, of which 51 went to Ohio, Michigan, 
Illinois and Missouri, and 38 to Oklahoma and Texas. De- 
mand from some middle West States and from the East is 
still held down by bad weather, but prospects for spring 
business are considered good. Much of the yard stock at 
mills has been too wet to run, and fortunately orders have 
run largely to finish items. Supplies of flooring are lower 
than usual, and most items of Nos. 2 and 3 boards are 
scarce. Average realization during the week ended March 
9 was $33.25, compared with $31.25 the preceding week, 
partly because of the larger proportion of B&better and 
partly because of improvement in prices. 


Eastern Spruce Market Shows More Life; Prices Firm 


Bad weather in the East has kept the eastern spruce mar- 
ket quiet, but the demand recently has been showing more 
life. New England production has been small, but the mills 
are expanding their operations as business improves. The 
base price for dimension is firm at $42. While there is not 
much call for random from the Maritime Provinces, the ar- 
rivals are small, and quotations stand at $33@34. Dry 
boards are scarce and prices keep firm. While clapboards 
are quiet, they are scarce and firm. The smaller producers 
of boxboards have been offering concessions on their win- 
ter’s cut, but the larger mills are maintaining their lists by 
cutting only on contract. 


Domestic Cargo Fir Bookings Show Decided Gain 


Production of West Coast fir was at about the same per- 
centage of capacity in the week ended March 9 as in the 
previous week, and 2 percent above the 1928 average. New 
business, however, has shown a decided gain, and exceeded 
the cut by 6.9 percent, while there was an increase in files 
of unfilled orders, as shipments were again lower than the 
new bookings. The gain was entirely accounted for by 
larger domestic cargo business, 196 mills booking 65,117,000 
feet compared with 47,488,000 feet the preceding week, for 
there were declines of 3,835,000 feet in rail orders ; of 3,281,000 
feet in foreign business, and of 2,666,000 feet in local trade. 
That sales are much better than they have been averaging 





to date this year, and better than they were in the first ten 
weeks of last year, is shown by the reports of 112 identical 
mills. Bookings of these mills during the week ended 
March 2 were 6.5 percent larger than the 1928 average for 
the first ten weeks of the year, and 9 percent larger than 
the average bookings for the first ten weeks of 1929. Some 
recent reports indicate, however, that advances meet a very 
stiff resistance in the rail market, though undoubtedly a 
stretch of good weather would make selling easier. 

Of shipments of 1,463,027,000 feet during the first ten 
weeks of the year, 564,393,000 feet were rail; 505,598,000 
feet, domestic cargo; 290,795,000 feet, export, and 102,241- 
000 feet local. Of domestic cargo shipments of about 373,- 
000,000 feet during the first eight weeks, 159,000,000 feet 
went to California; 209,000,000 feet to the Atlantic coast, 
and 5,000,000 feet to miscellaneous destinations, these fig- 
ures including Washington, Oregon and British Columbia. 


Inland Empire and California Pines Are Moving Well 


During the first nine weeks of the year, bookings of the 
Inland Empire pine mills averaged 870,000 feet per mill per 
week, compared with 821,000 feet for the corresponding 
period of last year, the gain amounting to over 6 percent. 
Production this year has been larger, and for the 9 weeks 
period averaged 115 percent of normal, while last year’s cut 
was only 73 percent of normal. Orders this year have there- 
fore taken only 138 percent of the cut, compared with 196 
percent last year. Shipments to date have exceeded the cut 
by 23 percent. While unsold stocks Jan. 1 were equal to 
150 days’ production, the Feb. 1 stocks were the equivalent 
of only 135 days’ production. Unfilled orders March 2 aver- 
aged-about 5 percent lower than on the corresponding date 
of last year, but were equivalent to 22 days’ cut, compared 
with 23 days’ cut on Feb. 2. 

California pine mills reported January production 41.2 
percent larger than that of January last year, while ship- 
ments had increased 23.5 percent, so that Feb. 1 inven- 
tories were 1.2 percent larger than those of that date last 
year, and unfilled orders 2.6 percent lower. The cut for 
the first 9 weeks of 1929 was 107 percent of normal, com- 
pared with 104 percent last year, but both shipments and 
orders this year exceeded the production by 81 percent. 
Files of unfilled orders have been increasing and on March 
2 were equal to 37 days’ production. 

Orders for the western pines have run largely to shop, 
but recent reports show that retailers are entering the mar-- 
ket. Prices throughout the lists are firmly held. 


Flood Menace Makes Buyers More Eager to Book Orders 


The official predictions of high water over a large part 
of southern producing territory are likely to result in more 
eager buying of all hardwoods and stronger prices. Log- 
ging operations in the South have not fully recovered from 
the effects of winter rains, so that production is likely to 
reach a very low point. On the other hand, demand is sure 
to expand. So far the market has been to an unusual ex- 
tent dependent on buying by the automotive industries, but 
good weather will mean larger sales to the millwork and 
trim interests, and also increase consumption by the furni- 
ture industry. There is said to be a good deal of export 
business on the books, with mills unwilling to add to their 
files at current prices. Hardwood manufacturers generally 
feel that their product is worth more than they are now 
getting for it, and believe that the lowness of mill stocks 
will enable them to mark up lists. Prices are being edged 
upward, and the outlook is for a stronger market. 


Lumber Statistics Appear on Pages 46, 47, 48 and 62; Market Prices and Reports on Pages 74 to 79 
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News From Coast Centers Indicates 


To Sell Four Large Tracts 


ABERDEEN-HoguIAM, WasH., March 9.— 
Four large timber tracts on the Quinault Indian 
reservation are to be advertised for sale in 
the immediate future, according to W. B. 
Sams, superintendent of the reservation. Four 
large units containing approximately 2,000,000,- 
000 feet of the allotted and tribal timber will 
be offered for sale. The tracts are known as 
the Lunch Creek unit, the Joe Creek unit, 
Raft River unit and Cape Elizabeth unit, each 
containing about 500,000,000 feet. The sale 
will be made through sealed bids, to be opened 
by the superintendent on June 18. The ad- 
vance notice received here states that the 
minimum stumpage prices which will be con- 
sidered range from $1 a thousand for hemlock, 
white fir and some other varieties, to $3 a 
thousand for cedar, spruce, Douglas fir and 
white pine. All four units lie north of the 
Quinault River, and comprise all of the unsold 
timber tracts within the reservation. Eight 
units south of the river have already been sold 
to four logging companies, the Ozette Railway 
Co., Hobi Timber Co., Aloha Lumber Co. and 
the M. R. Smith Logging Co. All are operat- 
ing now, cutting from 150,000,000 to 200,000,000 
feet annually, according to statements made 
by the officials of the Indian agency. 


Forest Men and Students Dine 


SeattLe, Wasnh., March 9.—Marked by a 
number of entertaining and informative talks, 
a good attendance and unique references to the 
lumber industry, the annual banquet of the 
University of Washington Forest Club, of 
which all students in the college of forestry 
are members, was held last Thursday night at 
the University Y. M. C. A. Building. The 
occasion was advertised to the trade as “the 
annual stockholders’ meeting of the Blue Ox 
Timber Co. (Inc.), subsidiary of the Forest 
Club,” and the mythological lumberman, Paul 
Bunyan, was present in spirit at least through- 
out the meeting. 

Departing from the usual custom, the ladies 
of the foresters were present and the enter- 
tainment program included music furnished by 
the feminine sex. The occasion was marked, 
too, by the presence of Mrs. Agnes H. Ander- 
son, donor of the forestry building, M. Lyle 
Spencer, president of the university, and Prof. 
Edmond S. Meany, all of whom contributed, 
through short talks, to the pleasure of the 
evening. 

Charles Cowen, manager of the Washington 
Forest Fire Association, and Jack Horton, 
supervisor of the Columbia National Forest, 
contributed towards the evening as efficiency 
experts. W. G. Weigle, supervisor of the 
Snoqualmie national forest, gave a historical 
talk in which he traced the movement of lum- 
ber from New England to the West through 
successive zones of activity, and supported his 
statements by statistics. 

Capt. J. B. Woods, silviculturist forester for 
the Long-Bell Lumber Co., spoke on “Forests 
of the Future.” He outlined the reforestation 
program of his company and predicted new 
machinery would have to be built to log the 
smaller timber of the future. 

R. W. Vinnedge, forest engineer and presi- 
dent of the Pacific Logging Congress, on the 
subject “Getting Out the Logs,” found plenty 
of time to “kid” the various lumber notables 
present. 

Col. W. B. Greeley, forester and secretary- 
manager, West Coast Lumbermen’s Associa- 
tion, on the subject, “Are We Getting Results,” 
dipped into the future of lumber in a way 
clear to those present. He illustrated and 
emphasized his remarks by citing his own ex- 
perience in France with the 20th Engineers. 
France, he declared, would have been up 


against it, had she not practiced forestry for 
years before the war. 

Dean Hugo Winkenwerder, consulting for- 
ester and dean of the college of forestry, Uni- 
versity of Washington, spoke on professional 
foresters. He also remarked on legislation 
pending at Olympia. 

One of the features of the program which 
provoked a great deal of laughter was a stock 
ticker machine on which various companies and 
lumber organizations appeared. As speakers 
representing these groups spoke their stock 
would go up and down. Flower pots with 
different kinds of trees formed part of the 
decoration scheme and forestry students acted 
as flunkies in order to give a lumber camp 
atmosphere to the proceedings. 


Large Order for Saws 


PorTLAND, Ore., March 9.—Coincident with 
occupation of the new building here, at 155 
North 16th Street, the Portland branch of 
Henry Disston & Sons (Inc.) announced the 
receipt of what is probably the largest order 
ever placed at one time for saws. C. I. Clump- 
ner is manager of the Portland branch. The 
order was received from the Weyerhaeuser 
Timber Co. for saws to be placed in the com- 
pany’s mills at Klamath, Ore., and Longview, 
Wash. It includes 108-inch diameter cut-off 
circular saws, among the largest circular saws 
ever made; 86 bandsaws, 6 gang saws, 20 
shingle machines, 4 double-cut band saws and 
between 500 and 600 circular saws. Formal 
opening of the new Portland headquarters will 
be held in June upon completion of the in- 
stallation of a large filing department, when 
S. Horace Disston will come to the Pacific 
coast to attend the opening of the Weyer- 
haeuser mill at Longview. The Portland 
branch will serve all of Oregon, part of west- 
ern Washington, all of eastern Washington, 
all of Idaho and the western half of Montana. 


Becomes Assistant to President 


BELLINGHAM, WaASH., March 9—J. N. 
(Jack) Donovan, eldest son of Vice President 
J. J. Donovan, of the Bloedel Donovan Lum- 
ber Mills, has been appointed assistant to the 
president, a new position. Mr. Donovan has 
been in the employ of the company for ten 
years, all of which time he has spent in the 
logging department, where he has held the 
office of general superintendent of logging 
operations, a post he still holds. The Bloedel 
Donovan Lumber Mills have six logging camps 
and employ fourteen hundred men in the 
woods. They produce about 1,400,000 feet a 
day, which is brought to the mills over 140 
miles of standard gage railroad. 
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_To Report on Loading Methods 


SEATTLE, WaAsH., March 9.—The subcommit- 
tee of the Pacific Northwest Advisory Board 
will meet March 21 at the Winthrop Hotel, 
Tacoma, to report on its findings and to con- 
tinue its studies, H. J. Arnett, district manager 
of the Car Service Division of the American 
Railway Association, declared here today. Mr. 
Arnett is secretary of the advisory board lum- 
ber committee, which is composed of prominent 
lumber mill and railway executives who met 
at Longview, Feb. 21 for the first time to 
study and seek improvement in lumber loading 
practices. The subcommittee was appointed 
after those present had agreed that study 
would be expedited by a minimum number of 
experts, 

The subcommittee is visiting a number of 
mills and studying closely their methods of 
loading lumber. The committee also invites 
suggestions. 


Facilities for Greater Production 


San Francisoo, Cauir., March 9.—With 
every confidence in the future, the Coos Bay 
Lumber Co. is making extensive plans for in- 
creasing its facilities, which embrace overhaul- 
ing of its mill plant at Marshfield, Ore., and 
the remanufacturing plant at Bay Point, Calif, 
the installation of new equipment, and the con- 
struction of a railway into its timber. W. 
Bunker, president of the company, "hich has 
an annual production of 200,000,000 feet of 
Douglas fir and hemlock, says that things are 
going along very satisfactorily and that he 
looks forward with confidence to a good re- 
turn in 1929. 

With reference to the changes at the Bay 
Point plant Mr. Bunker said that two new 
Woods planers and a new burner had been 
installed and the plant is being completely 
electrified. The construction of four modern 
reénforced dry kilns has been completed and 
this will place the company in a better position 
to serve its trade from the Bay Point plant 
than has been possible in the past. Mr. Bunker 
added that incidentally the inventory at the 
Bay Point plant was cut from 50,000,000 feet 
on Jan. 1, 1928, to 17,500,000 feet on Jan. 1 
1929. 

Manufacturing facilities at the Marshfield 
plant have been completely overhauled and re- 
paired and several new auxiliary buildings have 
been constructed, making the whole outfit one 
of the most modern in that part of the country. 
President Bunker stated that it has recently 
been decided to standardize on Diesel logging 
equipment in so far as is practical. The first 
installation will be begun with yarders, one 
now being en route and two more under con- 
struction. It is also expected to add two more 
during the year. While there is ample timber 
opened up and available to keep the mill run- 
ning for at least another two years, the Coos 
Bay company is building a railroad into a tract 
of between three and four billion feet of 
timber which it owns but which has never been 
opened. It is hoped to have this railroad in 
shape for heavy traffic long before it will be 
necessary to cut timber from that tract. 

While the Coos Bay company maintains its 
general office at Marshfield, Ore., it also has 
sales offices at San Francisco and Los Angeles, 
with export agents at Portland, Ore. Officers 
of the company, in addition to Mr. Bunker 
as president, are H. J. Leaf, first vice presi- 
dent; Frank B. Colin, secretary-treasurer, and 
C. E. McKinnie, assistant secretary and treas- 
urer. 


Sawmill Plant Offered for Sale 


CuaseE, British CoLtumspiA, March 9.—An- 
nouncement is made that the modern and com- 
pletely equipped plant of the Adams River 
Lumber Co. (Ltd.) is to be sold at public 
auction on June 4, unless disposed of by pri- 
vate sale prior to that date. The plant is 
located on the main line of the Canadian 
Pacific Railway, 180 miles east of Vancouver, 
90 miles west of Revelstoke, and at the outlet 
of Shuswap Lake and head of South Thomp- 
son River. 

‘Government and privately owned timber, 
consisting of cedar, white pine, hemlock, spruce 
and fir, tributary to Adams and Shuswap 
lakes, is estimated to be sufficient to operate 
a plant of this size for fifty years. 

For transporting the supply of logs from 
Adams and Little Shuswap lakes the company 
has opened up and developed this territory 
with wagon and truck roads, flumes, chutes, 
river improvements etc., with steamboats, 
launches, barges and scows on both lakes, all 
of which equipment will be included in the 
sale. 

The mill site is located at the outlet of 
Shuswap Lake and head of South Thompson 
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enewed Manufacturing Activities 


River, about one-half mile from the town 
of Chase. The site consists of 70 acres of 
land, held under lease, and is of ample ca- 
pacity to take care of the output of the mill 
on either single or double shift. 

This is a modern and up-to-date plant, con- 
sisting of two double cut band saws, band 
resaw and double edger. It has a capacity of 
15,000 feet an hour; 30,000,000 feet a year on 
single shift or 50,000,000 feet on double shift. 
It is, in fact, one of the most modern mil!s 
in the interior of British Columbia, and the 
only sawmill of any consequence within a 
radius of 200 miles. 

The planing mill, situated 800 feet from the 
sawmill, is operated by its own individual 
power and is fully equipped with modern ma- 
chinery to take care of the capacity of the 
sawmill. The electric plant, located in the 
planing mill engine room, consists of two sets 
‘of units with separate engines, each of suffi- 
cient capacity to supply the plant and town 
of Chase. 

A railway sidetrack gives connection to plan- 
ing mill, dry shed, sawmill, store and ware- 
houses with the main line of the Canadian 
Pacific Railway. The plant is fully equipped 
as to modern office, lodging houses, dwellings, 
boarding house, store, blacksmith and machine 
shop, electric light, water works, roads, ware- 
houses, docks, wharves etc. 

If in the judgment of the purchaser it is 
not deemed practicable in the present con- 
dition of the lumber “business, to operate the 
plant as a whole, it could be operated on one 
side with a single shift, or by construction of 
a small sawmill, on a market supply of logs 
until conditions justify increased production. 
The country is now opened up, and with the 
advent of settlers and a sufficient log market 
tributary to the plant without any woods oper- 
ations, it is the opinion of competent observers 
that one or two men experienced in logging, 
manufacturing and marketing, who are in posi- 
tion to give their personal attention and serv- 
ices, can operate the plant at a profit for the 
next few years on purchased logs and eventu- 
ally build up a complete operation for the 
present plant. 

Persons desiring fuller information can ob- 
tain same by addressing R. R. Mason, Chase, 
B. C., Canada; or George A. Lammers, Still- 
water, Minn. 


@aanananaaeae 


Stained Coast Shingles in the South 


SEATTLE, WaAsH., March 9.—“Our business 
has trebled in the last month in Alabama, the 
Carolinas and Georgia,” said Donald H. Clark, 
manager of the Starks Manufacturing Co. of 
Seattle and Kansas City, maker of Stark’s 
stained shingles.” For the last two or three 
years the southern demand for Northwest 
shingles has steadily increased, due in part to 
the low cost of transporting shingles by water 
to southern ports.” 


Alaska Cypress Gains Favor 


SEATTLE, WasuH., March 9.—C. R. Berry, 
president and manager of the Alaska Cypress 
Co., declared that the market for it was very 
active. He reports more orders for the fin- 
ished product than he can supply. Demand for 
Alaska cypress for pianos, venetian blinds, bat- 
tery separators and in the construction of 
pleasure craft is increasing steadily. Mr. Berry 
declared that most of the large piano factories 
in the East are now using Alaska cypress. 

The Alaska Cypress Co. expects to increase 
its finishing facilities in the very near future 
by purchase of a large Seattle wood finishing 
plant. The company is now closing contracts 
with Alaska loggers. For the last two years 
most of the cypress has come from British 
Columbia. 


A Leader in the Millwork Industry 


SPOKANE, WaASH., March 9.—Spokane is 
recognized as an important millwork center. 
There are a large number of factories there 
producing window and door frames, sash, 
moldings, cut trim and anything in the way of 
standardized stock millwork. The city is par- 
ticularly well located for this business, being 
in the heart of the Inland Empire with its 
large production of Pondosa pine. 

Spokane has an outlet for millwork over five 
transcontinental railroad lines and the lumber 
or raw material for these millwork plants may 
be brought in over the same number of lines, 
in addition to the local short haul lines, to be 
manufactured and shipped out on milling-in- 
transit rate. 

In addition to the Pondosa pine available, 
the greatest forest of white pine left in the 
United States is also tributary to Spokane. 
Millwork manufacturers call upon the white 
pine as well as Pondosa pine. 

One of the leaders in the millwork business 
in the Inland Empire is the White Pine Sash 
Co., organized in 1910. H. G. Klopp, nation- 
ally known character in the white pine indus- 
try, is president of this company. Other offi- 
cers are T. F. Whiteman, secretary, and H. 
Burt, treasurer. The principal products of the 
White Pine Sash Co. are sash and frames, 
made from both Pondosa pine and Idaho white 
pine. In addition to this the company manu- 
factures cut trim, moldings, screen doors, com- 


bination doors and 
boxes. 
The White Pine 


Sash Co. in addition to 
buying much raw ma- 
terials from other saw- 
mills, owns a modern 
sawmill plant at Kettle 
Falls, Wash., with an 
annual capacity of 10,- 
000,000 to 15,000,000 





H. G. KLOPP, 
Spokane, Wash.; 


President White 
Pine Sash Co. 





feet. A subsidiary to 
the White Pine Sash 
Co. is the Missoula 
White Pine Sash Co., 
of Missoula, Mont. The 
products of the Mis- 
soula White Pine Sash 
Co.’s plant are sold through the White Pine 
Sash Co.’s organization. 

The White Pine Sash Co.’s plant at Spo- 
kane uses between 40,000,000 and 50,000,000 
feet of lumber a year. The Missoula White 
Pine Sash Co. at Missoula consumes up to 
20,000,000 feet a year. The Spokane plant has 
a production of 5,000 windows a day, 2,500 
window and door frames a day, while the 
Missoula plant will make about 3,000 windows 
a day, and 600 window and door frames. 

As stated above, the Spokane plant uses 
both Idaho white pine and Pondosa pine, and 
makes a large number of frames of all Idaho 
white pine. Much of the machinery and equip- 
ment of the White Pine Sash Co. is manufac- 
tured by the company itself, including such 
machinery as double end dado machines, double 
end tenoners, double end relishers, and auto- 
matic plow and bore machines. These ma- 
chines are made by the White Pine Sash Co. 
from its own design and patents, and in the 
company’s own shop. 

There is a reason for manufacturing these 
machines, as for instance, the double end dado 
machines manufactured by this company for 
its own use, have a capacity of 2,000 pairs of 
pulley stiles per hour, whereas machines avail- 





able on the market have a capacity of about 
150 pairs of pulley stiles per hour. The com- 
pany’s double end relisher, relishes 60 rails a 
minute, and the automatic plow and bore ma- 
chine plows grooves and single bores, or plows 
and double and secret bores 60 window stiles 
a minute. 

A by-product from this plant is material that 
is worked into cut stock and partially manu- 
factured parts for toys. The box department, 
in the height of the fruit box season, con- 
sumes 125,000 feet of lumber a day, the box 
plant running two shifts. 

When Henry G. Klopp organized the White 
Pine Sash Co. and engaged in the manufac- 
ture of sash, frames and other millwork spe- 
cialties, he did so as a man well equipped by 
experience and knowledge of the business and 
was even at that time recognized as a leader in 
that industry. He had spent eleven years with 
a large sash and door plant in Minneapolis. 
Before building the Spokane plant he operated 
factories at Seaside and Astoria, Ore., making 
spruce and fir doors and windows. 

The White Pine Sash Co. and Mr. Klopp 
have been well and favorably known in the 
trade for many years. The product has found 
a growing market, developed on merit. Today 
this product may be had, identified with at- 
tractive labels, carrying with them the guar- 
antee of good material and high class work- 
manship. 


Lumber Buyers Elect Knots 


SEATTLE, WasH., March 9.—Officers of the 
recently organized Lumber Buyers’ Club, com- 
posed of men whose chief occupation is buying 
lumber, are: William F. Burnham, of Foster- 
Wyman, Seatttle, Large Knot; E. G. Morgan 
of Chehalis, Loose Knot; W. A. Duncan, 
Mauk Lumber Co., Seattle, Encased Knot, and 
F. B. Curtis, of Louisiana Red Cypress Co., 
Seattle, Tight Knot. These titles refer, respec- 
tively, to president, vice president, secretary 
and treasurer. 

The club meets every second Friday in Seat- 
tle, and every second month goes to Tacoma 
for a meeting. The club’s meetings are given 
over to discussion of problems of the industry. 


Sells Interest in Company 

Everett, Wasu., March 9.—George Berg- 
strom has purchased the half interest of his 
partner, Olaf Carlson, in the C-B Lumber & 
Shingle Co., at Everett. Mr. Carlson has 
been with the company since 1914. His con- 
nection with the lumber and shingle industry 
dates back to 1888, when he and his brother 
established a mill between Seattle and Tacoma. 
Subsequently they moved to Tacoma, where 
they engaged in business. When their mills 
were burnt they re-built them. They came to 
Everett in 1907 and opened an office and mill 
on the waterfront. This mill was also de- 
stroyed by fire and rebuilt. The death of Mr. 
Carlson’s brother resulted in his connecting 
with George Bergstrom in 1914. 


Gets Contract for Radio Cabinets 


PortsMoutTH, Ono, March 12.— James E. 
Breece, president of the Breece Manufacturing 
Co., millworker and cabinet maker of this city, 
announces the signing of a big contract to 
supply panels for radio cabinets for a large 
radio manufacturing concern in the middle 
West. The contract will result in the enlarge- 
ment of the plant and the employment of about 
300 additional workmen. “Acquisition of the 
contract will not interfere with our regular 
output,” said Mr. Breece. 

SIx-SEVENTHS of the railroad taxes allocated 
to highways are used for local roads over 
which goods are moved to rail terminals. 
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TX Publicity Features Marked Lumber 


5 New Grade-Marking Booklet in Big Demand—Home Modernizing Film 
So Popular That Retailers Are Buying Individual Prints 


Wasuincton, D. C., March 11.—The first 
advertisement of the National Lumber Manu- 
facturers’ Association in the 1929 nation-wide 
campaign appeared in the Saturday Evening 
Post of last week—issue bearing date of March 
9. This publication was distributed through- 
out the country generally on Thursday. Al- 
ready the National association has received 
hundreds of inquiries for copies of the new 
grade-marking booklet, the “ad” calling atten- 
tion to marked and guaranteed lumber. 

This booklet, bearing the caption “Taking 
the Mystery Out of Lumber,” is now in the 
hands of the printer and will be ready for 
distribution this week. 

It is anticipated that as the campaign pro- 
gresses retail lumbermen who become interested 
in handling marked and guaranteed lumber will 
place orders for hundreds of thousands of 
copies of the booklet for distribution to their 
customers. The booklet gives the retailer 
something very different about lumber to hand 
to prospective buyers. It contains interesting 
new talking points about an old commodity 
and is another contribution to trade literature 
that re-establishes lumber among building ma- 
terials in the field of popular interest. 

The booklet is designed to interest not only 
the casual reader, but the serious reader, caus- 
ing both to realize that lumber today is some- 
thing quite different than it used to be—tech- 
nically and scientifically a new product—its 
merchandising now being brought right up to 
modernity through an absolute financial guar- 
anty. In this respect, marked and guaranteed 
lumber is even a little ahead of the calendar 
year 1929. In putting the unqualified guaranty 
of the National Lumber Manufacturers’ Asso- 
ciation behind the products, ultimately, of hun 
dreds of members, the lumber industry has 
done something that never has been done be- 
fore on a large scale—the group guaranteeing 
the product of the individual. 

The grade-marking booklet will be sold at 
a nominal price in quantities for distribution 
direct by retailers where large numbers are 


desired, the National association sharing the 
expense. Individual copies, of course, will be 


distributed free. 


FILM STIMULATES SALES 


Insistent Demand for Showings of Homes 
Modernizing Picture 


WasHinctTon, D. C., March 11.—Some lum- 
ber retailers are placing orders for prints of 
the modernizing film, “The Transformation,” 
in order that they may have it for showings 
without limitation whenever desired. Orders 
began to come in when inquirers were definitely 
informed that all available prints are booked 
for some time ahead and the only way in 
which unscheduled showings can be arranged 
for some time is to take advantage of an 
occasional cancellation caused by some wholly 
unexpected development in the community in- 
volved. 

In the parlance of the street, this motion 
picture has been a knock-out from the start, 
and the more it is shown the greater the de- 
mand for bookings. The original idea behind 
the making of the picture was that retail 
lumber dealers could be helpful in interesting 
county agents to procure bookings from the 
American Farm Bureau Federation for the 
education and information of rural audiences. 
It was realized that now and then a retailer 
would want to have a showing to his employees 


or a line-yard company might desire the loan 
of a film for a week or a month to be shown 
in communities where its yards are located. 

But the powers that be did not at the outset 
realize that lumber dealers generally would see 
in the picture a wonderful stimulus to lumber 
sales in cities and towns as well as in rural 
communities, and that the demand for show- 
ings would swamp all hands. 

It is not unusual now for lumbermen to 
wire or write headquarters—they usually wire 
—for the loan of a print for two weeks to 
two months. Sometimes it is a local or State 
association. 

Since retailers have been informed that indi- 
vidual prints can be had for $120—two reels 
of 2,000 feet—the producer’s net price—many 
are finding that it is an advertising or publicity 
effort well within their means, especially in 
view of the fact that the picture will be just 
as good for the next few years as for today, 
or until the style of dresses changes so that 
the 1928 clothes would look strange and out 
of date. 

The longer “The Transformation” is on the 
road the more insistent the demand for show- 
ings. The compliments received from the lum- 
ber world and from outsiders exceed anything 
the American Farm Bureau Federation or the 
National Lumber Manufacturers’ Association 
could ever have expected. They simply had 
no idea what they were running into when they 
tackled this form of visual publicity. 


Thoroughly Sold on Home Film 


Mount Hottey, N. J., March 11.—Marple 
M. Lewis, executive secretary of the Burling- 
ton County (N. J.) Association of Young 


Meri’s Christian Associations, is thoroughly 


sold on the home modernizing film, “The Trans- 
formation.” In a letter he has addressed to 
the National Lumber Manufacturers’ Associa- 
tion he says: 

I have not had a picture in two years that 
has been as interesting and as generally help- 
ful as this one. My audiences are what you 
might call generally fed up on advertising pic- 
tures, but your subject was so cleverly pre- 
pared and so nicely staged that the men take 
in the pictures with absorbing interest, and I 
noticed that the object of the picture got 
across generally with the aid of the folder, 
a story of home modernization, 


Beehive Makers a Market 


Kansas City, Mo., March 11.—Investiga- 
tions made through the Kansas City district 
office of the National Lumber Manufacturers’ 
Association indicate that beehive and incubator 
manufacturers are important users of wood, 
and these investigations also have disclosed 
that some of these manufacturers have ex- 
perienced some difficulties with the lumber re- 
ceived because of improper kiln drying. At 
the time this investigation was made, no com- 
plaints were being received on this score, as 
the companies visited were then using nothing 
but thoroughly air dried lumber. However, 
they were given assistance in the way of sug- 
gestions as to overcoming any troubles they 
might have with lumber not properly dried. 

One large concern that manufactures bee- 
hives and incubators uses each year more than 
a hundred cars of lumber, largely shop grades. 
This concern now is buying and using about 
fifty cars of western pine 4/4 shop common 
and a similar amount of No. 1 shop Cali- 


fornia redwood in specified widths, all of this 


material being purchased at current prices, 
The balance of the lumber consumption is made 
up of crating material. This company uses 
a very interesting type of veneered wire-bound 
crate. Most of the beehives are self-contained 
—that is, the hive itself is its own shipping con- 
tainer. Practically all of the lumber require- 
ments of this concern are purchased from sub- 
scribers to the National trade extension fund, 
and as the mills supplying this lumber have 
learned the requirements, they are supplying 
the needs satisfactorily. 


NINE ADDITIONAL SIGNERS 


Fifty-eight Manufacturers Now Enrolled in 
Marked Lumber Campaign 


Wasuincton, D. CC. March 12.—Lumber 
manufacturers in different sections of the 
country continue to sign licensing agreements 
to use the National Tree Symbol on trade-and- 
grade-marked American standard lumber. 


The latest additions to the list of manufac- 


turers who have signed. follow: 


Edward Hines Hardwood & Hemlock Co., 
Park Falls, Wis. 


Virginia & Rainy Lake Co., Virginia, Minn. 
Putnam Lumber Co., Jacksonville, Fla. 
Bissell Lumber Co., Ladysmith, Wis. 
Wilson Cypress Co., Palatka, Fla. 

The Northwest Paper Co., Cloquet, Minn. 
Sugar Pine Lumber Co., Pinedale, Calif. 
Castle Crag Lumber Co., Castella, Calif. 
Paradise Lumber Co., Paradise, Calif. 


These nine companies produce more than 
750,000,000 feet of lumber annually. All told, 
58 companies, several of them operating more 
than one mill, have signed licensing agreements. 
Their combined production is well over 4,700,- 
000,000 feet annually.’ 

The three new signers in California bring 
the total in that State to seven, and California 
is closely following Oregon and Washington 
for first place in the list of manufacturers of 
guaranteed lumber. 

Two of the latest signers, it will be noted, 
are in Minnesota, two in Wisconsin and two 
in Florida, thus equitably maintaining the ac- 
cessibility ‘of the various species of lumber to 
all parts of the country in constantly increasing 
volume. Every commercial species of soft- 
wood lumber is represented in this production. 

The manufacture and distribution of marked 
lumber are getting closer together with the 
passing of each week. Already progressive re- 
tail dealers in 38 States have recorded them- 
selves as favoring the handling of trade-marked 
and grade-marked American standard lumber, 
and in a majority of those States dealers have 
given written endorsement of the financial 
guaranty plan embraced in the National Tree 
Symbol. 

The public demand for marked lumber like- 
wise is increasing. Evidence of this is seen 
in the action taken at the recent annual con- 
ventions of the National Grange and the As- 
sociated General Contractors of America. The 
resolution adopted by the Contractors’ asso- 
ciation reads: 


Resolved, That the Associated General Con- 
tractors of America endorses the grade-mark- 
ing of lumber and urges its members, acting in 
co-operation with architects, engineers and 
others in their communities, to insist upon 
using grade-marked products. 
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Strong for Wood Airplane Hangar 


PHILADELPHIA, Pa., March 12.—G. S. Childs, 
of the Pitcairn Aviation Corporation, which 
carries the air mail under contract for the 
Post Office Department between New York 
and Atlanta and intermediate points, is strong 
for the wood airplane hangar. 

Mr. Childs told Ernest B. Kellogg, field rep- 
resentative of the trade extension department 
of the National Lumber Manufacturers’ Asso- 
ciation, that all of his company’s hangars are 
of wood. The decision to use wood was based 
on two sound reasons: 

1. They are cheaper. 

2. They are not only as fire resistive as 
steel, but, should a fire occur in the hangar, 
experience has shown that wood hangars are 
very much easier to repair or rebuild than 
steel. 

The Pitcairn corporation is an active operat- 
ing concern, in the business of commercial 
aviation to make money and contribute its part 
toward the advance of modern communication. 
In other words, there is nothing experimental 
about its enterprise. 


(Sa BAaEE: 


Completing Architectural Booklet 


Wasuincton, D. C., March 11.—Richard G. 
Kimbell, of the architectural bureau of the 
National Lumber Manufacturers’ Association, 
will soon complete a new booklet of handsome 
plates illustrating with a degree of artistic ex- 
cellence heretofore never imagined in any sim- 
ilar publication, showing how old houses can 
be transformed into dreams of modern homes. 
This booklet promises to be a worthy running 
mate of “Modern Home Interiors,” recently 
released. 

The latter booklet proved exceedingly popu- 
lar from the time the first sample copies went 
out. Headquarters is receiving splendid com- 
pliments from most unexpected quarters. For 
example, the Exchange Sawmills Sales Co., of 


Kansas City, Mo., writes that it considers 
“Modern Home Interiors” by far the finest 
piece of booklet, publicity that the National 
association has put out. 

Some very fine letters have been received 
from architects, who as a rule are rather cagey 
in such matters, and it is somewhat surprising 
that they are going as far as they are in 
commending this publication. 


(SERRE Eaae: 


DISTRIBUTE MORE GAVELS 


Historic Mallets Presented to Presiding 
Officers of Various Bodies 


Wasuincton, D. C., March 12.—Chambers 
of Commerce in several leading cities have 
recently received from local lumbermen gavels 
made from timber removed from the roof of 
the White House during the remodeling op- 
erations. This wood served the Chief Execu- 
tives of the nation for 112 years, having been 
installed after the British burned the White 
House more than a century ago. 

William Butterworth, president of the Cham- 
ber of Commerce of the United States, was 
presented with a gavel by Maj. E. G. Griggs, 
of the St. Paul & Tacoma Lumber Co., a di- 
rector of the National Lumber Manufacturers’ 
Association. In his letter of acknowledgment 
Mr. Butterworth said: 

Will you please express our appreciation and 
thanks to the National Lumber Manufacturers’ 
Association for this very interesting present. 

This gavel will be passed along from presi- 
dent to president as you suggest, and I hope 
it will serve as many years in the future as 
the material from which it is made has served 
in the past in the White House. 

We are also writing a letter to Mr. Compton 
thanking him for the gavel. 

L. P. Lewin, of the A. M. Lewin Lumber 
Co., presented one of the gavels to the Cin- 
cinnati Chamber of Commerce. In making the 
presentation Mr. Lewin expressed the hope that 


the Cincinnati chamber would preserve the 
same soundness during the next gentury as 
the lumber from which the gavel was made 
had demonstrated during the century that has 
passed. 

A gavel was presented to the New Orleans 
Association of Commerce by H. B. Hewes, of 
the Jeanerette Lumber Co. C. S. Williams 
presented one personally to Charles H. Ham- 
ilton, retiring president of the New Orleans 
association, who had expressed a wish for one 
of the historic gavels. 


Points to Manufacturers’: Aid 


AtLanta, Ga., March 11.—H. J. West, sec- 
retary of the Georgia Lumber, Millwork & 
Building Material Dealers’ Association, appre- 
ciating the promotion work in behalf of 
lumber, being conducted by the National Lum- 
ber Manufacturers’ Association, has sent out 
a letter to every member of his organization, 
in which he says: 


The National Lumber Manufacturers’ As- 
sociation is spending thousands of dollars in 
national advertising to promote the kind of 
business that directly interests you, and in 
response to this national advertising cam- 
paign, it is receiving replies from every sec- 
tion of the United States. 

These replies are being sent to the lumber 
associations in the States, from which they 
come, and we in turn are sending them to 
the dealers in the cities and towns, from 
which they come. 

It is hoped that you will take advantage 
of this service, which costs you nothing, but 
which is costing the lumber manufacturers 
so much money. 

Beginning immediately, you will receive 
from this office the names of prospective cus- 
tomers that have been sent in from your 
immediate territory. We hope that out of 
some of these you will get a lead to a lot of 
good business; and you will, if you will fol- 
low them up. 

Let us know from time to time, if you are 
getting any results from this service. 


News Reports From the South 


Pine Lumber for Alabama Project 


TALLAHASSEE, FiLa., March 11—W. B. 
Harbeson, of DeFuniak Springs, Fla., has se- 
cured the lumber contract for all of the pine 
lumber to be used in the construction of the 
plant and houses of the $10,000,000 project of 
the Goodyear Tire & Rubber Co. at Gadsden, 
Ala. This is probably one of the most im- 
portant and widely advertised contracts ever 
let in the South, and was secured in hot com- 
petition with Louisiana and Mississippi mills. 
The contract calls for 22,000,000 feet of 
selected pine lumber which is to be delivered 
complete in Gadsden within 45 days from re- 
ceipt of order, which was placed around the 
middle of February. There is a heavy penalty 
clause attached to the contract. 

It is interesting to note that this is the first 
time that an individual manufacturer has 
undertaken to furnish all of the lumber for 
one of the Goodyear units. 


Plans Rod and Gun Club 


PascAGoULA, Miss., March 11.—Lumbermen 
who like to: hunt and fish will be interested 
to know that one of their brethren, J. K. 
Johnson, of the J. K. Johnson Lumber Co., 
Mobile, Ala., has under way plans for a hunt- 
ing and fishing club to be located in the old 
Spanish fort on Krebs Lake near Pascagoula. 
Mr. Johnson states that the old Spanish fort 
has been in his family since it was built in 
1700 and is still well preserved and is almost 
in its original state, except that it was con- 
verted into a residence about a hundred years 
ago. Pascagoula Bay and its tributaries, with 
both salt and fresh water, are filled with game 
fish of many kinds. There is also excellent 
quail, dove and duck shooting during the open 
season. Mr. Johnson intends to organize a 


club with a membership of about thirty lum- 
bermen and will use the old fort as the club 
house. 


Heard From in Africa 


Laurel, Miss., March 12.—Philip Gardiner, 
secretary and first vice president of Eastman, 
Gardiner & Co., who is on a world tour with 
his daughter, has been heard from in Cape 
Town, South Africa, which he visited the first 
week in February. Mr. Gardiner has been 
combining business with pleasure and he told 
the South Africans something about the pro- 
duction of pitch pine which is used in great 
quantities by the South African Government 
Railways for building docks, warehouses etc. 


Curtailment Stiffens Prices 


LaurEL, Miss., March 11.—Hardwood prices 
seem to be up a little since last week, due to 
the long rainy spell just encountered. The 
little mills are still unable to log, and one 
large mill hére in Laurel was forced to curtail 
its production 50 percent due to the fact that 
it was prevented from logging by high water. 
Further advances are expected in the hard- 
wood market in the immediate future. 


Veneer Plant Begins Operation 


Lauret, Miss., March 12.—The veneer mill 
of the Pascagoula Hardwood Co., which has 
been under construction for some time, has 
been completed and the plant placed in opera- 
tion. This new mill is equipped to make all 
varieties of veneer but is beginning operations 
on the more simple varieties. Every device 
for economy as well as for quality in produc- 
tion has been installed in this new plant, which 
at the outset will employ between twenty-five 
and thirty men. 


To Construct Large Sawmill 


CLARKSVILLE, TEx., March 11.—The South- 
ern Pine Lumber Co., of Texarkana, will con- 
struct a large sawmill here, according to Eg- 
bert Thompson, secretary of the local cham- 
ber of commerce. The company owns 23,000 
acres of land, all heavily timbered, in Red 
River County, and expects to acquire at least 
7,000 more acres. It is understood that it has 
already bought 11,000 acres of land in Bowie 
County. 

Some idea of the size of the sawmill to be 
built at Clarksville—it will be located just out- 
side the corporate limits—is had with the an- 
nouncement that about 300 persons will be em- 
ployed. Tram roads will be built, furnishing 
connection with all of the various tracts owned 
and controlled by the company. When the mill 
is completed and operations begin, it is esti- 
mated by Mr. Thompson that the payroll will 
be $1,000 a day. 


To Erect Modern Cypress Plant 


PavatKka, Fra., March 11.—Harry W. 
Mitchell, well known mill builder, arrived in 
Palatka several days ago to také charge of the 
work of rebuilding the plant of the Wilson 
Cypress Co., which recently was destroyed by 
fire. The old mill was a total loss and will 
be replaced with a modern double band and 
gang mill. While contracts for the machinery 
have not yet been awarded, it is expected that 
these will be placed within the next few days 
and in the meantime work has started on the 
foundations and framing for the new plant. 
The Wilson Cypress Co. is one of the largest 
owners of cypress timber remaining in the 
South and under Mr. Mitchell’s direction it is 
expected that this new mill, when completed, 
will be one of the most modern and up-to-date 
cypress manufacturing plants in the country. 
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Changes Continue to Put in Their Appearances 


Increasing Prices as Volume Slacks Of—The Play Boy Again—Policies Fitted to 
Local Conditions—The Give and Take of Practical Business 


After all, the world does seem to be get- 
ting better and better. O. T. Barry, of 
the Hawkeye Lumber Co., Cedar Rapids, 
Iowa, tells this department that in his city 
the principle is getting fairly well estab- 
lished by practice that when volume de- 
creases the price increases. We have heard 
such earnest apostles of sound accounting 
as Harry Colman explain with rock-ribbed 
logic that such should be universal prac- 
tice; but at times we got discouraged over 
the prospect of ever seeing it in action. 

Seemingly the all but universal instinct 
points in the other direction. When volume 
slides it seldom if ever takes overhead down 
with it. Costs of doing business usually 
stick to their high perch, and depressed 
volume eats up a generous slice of what 
should be net profits. And then, to help 
things along, dealers jump impulsively to 
the fallacy that a-cut price is indicated. 
So the price is cut, volume refuses to be 
stimulated and the last sad remnants of 
profit disappear under the waves with a 
lethal gurgle. <A large nick begins to ap- 
pear in the reserves; and unless a sympa- 
thetic and saving accident happens a few 
more yards go where the woodbine twineth. 


A Plank of the New Retailing 


Let us hope that more towns take a leaf 
from the Cedar Rapids book. And let us 
also hope that Cedar Rapids will keep the 
faith. Increased price in the face of de- 
creased volume is a real plank in the plat- 
form of the new retailing. If we can’t 
believe these old things, how are we going 
to believe the new? 

- . . * ” 

Our rotund and joyous friend L. C. Ober- 
lies, of Lincoln, Neb., has added another 
alias to his growing collection. Readers 
will recall that he appeared at Indianapolis 
at the Hoosier convention as “Bill Green,” 
a farmer about to start a lumber yard and 
intending to run it according to all the bad 
practices and business heresies he could 
think of. His performance increased the 
interest and earnestness of the discussions 
there about a thousand percent. 

He appeared recently at Des Moines, at 
the conve.tion of the Iowa Lumber & 
Material Dealers’ Association, as “Hank 
Williams.” Although he did not have the 
opportunity to get the floor until the second 
day, his success was no less notable. His 
first contribution to the wisdom of retailing 
was the assertion that farm credits were 
too short. A farmer ought to have two 
years in which to pay; one crop to fail on, 
and one to pay on! 


The “Doggerel Bard” in Action 


Mr. Oberlies has a good many gifts which 
help make him the Play Boy of the Lumber 
World. Among other things he is what 


Mr. Gilbert, of the famous Gilbert and Sul- 
livan operas, might call a doggerel bard. 
Below is a poetic effusion he handed us at 
the banquet of the Wisconsin association, 
at Milwaukee. He calls it a “Lumberman’s 
Nightmare”: 
If all the trees in all this land 
Were one great tree in fact; 
If rivers flowed in just one stream, 
All axes one big ax; 


If all we men were one big man 
And seized that ax so rash 

And felled that tree right in that stream 
’Twould make an awful splash! 


You may be interested in knowing that 
this veteran retailer teaches the largest 
Sunday school class for men in Nebraska. 








| FROM THE FOUNDER'S WRITINGS | 





No One Can Tie Too 
Tight the Knot of 
Actual Truth 


A man may give himself liberties, 
saying that “‘business is business, 
I am bound to take care of myself 
and the buver must look out for 
himself.” But in the long run 
the seller will find that he is 
standing in his own light. Up- 
rightness is even better capital 
than executive ability. 





This class has some 400 members. Another 
veteran lumber retailer, F. A. Good, is sec- 
ond in command of the class. We're sure 
it is well and interestingly taught. 

A person who follows retail conventions 
through various parts of the country for a 
season gets a new idea of the differences in 
sales policy and business outlook that pre- 
vail among lumbermen. 

Some observers jump to the conclusion 
that these differences indicate that certain 
dealers are necessarily backward; an im- 


pulsive generalization that doesn’t always 
hold water. A yard must serve its own 
customers; and while considerable leader. 
ship is possible within limits, it never does 
to lose sight of those limits. For instance, 
customers in a suburb of a great metropoli- 
tan center are little interested in the ma- 
terials used to accomplish their desires, 
They don’t know one species of wood from 
another, would hardly recognize a 2x4 if 
they saw it and are wholly unmoved by 
quotations of price by the thousand. They 
couldn’t guess whether it takes 100 feet or 
100,000 feet of lumber to build a house. 
What they are interested in is the house 
after it is done and decorated. 


Talking the Customer’s Language 


These people will look to the man who 
is able to talk to them in terms of the fin- 
ished and decorated house, and to their 
mind all others having a part in the job 
are just obscure mechanics. In such a situa- 
tion the local dealer simply has to fit himself 
to talk their language and offer the neces- 
sary services, else he loses contact with the 
customer. Since in every line the man in 
contact with the customer is in control of 
the sale, the dealer who loses this contact 
drops to a suberdinate place; and the con- 
tractor or the architect takes over virtual 
control of the lumber business. 

But suppose the dealer trained in manag- 
ing the sale and directing the sub-contrac- 
tors and offering a turn-key job moves to 
a rural community and tries to carry on 
with his urban methods. He finds few 
takers for his offerings. He antagonizes 
the established collateral lines of service, 
and this antagonism can be very serious. 
If he persists, he may eventually bring his 
community to appreciate this modern mer- 
cantile method; but in the meantime he 
has lean years of misunderstanding and 
suspicion in store for him. Leadership 
looking toward the new methods must ad- 
vance a step at a time. 

+ *” * * * 

We are likely to see these changes coming 
more rapidly in the immediate future; for 
@ good many agencies are working to train 
the public to understand and use the new 
ways. Who would have thought in 1919 
that the following ten years would establish 
the policy of deferred payments that is so 
commonplace and so widely used now? This 
department acknowledges that ten years ago 
it had no such anticipations. Who would 
have anticipated the rise of chain stores? 


A By-Product of Chain Merchandising 


It may be mentioned in passing that one 
of several serious by-products of chain store 
merchandising of which lumber retailers 
must take account is the steady training 
of the public to accept inferior goods. More 
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than one dealer has told us that his paint 
department is falling into a serious situa- 
tion because of the cheap paints offered by 
these competitors. This is but one of many 
instances of the effect of inferior goods in 
competition. It is a thing that must be met 
in some basic way. 

But the thing we have in mind now is 
the fact that there is no one universal mer- 
cantile policy that will fit all situations. We 
get a little tired of hearing retailers scolded 
as moss backs because they do not take over 
the ways of other and alien sections. Some- 
times they may be over conservative; but 
they are the fellows who have to go up 
against the buzz saw. Just possibly they 
may know their customers better than their 
self-elected teachers do. Just possibly, again, 
they may be able to adapt modern policies 
to their merchandising problems better than 
these teachers could. Give them informa- 
tion, but give them time for study; and 
respect their reasons for doing as they do. 

* * * * * 


An astute dealer whose name has appeared 
in these columns more than once told us 
a little about his local situation. There are 
half a dozen or more yards in his city, and 
the managers of these yards are of varying 
ability. In past years local competition has 
been sharp and painful. In the first place 
there are as usual too many yards for the 
local trade. Presumably there is no scien- 
tific way of deciding how many yards a 
town will support; but in a practical way 
it is never hard to tell when an excessive 
number of yards is reducing the quality of 
service and shaking public confidence in 
lumber merchandising. But what to do in 
a practical way with that kind of a nx 
is not so easy to decide. 

For a time the more progressive yards 
ignored their less capable competitors, and 
some three or four yards did the bulk of the 
business. But they did it at a heavy cost. 
The little fellows and the less able were 
not quiet. They wanted a share of the 
trade and fought for it with the simple 
and obvious tool of cut prices. In the re- 
sulting mix-up the big yards could not 
ignore the little ones. The idea went 
through town that prices were ruinously 
high. What else can the public think when 
one yard quotes far under another? The 
answer of the impatient expert is to take 
business out of price competition by con- 
plete service. But suppose the community 
is not yet interested in turn-key jobs and 
lump-sum sales? In such a case the entire 
level of prices drifts down until all the yards 
are barely existing. 


Volume Traded for Price 


The temporary answer in this town has 
been an understanding that is quite legal 
in nature whereby the more progressive 
yards have sacrificed some of their advanced 
sales methods, thus giving the less efficient 
a chance at more volume. In return for 
this consideration these latter maintain fair 
prices, The big yards have lost some of 
the volume which they could rather easily 
get. They have traded it for a fair net 
profit. 

* * * * * 

Now this solution is hardly satisfactory 
as a@ permanent policy. The able dealers 
have not only sacrificed volume, they have 
also sacrificed some service that would 
create business not now coming in at all. 
So the service level of the local lumber 
industry is lower than these better dealers 


wish it were. These men are paying a cer- 
tain tariff, so to speak, to other men whose 
claim to that consideration is their capacity 
for making trouble if they and their ways 
are disturbed. 

What would you do? We guess you’d do 
about what the dealer who told us the story 
is doing. He is accepting the situation for 
the time being. He is gradually and care- 
fully expanding his services and changing 
his methods in ways that are not too ap- 
parently competitive. Not long ago he 
turned down a service which would have 
helped him bring in business which his 
competitors could not have reached and 
which in that sense was non-competitive. 
But he felt sure it would stir up the old 
jealousy and bring on the old price-cutting 
rumpus. So he is correcting the inner or- 
ganization of his business, expanding his 
service a step at a time in quiet ways and 
thus is preparing for the time when the 
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general advance of merchandising will force 
the lumber interests of the town into radi- 
cal changes. In the meantime, while he is 
not getting the volume which he could 
handle and to which his superior mercan- 
tile policies entitle him, he is making a fair 
profit on what he does sell. Some dealers 
will say he is taking the right way, and 
some will disagree. But he has settled on 
this policy after a careful study of local 
conditions. 
* * * ~ + 

A. R. Gardner, of Humboldt, Iowa, told 
of his efforts to create business by solicita- 
tion. In a good many parts of the country, 
especially in urban centers where trade does 
not stay by one yard as steadily as it does 
in the Corn Belt, this extension of sales- 
manship is taken for granted. But in some 
rural sections it is looked upon with sus- 
picion. Mr. Gardner mentioned a wholesale 


salesman who told him that soliciting busi- 
ness weakened the dealer’s position; made 
the public feel that it had an advantage 
and created the opinion that the dealer must 
be slipping or he wouldn’t be trying such 
undignified methods! Naturally Mr. Gard- 
ner did not agree. It is his opinion that 
in every community there are quantities 
of business that simply do not come in at 
all because the need of repairs or moderni- 
zation or new buildings is not brought 
clearly to the attention of potential custo- 
mers. The old theory that there is but a 
certain amount of trade in a given com- 
munity and that extra sales made this year 
will be subtracted from next year’s trade 
is getting disproved. Volume of business 
as a fixed thing that may not be increased 
belongs, as an idea, to an earlier generation. 
Too many dealers have increased their sales 
by constructive methods and have held this 
increase over too many years to make the 
old idea look sound. 


The Outside Salesman 

But it doesn’t follow that every sales- 
building method is sound. Mr. Gardner, 
for instance, is his own salesman. This 
is rather important in neighborhoods where 
such efforts have not been practiced before. 
It is like any new sensation, and people 
must get accustomed to it gradually. Mr. 
Gardner finds that sales efforts of this kind 
must not be pushed too insistently. <A pros- 
pect who is bored by too lengthy argument 
or pleading or who is antagonized by 
rushing methods ceases to be a prospect. 
Mr. Gardner’s method is to talk informally, 
find out what he can about the projects the 
prospect has in mind, make his suggestions 
about needed and useful improvements and 
then to leave rather promptly if no imme- 
diate sale is likely. He finds that such a 
visit usually pleases a farmer. It indicates 
a friendly interest that extends beyond a 
desire for an immediate profit. In a grati- 
fying number of cases it results in sales. 

Mr. Gardner has found, like many other 
Corn Belt dealers, that the small, portable 
farm buildings such as farrowing houses 
and feeders offer a point of approach. These 
things also permit of taking up some of the 
slack in the winter season. Mr. Gardner 
does not handle coal, and without these 
buildings to fill in, he’d have to lay off men 
or keep them at a loss to himself. 

We were much interested in one of his 
statements about paint. He said he had 
little success in selling large paint jobs by 
the gallon. Almost invariably if there was 
competition he lost a sale if he tried to 
make it on that basis. But where he is 
able to go to the job, say on a farm, measure 
up the buildings and quote a lump-sum price 
he nearly always makes the sale. This 
surely offers food for thought. 


Register for Pulping Course 


Manison, Wis., March 12.—Registration for 
the first instructional course in sulphite pulp- 
ing which is to be given at the Forest Prod- 
ucts Laboratory, here, March 25 to April 4, 
has been completed, and it has been necessary 
to transfer a number of applicants, whose en- 
rollments came in too late, to the second course, 
April 29 to May 9. The fifteen men now 
enrolled in the first course are from eleven 
companies. One concern is sending three su- 
perintendents, two have enrolled two men each 
and three companies are “repeat orders” from 
former courses. Enrollments are now being 
received for the second course which is to be 
given April 29 to May 9. Registration for 
this class will also be limited to fifteen. 








AMERICAN LUMBERMAN 


March 16, 1929 








Chicken brooder house built in yard of Harris 
Lumber Co., Loveland, Colo. 


Harris, head of the Harris Lumber Co., 

this city, sees to it that everything in 
his yard has its place and that everything is 
kept in its place. 

On one side of the display room in the of- 
fice building is a table display of building 
hardware. Each article displayed there has 
its compartment, and the price of the article 
is in plain view. 

On the other side of the room is the paint 
department, and here Mr. Harris has some- 
thing out of the ordinary. He displays his 
paint brushes in a case set on top of a counter. 
This case is about four inches deep and is 
covered by a glass top, which can be opened 
by merely sliding the glass to one side. In 
this way the paint brushes are displayed and 
the glass cover keeps out dust and dirt. 

In the back of the room is the office, and 
behind that is the glass department. A glass 
rack is built along one side, with a compart- 
ment for each length of glass. The side of 
each compartment is marked by inches, starting 
at the bottom and extending to the top. Thus, 
if a piece of glass 16 inches long is wanted 
one looks in the compartment marked “16.” 
If the glass is to be 10 inches wide he looks 
at the side where “10” appears, and as the 
glass is put into the rack on its side it is an 
easy matter to run the eye across the compart- 
ment from the 10-inch mark and find the right 
width. An electric grinding machine for glass 
was recently added to this part of the estab- 
lishment. 

On the second floor of the office building 
there has been fitted up a display room, about 
12 x 12 feet. This room, while small, is a 
great aid in showing the different kinds of 
lumber, windows etc. The floor is made up 
of a number of different kinds of wood, so 
that a person can see just what the different 
types of flooring are like in actual use. This 
floor is laid with fir, yellow pine (vertical and 
flat grain), oak, ash and maple, arranged in 
sections. 

There are three windows in the room— 
a small French window and two others. 

Inside the room are also displayed break- 
fast nook furniture, medicine cabinets, ironing 
boards and the like, which is manufactured at 


|, “Herris, be COLO., March 11.—G. C. 


Makes and Sells 
Small Farm 
Structures 


the Harris yard and sold. This has become 
quite a business and serves to speed up business 
during the winter months. 

The room itself is not entirely shut off from 
the other part of the second floor, as a large 
paneled glass door opens into the room, while 
at each side part of the wall is glass. 

The rest of the second floor is given over to 
a display of front and French doors on one 
side and door and window screening on the 
other. Mr. Harris has installed a long bench 
in the screen department. On the edge of this 
bench has been marked off inches, with a 
rounded out rack at the end that will hold a 
roll of screen. When a certain number of 
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G. C. Harris, head of the Harris Lumber Co., 
Loveland, Colo. 


inches is wanted the screen is merely pulled 
out to the correct number reached and that 
amount is cut from the roll. This is a very 
handy and efficient way of handling screen. 
Above the bench are compartments for stor- 
ing the rolls of screen. 

On two sides of the yard have been built 
long sheds. Much of this space is given over 
to the storing of flooring and finish lum- 
ber. There is also space for the storage of 
plaster, cement, nails, paint and roofing. 

A good illustration of “a place for everything 
and everything in its place” is the large amount 
of molding stored in a small space in one of 
the sections of the shed. Mr. Harris has 
built racks in this section with space for dif- 
ferent sizes and kinds of molding with each 
size and length in its proper place. 











Portable farm structures displayed for sale along the curb adjacent to office 
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Showing the molding racks which economize 
space and facilitate selection 


Common lumber is piled in the yard, al- 
though Mr. Harris states that in time he 
plans to build another shed down through the 
center of the yard and will then have all his 
lumber under roof. 

The Harris Lumber Co. during the last 
two years or so has done a big business in the 
manufacture and sale of farm furniture, made 
from short-length lumber. A far better profit 
is realized than could have been got from 
the sale of the shorts in their original state. 
Mr. Harris has sold a large number of hog 
houses during the past year. He builds two 
kinds, the regular “A” hog house and another 
that was designed in his yard. The latter type 
does not need a fence around it as the door 
through which the pigs pass in and out can be 
closed and the section just above can be opened, 
allowing the sun to shine in, with no chance of 
the pigs getting out. This hog house is 5 x 
6% feet. This type leads in sales. 

Chicken brooders, feed boxes and other types 
of farm furniture also are built and find ready 
sale. A chicken brooder house which had just 
aay finished will retail at between $30 and 

40. 

When asked just how he went about to let 
the farmers know about his farm furniture 
Mr. Harris stated that he did some newspaper 
advertising featuring this line, but did not de- 
pend upon that altogether. He let the men 
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Showing the large sign over the office, whici 
is changed once a year 


selling hogs know about his hog houses and 
when they sold hogs to a farmer they men- 
tioned the hog houses on sale at the Harris 
yard. Then each spring he displays his farm 
furniture in front of his yard between the 
curb and the side walk. A large number of 
farmers pass the lumber yard each day in 











cw 


-~-oaoni mm © wo wee? 29 





129 


a a ee ee ee et | 


Tr. 


March 16, 1929 


AMERICAN LUMBERMAN 


41 





riding into town. They notice the display 
and many of them stop to investigate. A large 
number of sales are made in this way. 

The yard maintains a large shop in which 
the different kinds of farm furniture, ironing 
boards, breakfast nook furniture, medicine 
cabinets and the other articles manufactured 
by the firm are built. This shop is fitted up 
with the machinery necessary for this kind of 
work, and is in charge of a man who thor- 
oughly understands his work. 

Above the office of the lumber company is 
a large sign. At present this sign, which is 
painted in colors, shows a picture of a modern 
home and the wording: “Build of Wood— 
Certified by Centuries of Service—Harris 
Lumber Co.” This sign is electrically lighted 
at night. At first Mr. Harris changed the sign 
every three months, but after trying it out 
felt that that was too often and now changes 


the sign once a year. The sign is not repainted, 
but an entirely new sign takes the place of 
the old one. 

On the shop of the yard also is painted a 
sign. This sign at present advertises the paint 
sold by the firm, but it also is changed each 
year and different articles are advertised. Mr. 
Harris says he has been offered a good price 
for this space, but he considers it too valuable 
for his own business to sell to anyone. 


Old Lumber Town Swept by Fire 


TOMAHAWK, Wis., March 11.—Starting in 
the historic Mitchell Hotel of logging days’ 
fame, flames last week destroyed practically 
all of the business section of the old lumber 
town of Tomahawk, with a loss estimated at 
$500,000. Besides the hotel, eight 2-story frame 
business places were razed. The Mitchel] Hotel 


had quite a history. It was built over thirty 
years ago by William H. Bradley, who in those 
days owned practically the whole town. He 
operated a large sawmill plant and the Toma- 
hawk Lumber Co. His sales manager was the 
late Joseph Wilson, manager of the Johnson & 
Wentworth mill of the Northwest Paper Co., 
of Cloquet, Minn. “bill” Bradley kept his hos- 
telry table well supplied with vegetables and 
fresh milk and cream from a nearby model 
farm. Among other innovations, he pur- 
chased a sleeping car for his logging railway, 
for the accommodation of “patrons who other- 
wise would have to wait long hours at Toma- 
hawk Junction before they could obtain trans- 
portation eight miles farther to ‘ Tomahawk 
proper. 

Two hundred men made an _ unsuccessful 
fight against last week’s fire, and ten families 
were left homeless. 


Model House Inspected by Many Visitors 


Keokuk, Iowa, March 11.—As 
showing the potency of the 
“model” or “demonstration” house 
as a means for arousing the in- 
terest of the public in home build- 
ing, and for getting in touch with 
definite prospects, may be cited 
the success which attended the re- 
cent opening to public inspection 
of a very attractive home, planned 
and constructed under the super- 
vision of Ray B. Dickey, secretary 
and treasurer of the Streeter Lum- 
ber Co., this city, for occupancy 
by himself and wife. 

Notwithstanding cold, stormy 
weather and icy streets during the 
five days that the house was open, 
Jan. 29 to Feb. 2, afternoons and 
evenings, it was visited by 1,032 
people, and a number of good pros- 
pects were secured. “This was 
one of the best pieces of adver- 
tising we have ever done,” said 
C. D. Streeter, president of the 
company, to the AMERICAN LuM- 
BERMAN. 

He added that the total expense 
of the company in staging this 
demonstration was only $140. The 
house was shown completely fur- 
nished and equipped for occu- 
pancy. Inconspicuous cards in the 
several rooms announced the 
names of the firms which had had 
a part in the construction, furnish- 








that it had created in the minds 
of many of the visitors desire for 
new homes. 
demonstration had developed at 
least six very good, definite pros- 


He added that the 





pects for new homes, and that the 
immediate 
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Model residence which attracted 1,032 visitors 


as though remodeling 
result, without con- sult. 


ing through the model house with 
his wife and returning to their 
home, said that the lady was not In 
satisfied any more with anything 
in their own house, and it looked 


with green trimmings, making a 
very pleasing exterior. 

planning the home Mr. 
Dickey had in mind a finished 
product which would not only be 
attractive but would save steps for 
the “lady of the house.” One of 
the first impressions gained upon 
entering is the abundance of nat- 
ural light in all the rooms. The 
linen closets have deep drawers. 
There is a large cedar-lined closet, 
roomy bedroom closets etc. 

Beauty has not been sacrificed 
to utility. The living room, with 
open fireplace, the dining room 
with its built-in fixtures, the front 
porch with its bright furnishings, 
and the kitchen with a breakfast 
nook, appear as satisfying sur- 
roundings as anyone could desire. 
On the second floor is a beautiful 
white tiled bathroom, a bedroom 
finished in rose with bird’s-eye 
maple furniture, another bedroom 
in green with dark walnut furni- 
ture, and the nursery. A clothes 
chute runs from the second floor 
to the basement. All told, there 
are six large closets. The large 
attic is all finished. 

During the five days the house 
was opened the Streeter company 
had on duty a lady who acted as 
hostess, another who had charge 





would re- 











ing and equipment of the home. 
This was the first model home 
demonstration ever made in Keo- 
kuk, and Mr. Streeter stated that 
there was every reason to believe 


sidering the genera] stimulation to 
home ownership that is bound to 
result as an after-effect, had more 
than justified the expenditure. 

He cited a rather amusing inci- 
dent, of a husband who after go- 











The attractively furnished interior of the Streeter demonstration 


The house is a very attractive 
structure of wood throughout, the 
walls being covered with bungalow 
siding. It embodies some of the 
newest and best architectural fea- 
tures. The house is painted white 


of registration and three employees 
who showed the visitors through 
the house. Ben J. Kirch, of the 
company, was in charge of the 
demonstration and got everything 
in readiness for the visitors. 

















house radiated the atmosphere of home 
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Retailers’ Idea Exchange 














UNETHICAL PRACTICE SCORED 


Jobber Should Observe Established Trade 
Lines, Is View 

Recent trade relations conferences in two dif- 
ferent lines of business have taken cognizance 
of a tendency which is breaking down estab- 
lished trade lines. Reference is made to the 
increasing degree to which wholesalers in 
various lines, under one pretext or another, 
are selling to consumers; to dealers outside 
of their regular line of business; and to deal- 
ers for their own use or that of their em- 
ployees, commodities which do not properly 
belong to the lines stocked by those dealers, 
though handled by the wholesalers indulging 
in this practice. 

One of the conferences referred to was be- 
tween jobbers of hardware and dealers in the 
southwestern territory, in which it was stated, 
as a basic principle, that the conditions com- 
plained of could not be cured by the jobber 
alone, but only by the co-operation of the vari- 
ous dealers handling different lines in the same 
town, in addition to co-operation by the jobber. 

The other conference was between a group 
of lumber manufacturers and dealers in the 
same territory, at which Kennett Hudson, Ard- 
more, Okla., a former president of the South- 
western Lumbermen’s Association, submitted 
the following as defining the principle which 
should govern manufacturers and wholesalers: 

“The manufacturer or wholesaler should 
not compete with the dealer by selling to 
any consumer any of their products that 
the dealer regularly carries in stock or is 


equipped through adequate investment to 
serve the consumer with.” 


Both of the above trade relations confer- 
ences were attended by J. F. Goodman, vice 
president Dickason Goodman Lumber Co., 
Kansas City, who was so impressed by the 
extent to which the practices referred to have 
grown, that upon his return he immediately 
placed the matter before the employees of his 
company, in a general bulletin reading as fol- 
lows: 


For some reason or other automobile tires 
have been picked upon as a good sideline for 
wholesalers, and many of the jobbers who 
serve us are instructing their salesmen to sell 
tires either as an accessory to hardware, fur- 
niture, or even grocery stocks, or merely for 
the personal use of .their customers. 

Please remember that we are a part of the 
eommunity, that we want other merchants to 
succeed as well as ourselves. Only by this 
general success can we hope to profit. 

We can not get up in a Commercial Club 
meeting and say with a clear conscience that 
everyone ought to buy at home and that the 
merchants should patronize each other if 
there is a merchant in town equipped to sell 
tires and we are trying to save a little bit by 
buying ours through a jobber. It is not just 
a moral proposition; it is a business proposi- 
tion. 

The principle that is rapidly coming to the 
front in retail merchandising is that no re- 
tailer should expect to buy at wholesale for 
his own or his employees’ use any item which 
he does not regularly carry in stock, on which 
he is not prepared to serve the public. 

On every point of policy that is put up to 
you in this way we are very glad indeed to 
have your reaction and know your personal 
opinion. 








This Week’s 


Easy Exit From Shed to Yard 


In most sheds it is necessary, in order to reach other portions of 
the yard, to go to one or the other of the main driveway entrances. If 
the start is made from somewhere near the center of the shed and the 








siderable time and a good many steps each day. 


Timely Tip 


outside objective is about oppo- 
site that center, this represents 
quite a little walk, and if re- 
peated several times during the 
day consumes considerable 
time and effort. To obviate 
this inconvenience, the shed of 
the Oneida Retail Yards, 
Rhinelander, Wis., has a nar- 
row door cut in about the mid- 
dle of the shed, with a walk 
running through the open shed, 
which is built as a lean-to addi- 
tion to the main shed. This 
exit was “snapped” by an 
AMERICAN LUMBERMAN 
representative on a recent visit 
to the above yard, as shown in 
the accompanying illustration. 
This little scheme saves con- 








OPENS DOWNTOWN STORE 


Comprehensive Display of Home Building 
Materials Is Maintained 


Cotumsus, Onto, March 11.—The Conti- 
nental Lumber & Supply Co. has recently 
opened a lumber, builders’ supply and paint 
store and display room in the downtown sec- 
tion. Therein is handled everything in lumber, 
millwork, building supplies, builders’ hardware, 
paint, painters’ tools etc. 

The display room has two nice show windows 
with entrance between them. On one side of 














This crane is used for handling large timbers 
in the yard of the John R. Carpenter Co., 
Jamaica, N. Y. 





the room is an arched opening into the adjoin- 
ing store, occupied by the Buckeye Wall Paper 
Co. This opening has two doors, with display 
glass divided with zinc bars; and on the far 
side of the opening is a plate glass wall case, 
showing builders’ hardware. On the other side 
wall is a row of shelves for paint, in front of 
which is a plate glass floor show case for the 
display of painters’ tools. This front section 
of the room is finished in a beautiful travertine 
wall paper, and the woodwork is mahoganized 


gum. 

At the back of the store is the front por- 
tion of a small bungalow, extending clear 
across from wall to wall. In the center is a 
plate glass mirrored door, on each side of 
which is a window with divided topx Under 
each of these windows is a window-box full 
of artificial flowers. The sides of the bunga- 
low are of shingles stained gray, while the 
section of the roof that is visible is cov- 
ered with multi-colored hexagon composition 
shingles. Over the door is a columnar hood 
entrance with an antique lantern in the center. 
The columnar roof extends to within two feet 
of the ceiling, the space open being filled with 

een lattice. The house trimmings are white. 

ack of this partition is a small office, together 
with wall panels displaying various kinds of 
wood, flooring, trim, brick panels, telephone 
cabinet, built-in ironing board and other items 
of interest to a prospective home builder. At 
night the show windows are dark and the 
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front of the bungalow partition is flood lighted 
for display. 

Robert Briggs, general manager of the com- 
pany, expressed himself as very well pleased 
with the results obtained from this downtown 
store thus far. He added that he first became 
interested in the AMERICAN LUMBERMAN at 
least 25 years ago, his father, Charles R. 
Briggs, having been a subscriber at that time, 
and that he has obtained from the paper a 
number of ideas that were useful in planning 
and fixing up the new display room. 


Announces Change of Name 


EvANSVILLE, Inp., March 11.—The A-1 
Building Material Co., of this city, formerly 
known as the Evansville Planing Mill Co., will 
issue an eight-page newspaper supplement on 
March 17, announcing the change in name. 
Because of St. Patrick’s Day the supplement 
will be printed in green. It will be the larg- 
est advertising spread in the local newspaper 
field thus far this year. 


FORESTALLS PRICE CUTTING 


Distributors Must Observe Minimum Resale 
Prices 


Since the decision of the United States Su- 
preme Court, rendered’ some time ago, that a 
manufacturer “may withhold his goods from 
those who will not sell them at the prices 
which he fixes for their resale,” manufac- 
turers in various lines have announced to their 
retail distributors that they will refuse to 
make further sales of their products to any 
distributor who fails to observe the minimum 
resale prices suggested by such manufacturers. 

Inasmuch as this policy is applicable to some 
of the special lines handled by retailers, an 
announcement just made by the Reading Iron 
Co., of Reading, Pa., to its retail distributors 
will be of general interest. In its preamble 
the announcement sets forth: 

It is a universally recognized fact that 
price-cutting is an economic evil which has 





At the same time will = 
come the announcement 

that the company is 
now co-operating with 
the Reel-Blue Lumber 
Co. at Vincennes, hav- 
ing bought stock in 
that company, which 
controls yards at Vin- 
cennes, Washington, 
Petersburg and Hazle- 
ton. William Johann, 
vice president and gen- 
eral manager of the 
A-1 company, has been 
made a director in the 
Reel-Blue Lumber Co. 
Near the close of this 
month the A-I Build- 
ing Material Co. will 
have ready for public 
inspection a modern 
home in Lincoln Villa, 
a suburb. 

The A-I Club, com- 
posed of the key men 
of the A-I Building 
Material Co., held its 
regular monthly meet- 
ing March 5, This club 
was formed about two 
years ago for the pur- 
pose of the key men in the company becoming 
better acquainted with the workings of all de- 
partments of the company. 


THIS DEPARTMENT has recently heard of a 
suburban electrical contractor who keeps in 
touch with all local realtors, and as soon as he 
learns of a sale or rental, gets in touch with 
the buyer or lessee. He makes it a point to 
call on each new resident during the first week 
of the newcomer’s arrival in the community. 
Doubtless lumber dealers could pick up many 
small repair orders, and possibly some larger 
ones, by being equally alert. 











Shingled walls give a handsome, rich-looking effect not only to houses 
but to garages as well. Here is the two-car garage back of a Rock- 
ford (Ill.) residence, looking very pretty and modern with its walls 
shingled to match the home. For the sake of harmony, the garage 
should always be modernized at the same time as the residence 


proved to be seriously injurious in many lines 
of industry. It has been conspicuously injurious 
in the pipe industry. A distributor who makes it 
a practice to sell well known merchandise at 
prices which do not yield him a proper profit, 
is one who in the long run will be a detri- 
ment and not a benefit to the manufacturer 
and likewise to the distributors who conduct 
their business on businesslike principles. Such 
practices disorganize and demoralize the busi- 
ness not only of the manufacturer but also 
of the other distributors. Persistence in such 
a practice often leaves a manufacturer with- 
out adequate means of a proper distribution 
of his products in the locality where such a 
price-cutter operates. 

Pointing out further that in the final analy- 


sis, as a result of such demoralization, the 
consumer himself is injured, the company 
states that “after a full and careful study of 
this disturbing situation, the Reading Iron Co. 
has reached the definite determination that, 
to the full extent permitted by law, it will 
not permit the just popularity which its prod- 
ucts have gained to be used by price-cutters 
for their own selfish purposes.” 

Accordingly the company announces that, 
effective March 1, it will refuse to make fur- 
ther sales of Reading Genuine Puddled 
Wrought Iron Pipe to any distributor who 
fails to observe the minimum resale prices 
suggested on the price card which accompanied 
the announcement. 

The Reading Iron Co. is perhaps best known 
to the retail lumber trade as manufacturers 
of the widely used Reading galvanized cut 
nails, stocked by most dealers who handle 
builders’ hardware. 


LIKE TO HANDLE PLYWOOD 


Dealers Find It a Ready Seller for Many 
Purposes 


These jottings from the notebook of a trav- 
eling editorial representative of the AMERICAN 
LUMBERMAN, with regard to dealers’ views 
concerning plywood as a desirable and profit- 
able item of stock, are printed with the thought 
that they may convey suggestions that will be 
useful to other retailers. 

Plywood is a staple at the Mackemer & Pat- 
ton Lumber Co. yard at Macomb, IIl., which 
concern declares that it would not be without 
this article, of which it makes daily sales to 
cabinet makers and others, to be used as par- 
tition, backs of store windows etc. For the 
latter purpose it is generally favored because 
it finishes up so easily and attractively. This 
company’s stock averages about $500 in value, 
and the annual sales approximate a bit more 
than that. The stock consists largely of 30- 
inch panels of 3-ply. 

Mr. Bittner, of the C. J. Harris Lumber Co., 
considers plywood an indispensable part of his 
stock. He calls it veneer panels and sells it 
for the same purposes as the Macomb yard. 

Henry Guhleman, of the Scruggs-Guhleman 
Lumber Co., Jefferson City, Mo., says that ply- 
wood is a popular item which every uptodate 
retail yard must carry. Carpenters and cabinet 
makers use it for drawer bottoms, cabinet 
doors and the like, and a good many stores use 
it for fixing up window displays and for other 
advertising purposes. 

“We also sell a great deal of plywood to 
the boys in the manual training classes at 
school,” said Mr. Guhleman. “These boys are 
good customers. Either they charge it to dad 
or pay for it themselves. Father often comes 
in and buys for the boys, or pays for what 
they have already bought. This gives contact 
with the parents as well as with the boys, and 
besides gives the boys the habit of coming to 
the lumber yard when they want anything in 
our line. We give the boys the same attention 





Pieces Size For 
1 2x 8—6’ eaten a H OG 
2 2x 8—16’ ide si 
4 4x 4—3'8” Posts SHE LT E R 
2 2x 6—7/ Posts 
2 2x 6—8’ Side rftrs. 
3 2x 6—8’ roof bms. 
4 1x12—8’ Siding 
4 1x1l2—16’ Siding 
4 1x1l0—8’ Siding 
4 1x10—16 Siding 
6 1xl0—6’ Siding 
9 1xl2—8’ Roof 
6 2x12—8’ Floor eyes 
8 Ibs. Nails 


¥ squares 3-ply composi- 
tion roofing. 
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Herewith is printed the bill of material required for construction of the hog shelter shown in the illustration. Electrotypes of the cut 
(same size) will be supplied for the use of dealers in newspaper advertisements, circulars etc., at $2 each, postpaid ™ 
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as we would give to grown-ups. The boys are 
the future home builders and it pays to make 
friends with them. Sometimes they don’t know 
what they want when they come in here, but 
we have plenty of patience with them, for that 
pays all the way around. There is good profit 
in plywood and we could not, as a matter of 
fact get along without it.” 

W. E. Crutchfield, manager of the C. J. 
Harris Lumber Co.’s yard at Boonville, Mo., 
handles about $400 to $500 worth of plywood 
stock a year. “While this is a relatively small 
volume,” said Mr. Crutchfield, “I consider ply- 
wood an absolutely necessary stock to handle, 
in. view of the many ways in which it can be 
used.” 


ANNOUNCES FINANCING PLAN 


Retail Firm Will Aid Lot Owners to Build 
Homes Thereon 


Quincy, ILL. March 11.—Middendorf’s 
(Inc.) of this city, a retail lumber firm com- 
posed of hustling young men, has evolved plans 
for financing worthy home building prospects, 
by the aid of building and loan associations, 
banks, insurance companies and the contractors. 

Recently, in the local daily there appeared 
a half-page advertisement which bore in glar- 
ing type the caption: “If You Own a Lot, We 
Will Finance Your Home.” A perusal of the 
ad acquaints the reader with the fact that the 
prospect should own a lot and have a few hun- 
dred dollars. He may select his own contrac- 
tor, or Middendorf’s 
will get him one. It 


Preparatory to announcing its financing 
service the company entertained representatives 
of the banks, building and loan associations, 
insurance companies, contractors, and all others 
interested, at a dinner in the Elks Club. Here 
all details were talked over, and a plan of 
co-operation agreed upon which is expected 
to do much to increase home owning in Quincy. 


Creating Modernizing Business 


A handsome booklet entitled “Created Busi- 
ness,” recently issued by the Exchange Saw- 
mills Sales Co., Kansas City, Mo., and “dedi- 
cated to the modern lumberman,” is replete 
with inspiration and information for the dealer 
who wants to cash in on the big home mod- 
ernizing movement that is sweeping the coun- 
try. This booklet should help any dealer to 
sell modernizing jobs because it shows, from 
actual photographs of old homes of various 
types before and after undergoing the modern- 
izing process, the wonderful transformation 
that can be effected at a moderate expendi- 
ture—which is really an investment because it 
preserves and enhances the owner’s equity in 
the property. The booklet does not stop with 
the exterior of these homes, but also presents 
some interesting examples of remodeled inte- 
riors. Chapters are also devoted to the mod- 
ernizing of farm homes and business structures, 
stores etc. The text of the booklet presents, 
in concise form, arguments and reasons for 
modernizing which the dealer can use to ex- 
cellent advantage in convincing his prospects 
that modernizing their old homes will be an 





also agrees to finance 
remodeling jobs. “We, 
as all other lumber 
dealers and contractors 
have often been forced 
to see good business go 
by the board for the 
want of someone to 
step in and bridge the 
gap between what the 
prospect had, what he 
could get either from 
the banks, the building 
and loans or any other 
source, and what was 
needed to finance the 
complete job, either new 
or» remodeling work,” 
said Ted Middendorf, 
secretary of Midden- 





“The House of Sudden Service” 





IF YOUOWNaLOT 
WE WILL FINANCE YOUR HOME 


We have been able to secure a finance plan whereby you can now 
build a home, if you own a lot im a desirable location, and possibly 
have a few hundred dollars to start on 


Large or small jobs can now be financed, including new roofs, cabinet 
work, porches, garages, etc., payable in monthly payments. 


MIDDENDORF’S i=. 3rd & DELAWARE 


You Select Your Own Contractor or We Will 
Recommend Responsible Contractors to You 
We Also Are Prepared to Finance Remodeling Jobs 


Come in or Call and Talk Your Problem and Plan Over With Us 


Lumber and Building Materials Phones 1100-1101 








dorf’s, in response to 
a request for a state- 
ment of the plan. 

“Very often a prospect was approached by 
the auto salesman or someone else who made 
a sale, obtained his money, and his idea of 
remodeling or building a new home was either 
given up or postponed indefinitely. 

“Another angle of the situation, as we see 
it, is that the public has been sold on the idea 
of buying on the instalment plan. Their 
budgets have been made up on that scale, and 
too often they have purchased accordingly on 
anticipated earnings for the next twelve months 
or more. Though we may not feel that this 
is right, we should face the facts, and if we 
want to get into the picture, we must make 
it possible for the prospect to let us in just 
as soon as there is an opening. 

“Every prospect must be considered indi- 
vidually and the particular case analyzed and 
one of a number of plans applied to the case. 
Of course the question of character and the 
kind of job held determines whether we will 
consider an application. 

“The dealer today must co-operate with the 
contractors and sell the finished job. There 
is nothing about a stack of lumber to create 
a desire in the mind of the prospect for a sun 
room, screened in porch, an extra room in the 
attic, modern built-in conveniences and home 
comforts, and the many other things we have 
to offer. We must merchandise ideas, not just 
things.” 


Reduced reproduction of half-page newspaper advertising 


economic advantage as well as an investment 
in added comfort and convenience. 


New Enid (Okla.) Yard Opened 


OKLAHOMA City, OKLA., March 11.—An- 
nouncement was made last week by the general 
office of the Kiowa Lumber Co., this city, that 
the company’s No. 2 yard at 130 East Main 
street, Enid, Okla., has been opened. 


New Planing Mill Is Under Way 


EvaANSVILLE, INp., March 11.—The Bradford 
Lumber Co., a local concern recently incor- 
porated, has commenced the construction of a 
modern planing mill building, warehouse and 
lumber yard. The incorporators are Albert A. 
Bradford, F. B. Stevenson, Thomas J. Byrne, 
Lydia Grefe Byrne and George Gottman, jr. 
The new mill will be a one-story frame build- 
ing, 70 by 120 feet, equipped with the most 
modern machinery. Other warehouse units 
and lumber yard structures will be added. The 
new plant will be ready for business about 
April 1. sae aeaeaaeaaaee 

“Wetcome—Please Do Not Smoke.” Thus 
reads a sign over the entrance to the lumber 
shed of the Lyons Bros. Lumber & Fuel Co., 
Joliet, Ill. 


MIXING WITH THE TRADE 


Retailer Tells of Benefits From Work on 
the Outside 


Can a retail yard executive or manager make 
his time count for most by “keeping office 
hours”; that is, spending practically his entire 
time at his desk, or by dividing it up and 
spending a good portion on the outside? 

Probably most readers will say that he should 
by all means divide his time up, and some will 
go further, and say that practically his en- 
tire time should be spent outside the office, 
with only enough time inside to attend to the 
necessary desk details. However, there is 
something to be said on the other side. If 
the time spent in the office is largely devoted 
to creative thinking and planning, laying out 
sales and advertising campaigns, or organiz- 
ing and directing the efforts of others, the 
time spent “inside” may be even more pro- 
ductive of profits in the long run than if em- 
ployed in direct solicitation or mixing with the 
trade. Unfortunately, however, “office hours” 
too often are frittered away in more or less 
trivial routine that might be delegated to 
others. By the same token, time spent outside 
the office is not always employed as profitably 
as it might be. 

The opinion of retail executives and man- 
agers themselves on this subject is of interest, 
and for that reason the AMERICAN LUMBERMAN 
has been publishing a series of contributions 
dealing with that and kindred problems of re- 
tail yard operators under the caption “The 
Manager Speaks” and is now pleased to quote 
the views of H. J. Mendenhall, secretary and 
treasurer of the Monero Fuel & Lumber Co., 
Santa Fe, N. M., as follows: 

“Most company officers think that their full 
time is required in the office behind the desk, 
and that idea is excellent when you can get 
the contractor and home builder into your 
place of business; but we have found that we 
can put in part time in the office and ‘pass the 
buck’ for the other half of our time and put 
it in on the outside. The result of this has 
been that our office work goes on just: the 
same and our business has increased on ac- 
count of personal service we have given the 
builders. They like it. We don’t pass up a 
job as we work our way around town, but talk 
to the carpenters, bricklayers etc., see what 
is needed and suggest the material needed to 
the builder. We don’t sell all the jobs, by any 
means, but we have increased business and 
met the trade in their own lair. We can make 
any adjustments and give them a service that 
a salesman can’t usually give. Frequently we 
find that we are able to help the builder out of 
some difficulty, and make him a friend. 

“I can see where the above method will not 
work in-a large city as a few officers of a 
company would be unable to make the rounds, 
but in any small or medium sized town I can 
recommend personal service as a means of sell- 
ing, advertising, soliciting and creating good 
will, The average builder does business right 
now, and he wants to do it direct and with 
the least possible delay.” 


Material Men in Banquet 


New York, March 11—The twenty-sixth 
annual banquet of the Building Material Men’s 
Association of Westchester County was held 
last Saturday night in Hotel Astor, with 230 
members and guests present. Robert Mahl- 
stedt, the association president, was master of 
ceremonies, and Harry Armstrong had charge 
of an elaborate entertainment program. 

Guests included Paul S. Collier, secretary 
the Northeastern Retail Lumbermen’s Associa- 
tion; George Adams, president, and George 
Bahr, secretary, the Long Island Dealers’ As- 
sociation; Spencer Baldwin, president, and Ed- 
ward E. DeNike, secretary, the New Jersey 
Lumbermen’s Association; Vincent Carew, of 
the New York State Builders’ Supply Associa- 
tion, and T. Y. Williams, of the League of 
Industrial Rights. 
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Annual of Philadelphia Lumbermen’s Exchange 


Importance of Unified Action in Combating Unjust Legislation Stressed 
at Convention—Lumber Industry’s Problems Is Banquet Topic 


PHILADELPHIA, Pa., March 11.—Two hun- 
dred members, representing every branch of 
the lumber industry, attended the forty-third 
annual meeting of the Lumbermen’s Ex- 
change of Philadelphia. Business sessions 
were conducted at the exchange offices in 
the Packard Building and the annual ban- 
quet was held in ‘the Bellevue-Stratford 
Hotel. 

Following the address of President J. A. 
Finley, the activities of the various chapters 
in the exchange were briefly summarized by 
the unit secretaries. The associations rep- 
resented were the Philadelphia Retail Lum- 
ber Dealers’ Association, the Sash & Door 
Manufacturers’ Association, the Wooden 
Box Manufacturers’ Association, the Phila- 
delphia Wholesale Lumber Dealers’ Asso- 
ciation, the Eastern Lumber Salesmen’s As- 
sociation and the Pennsylvania Lumbermen’s 
Association. 

President Finley, in his address, stressed 
the importance of unified action in combat- 
ting unfavorable and unjust legislation and 
gave a number of examples of co-operation 
by the exchange in advancing the interests 
of those who buy and sell lumber and mill- 
work. He urged the Philadelphia lumber 
associations to work closely with the na- 
tional bodies and mentioned especially the 
trade extension department of the National 
Lumber Manufacturers’ Association. The 
matter of credits was dwelled upon and 
constructive recommendations made by Mr. 
Finley. 

Mr. Finley concluded his address with a 
plea for an expansion of the membership 
list and suggested that the exchange move 
to quarters adjoining the offices of the 
Pennsylvania Lumbermen’s Association in 
the Otis Building in order to function more 
effectively and more economically. The sug- 
gestion was favorably acted upon and a com- 
mittee consisting of Messrs. Wilgus, Mar- 
shall and Coulbourn was appointed to con- 
fer with the Pennsylvania Lumbermen’s As- 
sociation on the proposition. 


Election of Officers 


Officers were elected as follows: 

President—Horace B. Wilgus. 

Vice president—W. D. D. Smith, of the Kay 
Lumber Ca, 

Treasurer—Charles P. Maule (re-elected). 

Secretary—John H. Lank. 

Directors—Melville G. Wright, W. C. Coles 
and Col. William A. March. 


In addition to these three the board of 
direcfors comprises J. A. Finley, Horace 
Wilgus, Charles Maule, George W. Butz, jr., 
Ralph Souder, jr., Edward J. Doering, Ben 
T. Hazard, Charles F. Kreamer, Joseph P. 
Comegys, Frank K. Gillingham, J. K. Mc- 
Lean, P. John Galbraith, Thomas R. Mar- 
shall and W. Henry Smedley. 


EVENING SESSION 


Making his. first appearance before the 
Philadelphia lumber industry, Wilson Comp- 
ton, secretary-manager of the National Lum- 
ber Manufacturers’ Association, delivered an 
address which featured the night session, 
held in conjunction with the forty-third an- 
nual banquet in the Bellevue Stratford 
Hotel. His subject was “Yesterday, Today 
and Tomorrow in the Lumber Industry.” 

Tracing the various developments in the 
lumber industry since the days of settlement, 
Mr. Compton made clear how the introduc- 
tion of steam and machinery influenced pro- 
duction and brought new problems and how 
today the lumber industry is passing through 
another transitional period, bringing with it 





a multiplicity of new problems, which will 
only be solved by lumbermen readjusting 
themselves to meet the new demands made 
upon them. 

Among these problems Mr. Compton men- 
tioned transportation, hand-to-mouth buying, 
competition of substitutes, competition among 
species, competition among local groups— 
sellers as well as buyers—and a more edu- 
cated public demand. 


These problems, he said, will only be solved 
by lumbermen adapting themselves to the 
new conditions and in the way of meeting the 
new competition by adapting their product to 
the changing preferences of the buying pub- 
lic. Gifford Pinchot was criticized for his 
destructive forestry propaganda. This man, 
stated Mr. Compton, is still trying to convince 
the people that the United States is headed 
toward lumber disaster and that nothing but 
his pet theory will avert a timber famine. 

Ten years ago it was predicted by engineers 
that the South would suffer a decline in lum- 
ber production of 30 
percent in five years 
and 50 percent in ten 
years. As a matter 
of fact, at the end of 
the first five years 
there was an actual 
increase in production 
of 200,000,000 feet 














Cc. P. MAULE, 
Philadelphia, Pa.; 
Re-elected Treasurer 
of Association 


which was. brought 
about by use of trac- 
tors, better roads and 
other factors, all of 
which enabled the 
lumbermen to pene- 
trate isolated tracts 
heretofore considered 
impossible and un- 
profitable. 

Speedier transportation, Mr. Compton said, 
has brought with it a myriad of problems: 
Formerly it required 90 days to bring lumber 
from tlte West Coast by rail and from 50 to 
60 days from the South. Now the material 
from the West Coast is laid down in the East 
in fifteen days and from the South in ten or 
more days. 

Speedier transportation, once the prayer of 
lumbermen, is here and it is here with a 
vengeance. With it has come hand-to-mouth 
buying. This condition will remain and with 
it a delicately adjusted balance between the 
supply and the demand. The situation is fur- 
ther complicated by lack of adequate and de- 
pendable information on both the volume in 
supply and the volume in demand at any given 
period. However, efforts are being made to 
supply that information and the work done 
so far holds promise of excellent results. 

Another critical feature of the present state 
of affairs is the lack of adequate capital. 
With hand-to-mouth buying firmly established 
as a normal practice, bringing with it smaller 
stocks in hands of retailers and buyers, it be- 
comes imperative that an-adequate supply be 
carried by someone and that naturally implies 








J. A. FINLEY, 
Philadelphia, Pa.; 
Retiring President of 
Association 


the manufacturer, which creates a serious 
financial problem for him. But this, too, is 
being worked out. 

Touching on the increasing popularity of 
substitutes, Mr. Compton took the rather ad- 
vanced view that the problem has brought 
considerable benefits to the industry in that 
it has made manufacturers alert to the power 
of public demand for change and style anda 
has demonstrated the importance of catering 
to consumers’ whims. He expressed the be- 
lief that ten years from now the lumber busi- 
ness will be much better off because of the 
encroachment of substitutes—that it will be 
considered a blessing rather than a curse. 


Advertising Sets New Standards 

Commenting on advertising, Mr. Compton 
stated that advertising in the broad sense of 
public education has set new standards for 
public buying preferences. They are here. 
They must be met. 

Another problem facing the lumber indus- 
try today, he said, is the insidiously built-up 
prejudice against lumber construction as a 
fire hazard. He cited figures from the 1926 
report of the Board of Fire Underwriters 
showing that the incidence of fires in buiid- 
ings constructed of wood was at the rate of 
sixteen for every thousand buildings as 
against twenty-five for every thousand ma- 
sonry buildings, or a ratio of four to one in 
favor of lumber on the basis of the number 
of buildings of all types studied in the fifty- 
one cities considered in the report. Thus it 
is evident that fire hazard is not a problem of 
materials but one of occupancy and good 
housekeeping. 

His audience was told that the future looks 
optimistic. For one thing, he said, every year 
since 1924 lumber showed a small decline un- 
til 1928. Last year’s statistics reveal a jump 
in the consumption of lumber of 6 percent, 
which is in striking contrast to the one per- 
cent yearly decline in the previous years. 
Some of the credit for that increase in use, 
he intimated, with propriety might be given 
to the trade extension work done by the Na- 
tional Lumber Manufacturers’ Association. 


At the conclusion of his address, Mr. 
Compton presented President Finley with 
a gavel fashioned from a longleaf pine roof 
timber taken from the White House last 
year and which has been in service since 
1815 when the presidential mansion was re- 
built following the British occupation of 
Washington. 

Brief talks were given by Field Secretary 
J. L. Buckley and Secretary J. Frederick 
Martin, of the Pennsylvania Lumbermen’s 
Association, President Frank K. Gillingham, 
of the Retail Lumber Dealers’ Association 
of Philadelphia, President Comegys, of the 
Philadelphia Wholesale Lumber Dealers’ As- 
sociation and President John E. Coggin, of 
the Eastern Lumber Salesmen’s Association. 
Mr. Comegys, in his remarks, asked for 
greater co-operation between the retailer and 
wholesaler particularly since a huge amount 
of business in this section is going to out- 
siders. The new president, Mr. Wilgus, re- 
sponded to a call for a speech, as did Vice 
President-elect Smith and Treasurer Maule. 





STaTE approval would be necessary before 
any dam could be erected altering the levels of 
any public or navigable lake, stream or water- 
course within, bordering upon, or adjacent to 
Minnesota State lands, under the terms of a 
measure recommended for passage March 6 
by the Minnesota senate forestry committee. 
The measure also would prevent logging to 
within 500 feet of the natural water line of the 
water body, except by especial approval of the 
department of conservation and the executive 
council. These State groups also would issue 
the dam permits. Violation of the act would 
be a misdemeanor. 
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National Production, Shipments and Orders 


Wasuincton, D. C., March 11.~—The following statistics for the periods ended March 2, 1929, and March 3, 1928, were compiled by the Na- 


tional Lumber Manufacturers’ Association : 














ONE WEEE No. of Mills ts 
Softwoods: 1929 1928 1929 1928 1929 1928 1929 1928 
Southern Pine Association......ccccccccccces 151 104 66,258,000 66,579,000 68,161,000 70,688,000 67,179,000 
West Coast Lumbermen’s Association........ 200 114 180,795,000 119,693,000 166,114,000 117,667,000 174,889,000 114,040,000 
Western Pine Manufacturers’ Association.... 25 32 17,589, 20,539,000 20,372,000 27,144,000 26,482, 27,664,000 
California White & Sugar Pine Mfrs.’ Assn... 18 19 9,611,000 10,003,000 18,158,000 19,952,000 16,931,000 19,390,000 
California Redwood ASSN.......ccccccscccces 13 3 7,207 6,660,000 5,084,000 4,424,000 9,270,000 6,445,000 
North Carolina Pine Association............. " 26 9,01 3,075,000 7,962,000 3,971,000 7,996,000 4,462,000 
Northern Pine Manufacturers’ Association. 8 3,928,000 6,491,000 8,290,000 7,930,000 4,175,000 5,407,000 
Northern Hemlock & Hardwood Mfrs.’ Assn 28 11 3,469,000 913,000 1,706,000 939,000 2,081,000 , 1+229,000 
ee PE wa dhnedbnsecdssbaeseees. 513 327 297,869,000 233,953,000 295,847,000 252,715,000 310,152,000 245,816,000 
Hardwoods: 
Northern Hemlock & Hardwood Mfrs.’ Assn 36+ 11 7,754,000 3,315,000 5,065,000 2,349,000 6.003,000 2,077,000 
Hardwood Manufacturers’ Institute........... 280+ 324f 39,765,000 43,028,000 42,647,000 47, 054, 000 46,531,000 47,881,000 
Tete) MATSWOOGD oc cccccctccceseccccscece 316+ 47,519,000 46,343,000 47,712,000 49,403,000 52,534,000 49,958,000 
NINE WEEES 
Softwoods: 
Southern Pine Association. ........ccececcees 1285 946 596,422,000 615,736,000 603,382,000 616,750,000 632,531,000 655,756,000 
West Coast Lumbermen’s Association........ 1755 1019 1,332,707,000 961,187,000 1,303,504,000 923,863,000 1,459,752,000 1,017,988,000 
Western Pine Manufacturers’ Association.... 313 287 197,295,000 120,283,000 241,716,000 212,714,000 272,601 235,645,000 
California White & Sugar Pine Mfrs.’ Assn... 226 205 822,000 102,244,000 219,156,000 195,821,000 219 196,385,000 
California Redwood Age... .cccccccccscceces 120 137 58,874,000 74,326,000 :095,000 60,966,000 67,572,000 68,930,000 
North Carolina Pine Association............. 644 268 86,634,000 51,843,000 82,714,000 48,370,000 71,997,000 48,840,000 
Northern Pine Manufacturers’ Association. 81 81 3 ,000 59,228,000 62,160,000 58,964,000 64,984,000 66,653,000 
Northern Hemlock & Hardwood Mfrs.’ Assn 368 165 40,103,000 15,695,000 738,000 14,742,000 19,793,000 
Total] SOTUWOOGS 20 cc cccccccsccccsccccese 4792 3108 2,468,536,000 2,000,542,000 2,597,465,000 2,132,190,000 2,822,375,000 2,309,990,000 
Hardwoods: 7 
Northern Hemlock & Hardwood Mfrs.’ Assn 547+ _165 110,236,000 51,507,000 78,022,000 33,370,000 78,785,000 31,237,000 
Hardwood Mamufacturers’ Institute........... 7¢ 1774¢ 355,688,000 24 4, 250, 000 378,647,000 259,933,000 404,212,000 284,490,000 
Total hawGwOoGs 2... ccccccccssecesesccces 3074+ 465,924,000 95,757,000 456,669,000 293,303,000 482,999,000 315,727,000 


+Units of production. 





California Pine Statistics 


SAN Francisco, Cauir., March 9.—The fol- 


| 


lowing is a summary of January production | 
and shipments, and Feb. 1 inventories and un- | 


filled orders, as prepared by the California 


White & Sugar Pine Manufacturers’ Associa- | 


tion : 
January Reports for 26 Mills 
Production Shipments 








North Carolina Pine 


Norro_k, Va., March 11—The North Caro- 
lina Pine Association makes the following 
analysis of figures from seventy-one mills for 
the week ended March 2: 


Per- 
Percent Percent cent 
Normal Actual Ship- 


Production— Feet Output Output ments 
Normal* ....10,448,000 a at 
ee 9,012,000 86 San 

Shipments 7,962,000 76 88 — 

SS eee 7,996,000 77 89 100.4 
Unfilled 

orders . 36,990,000 


tAs compared with preceding week there is 
a decrease in orders of 11 percent, three more 
mills reporting. 

*“Normal” is based on the amount of lum- 


| ber the mills would produce in a normal work- 


Calif. white pine....... 46,903,806 75,403,971 
gS 10,640,141 12,079,062 | 
DEON ievecscese ehesbess 4,281,250 | 
eR OEROS. ccceccce 57,543,947 91,764,283 
De cnesteananeds 10,313,765 8,541,209 
Red (Douglas) fir..... 603,677 1,004,639 
All other woods....... 3,827,198 2,539,750 | 
ROONOEEE. cacctectu “eeee0e08 8,943,166 
Total other woods... 21,028,764 


14,744,640 
Grand totals 72,288,587 112,793,047 
Peb. 1 Inventories and Unfilled Orders 








Unfilled 
Inventories Orders 
No. 2 shop and better— 
Calif. white ee 96,574,976 23,159,591 
Sugar Pine ..cccoces 65,611,577 11,981,550 
No. 3 shop, mixed pine. 18,613,056 9,024,346 
No. 3 and better shop, 
white and sugar pine. 1,655,270 597,000 
Potal UPPOTS «. coca: 182,454,879 44,762,487 
Commons— 
California white and 
Ome wind 1.16008 36,444,904 139,127,210 
All other woods... 98,140,276 17,457,700 
Total 1OWEFS .cccese 434,585,180 156,584,910 
Grand totals ....... 617,040,059 201,347,397 
Box shook and cut stock 20,981,303 25,998,820 


Comparative Reports on 21 Operations 


The following comparative statistics from 21 
operations for January, 1928, and January, 
1929, represent 65 percent of the total pine in- 
dustry : 


Percent 
1928 1929 Increase 
Jan. Production— 
Pine only ..... 44,725,990 57,543,947 28.6 
All species in- 
cluding pine.. 51,187,267 72,288,587 41.2 
Jan. Shipments— 
Pine only ..... 70,289,987 86,238,672 22.6 
All species in- 
cluding pine.. 85,676,110 105,857,634 23.5 
Inventories Feb. Sawn 
o. 3 shop d 
Oe access 169,206,705 170,772,498 0.9 
All species and 
grades ...... ate. 448, 519 577,690,354 1.2 
Unfilled EG Feb. 1 
No. 3 shop and 
better ...... 43,401,591 39,644,687 *°8.7 
All species and 
STOGQS ..ccce 188,697,142 183,718,205 *2.6 
*Decrease, 


ing day. 


West Coast Review 


[Special telegram to American LuMBERMAN] 
SEATTLE, WasuH., March 13.—The West 
Coast Lumbermen’s Association reports that 200 
mills—all those reporting production, shipments 
and orders—during the week ended March 9 
gave these figures: 








Production ...177,579,000 
Shipments ...168,461,000 5.1 under production | 
OrGese cesecee 189,789,009 6.9 over production 


A group of 249 mills, whose production re- 
ports for 1929 to date are complete, reported 
as follows: 

Weekly operating capacity......... 
Average weekly cut for ten wee 


262,732,000 


196,389,000 
mane nekebebheebesnteeths dun wel 8,214, '000 

Actual cut week ended Mar. 9, 1929. 199, 982; 000 
A group of 196 identical mills, whose pro- 
duction for the week ended March 9 was 177,- 





156,000 feet, reported distribution as follows: 
Unfilled 
Shipments Orders Orders 
Rail ...... 723,293,000 77,555,000 256,765,000 
Domestic 
cargo . 51,192,000 65,117,000 306,766,000 
Export . 32,393,000 33,426,000 246,782,000 
Local . 12,111,000 12,111,000 bescecte 
167,989,000 188,209,000 810,313,000 


A group of 112 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1928 and 1929 to date, reported as 
follows: 


Week Aver. 10 Aver. 10 
a Mar. weeks Mar. weeks Mar. 

929 9, 1929 11, 1928 
Production . 12 'o67, 000 97,594,000 105, 740,000 
Shipments ..116,049,000 97,205,000 101,756,000 





Orders .....117,537,000 107,942,000 110,503,000 





West Coast Analysis 


SEATTLE, WaSH., March 9.—The West Coast 
Lumbermen’s Association furnishes the follow- 
ing supplementary analysis of its operations for 
the weeks ended Feb. 23 and March 2: 

Shipments of 143 mills during the eight 
weeks from Jan. 1 to Feb. 23 were 0.9 percent 
more than their production, and orders ex- 
ceeded the production by 16.1 percent. Stocks 
of these 143 mills during the period Jan. 1 to 
Feb. 23 decreased 0.6 per cent. These 143 mills 
are among the largest in the territory, and 
manufacture approximately 50 percent of its 
output. 

The trend of production is shown by re- 
ports of 249 major mills. During the week 
ended March 2 they produced 24.17 percent less 
than their normal weekly operating capacity 
as established by 3-year records, and to date 
in 1929 they cut 38.19 percent less than their 
normal operating capacity. Their cut for the 
week ended March 2 was 2,68 percent over 
their average weekly production during 1928. 

An analysis of domestic cargo business for 
the week ended Feb. 23 follows: 

















Washington British 
and Oregon Columbia 
94 Mills 17 Mills 
Orders on hand first of . 
week— ba 
ce eee 215,124 829,237 
Atlantic Coast .. 138" 681,302 16,526,944 
Miscellaneous 7,936, 112 3,626,745 
SE \ cbaaweeens 242,832,538 20,982,926 
Orders received— 
CROONER cccccecs 21,391,266 126,000 
Atlantic Coast .... 23,164,793 7,882,206 
Miscellaneous 983,000 1,207,000 
DE det poanans 45,539,059 9,215,206 
Cancellations— 
ce) eee are 
Atlantic Coast .... 608,000 ..ceeeee 
Miecelianeous .... ccscsese  covccers 
TOG. Sccccocess a.) 2) rere ee 
Shipments— 
California ..c-ccces 27,423,184 629,272 
Atlantic Coast .... 20,362,772 3,443,187 
Miscellaneous 602,058  .ecceces 
TONED .cvcurexesi 48,388,014 4,072,459 
cee on hand end of 
week— 
California ......0.- 217,212 325,965 
Atlantic Coast . 337" 875, 323 20,965, "963 
Miscellaneous 8,317, 054 4,833, *145 
Betas  covccvecer 238,409,589 26,125,673 





oast 
Ow- 
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National Analysis 


WasHINGTON, D. C., March 11—The Na- 
tional Lumber Manufacturers’ Association 
issued the following analysis for the periods 
ending March 2—orders and shipments being 
shown as percentages of production: 

One Week 9 Weeks 
A = = 


Ship- Or- ‘Ship-  Or- 








Softwoods— ments ders ments ders 
Southern Pine ....... 103 103 101 106 
Wart Gages «ceessces 92 97 98 110 
Western Pine ....... 116 151 123 138 
California Pines ..... 189 176 181 181 
California Redwood.. 71 129 99 115 
N. Carolina Pine..... 88 89 95 83 
Northern Pine ....... 211 106 174 182 
N. Hem. & Hardwood. 49 60 67 84 

All sofitwoods ..... 99 104 105 114 

Hardwoods— 

N. Hem. & Hardw’ds. 65 77 71 71 
Hdw. Mfrs. Inst..... 107 117 106 114 
All hardwoods ..... 100 111 98 104 

AT WORE 6.6628 e02s 99 105 104 113 


For the periods ended March 3, 1928, ship- 
ments and orders made the following per- 
centages of actual production: 


One Week 9 Weeks 
Ship- Or- ‘Ship- Or- 











Softwoods— ments ders ments ders 
Southern Pine ...... 106 101 100 107 
Week Ce no cccvivase 98 95. 96 106 
Western Pine ....... 132 135 177 196 
California Pines ....199 194 191 192 
California Redwood... 66 97 99 115 
North Carolina Pine..129 145 93 94 
Northern Pine ....... 122 83 100 113 
N. Hem. & Hdw...... 103 135 94 126 

All softwoods ..... 109 105 107 116 

Hardwoods— 

N. Hem, & Hdw..... 71 63 65 61 
Hdw. Mfrs. Inst..... 109 111 106 116 
All hardwoods ....107 108 99 107 

pO ert 109 106 106 114 


Actual production reported in the periods 
indicated made the following percentages of 
the average production during periods of two 
to five years: 


1929 1928 
1 9 1 9 
Softwoods— Wk. Wks. Wk. Wks. 
Southern Pine .......: A 88 89 98 95 
Wes GUE bc ccccwoe X 105 89 109 104 
Western Pines ....... A 99 115 75 73 
Cate. PO: Scaccccscck 107 118 104 
Calif. Redwood ...... A 94 86 + t 
i, Ce. Fe awk dscces C 86 74 49 68 
Northern Pine ....... A 42 63 94 118 
N. Hem. & Hdw...... C 102 83 38 68 
All softwoods ....... 99 89 99 97 
Hardwoods— 
N. Hem. & Hdw...... C 84 80 90 97 
Hdw. Mfrs. Inst...... Cc 78 63 69 
All hardwoods ...... 80 79 65 73 
PS eae . - 91 94 


¥ No report. t Eight weeks. 


A—Normal based on actual output for 
period of two to five years. 


C—Normal based on estimated mill capacity. 


X—West Coast normal for first pers of 1928 
was mead the 1929 normal is based on 
capacity. 


Hemlock and Hardwood 


Osuxosu, Wis., March 11—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation. makes the following report for the 
week ended March 2: 





Hardwoods Hemlock 

Units of 35,000 feet 
daily capacity ...... 65 
Productive capacity.... 13,699,000 
Actual cut log scale... 11,706,000 
Percent of capacity.. 85 


87 
18,366,000 
aa 


1 

SHIGE: 5 case ccd ewes 8,939,000 3,044,000 
Percent of actual cut 8 95 
Orders received ....... 11,124,000 3,903,000 
Percent of actual cut 96 100 


Orders on hand end 

WHERE) écaeccaasre sere 64,869,000 22,533,000 

Lumber fabricated at mill and used in con- 
struction work is included in total orders and 
shipments, 

Production is based on mill log scale, and 
lumber cut overruns this by 20 percent. 





Northern Hemlock and Hardwood Monthly Report 


OsuxkosH, Wis., March 11.—The Northern Hemlock & Hardwood Manufacturers’ Association 
reports as follows January production and shipments, and stocks Feb. 1: 


Statistics for January, 1929 


Unsold 

Production Shipments Feb.1 
pO ee ee 529,000 272,000 3,910,000 
Basswood ..... 3,204,000 2,102,000 20,068,000 
ee eee ,000 ae ia 
Re 9,296,000 6,332,000 52,938,000 
cree 2,355,000 2,095,000 13,226,000 
ME SaSeeeus 12,228,000 11,478,000 44,533,000 - 
Parra are 84,000 24,000 934,000 
Mxd. hrdwd....10,215,000 6,670,000 





Total hdwd. .37,916,000 29,093,000 135,609,000 
Hemlock, 1&2”.18,877,000 9,855,000 95,545,000 


Grand totals.56,793,000 38,948,000 231,154,000 
The figures for twelve months, Feb, 1, 





Stock Summary Feb. 1, 1929 


Hardwoods— 
Unsold— Dry.... 75,010,000 
Green.. 60,599,000 
 . eae 135,609,000 
Sold, dry and green..... 41,228,000 
Is 56 6:6:4-4 «aid oh xen 176,837,000 
Hemlock— 
Unsold, 1&2” Dry.... 37,597,000 
Green. . 57,948,000 
TOC WHEE ok ccccces 95,545,000 
ee 9,353,000 
Other thicknesses ...... 1,572,000 
BONE NOES, 6 ban cncveneed beet 106,470,000 
WOE b5-od.0-0s. 055 ndecuban 283,307,000 


1928 to Jan. 31, 1929, make the following percentages 


of those for the corresponding period of 1927-1928: Production—All hardwoods, 103; hemlock, 
111; all woods, 106. Shipments—All hardwoods, 102; hemlock, 92; all woods, 97 . 


Hardwood Stocks on Hand Feb. 1, 1929, by Grades 















































Dry Green Dr Green 
Sold Unsold Sold bese 
FAS . 14,000 248,000 we 

eae Macs... vical "s++ 333,000 eS gr £04,000 1,378,000 | 571,000 
Selects ........ 50,000 168,000 Re - abhor 248,000 27049000 620,000 

Reef cots: 1ene ates gage Bal as iS Sai atts aac 
oO. ES ee . « Beene eee eeene »9VVU seeeseeee 
(9 tne eeas , , No. 1 & btr.... 1,006,000 2,181,000 1,644,000 
No. 2 & btr eeetiins °° wae ee ea eee 1,781,000 5,232,000 2,051,000 
EE a Sepeiidapetee 3,000 00 Me's ke ote oe G35.000 026,000 4 083°009 

. ee Eetss 2 Y ‘ “ — “6. ar 

No. 3 com...... 94,000 165,000 259,000 No. 2c Rinses. 2,443°000 6°385°000 ‘308,000 
a er icaco:@.iasame dake) Binmieanl 
497,000 2,941,000 969,000 O. 8 & tr... . wenn nes oan en ene , 

, 941, ’ No. 3 com...... 8,757,000 6,559,000 6,846,000 

BASSWOOD— 
go 744,000 551,000 99,000 
Sel. & btr..:.!: 7,000 670,000 369,000 15,656,000 31,787,000 21,151,000 
2 A Se eee SD ~ aacuiinion ROCK ELM— 
OO Eee 54,000 677,000 143,000 No. 1 & btr.... 8,000 136,000 37,000 
No. 1 & btr 407,000 1,455,000 1,663,000 No. 1 com...... ...-.e 19,000 53,000 
No. 1 com...... 849,000 893,000 30,000 Nos. 1 & 2 com. ee ROC i 
Nos. 1 & 2 co 300,000 ........ 39,000 Wo. 2 & btr.... 1,206,000 725,000 630,000 
No. 2 & btr..... 373,000 1,863,000 2,516,000 2 a 94,0 252,000 Piri 4h 
No. 2 com...... 832,000 2,700,000 1,757,000 Nos. 2 & 3 com. ........ 215,000 158,000 
Nos. 2 & 3 COM. ...+++.. GEG . BURSTS 3 Wa, 6 & Bik... cs ceccccns vescnece 14'000 
Se 2 2 Se ee 110,000 No. 3 com...... 294,000 321,000 154,000 
No. 3 com...... 1,495,000 2,048,000 1,625,000 =o0G “Tpaeese 
1,642,000 1,668, ,046, 
5,061,000 10,932,000 9,136,000 om pra 

HARD MAPLE— 

oo 153,000 516,000 1,159,000 FAS ........... sceeeeee 44,000 7,000 
Sel. & btr...... 40,000 578,000 553,000 Sel. & btr...... ........ 214,000 57,000 
Selects ........ 43,000 147,000 SE MEE bcicecese Seeaccia 103,000 1,000 
Sel. & No. 1 50,000 | ews No. 1 & btr..... 269,000 760,000 567,000 
No. 1 & btr 2,446,000 2,658,000 2,045,000 No. 1 com...... ........ 0,00 18,000 
No. 1 com...... 1,077,000 1,473,0 1,666,000 Nos.1,2&3 com. ........ SY: errr 
Nos. 1 & 2 com. 981,000 1,062,000 1,872;000 No. 2 & btr.... 353,000 2,799,000 2,697,000 
Nos. 1,2 & 3com 1,120,000  '781,000 51,000 No. 2 com...... 145,000 (607,000 ‘180,000 
No. 2 & btr..... 2°856,000 4,728,000 5,752,000 Nos. 2& 3 com. sein Cuabel 14,000 “ag age 
Nos. 2°@ 3 com. menses 11348000 “3612009 No. 3 com...... 1,007,000 912,000 1,430,000 

i Raggi hee MERON 5 8 13, 

No 5 ates: 6,340,000 6,003,000 6,048,000 1,774,000 5,524,000 4,988,000 
16,352,000 19,915,000 21,241,000 a — 
SOFT MAPLE— = 7} 7} 7 7 7—=—=— =: EEERR saree esece secceees yVUU awww eses 

ss ae RR ae 29,000 ........ Sel. @ btr...... ........ 34,000 2,000 
+ Ha arian sileentian 39°00 Pee Yt | wee 6,000 31,000 4,000 
| oe ay “ “eeegieseeoes: 124,000 139,066 No. 1 com... 2k PR oe 927000 see 
No ic “thet. 70,000 709,000 577,000 No. 2 & btr..... 35,000 394,000 130,000 
No. 2 com...... 2°00 275,000 152,000 No. 2 com...... ......+- 37,000 40,000 
No. 3 & btr.... 101,000 232,000 837,000 No. 3 & btr.... .....+.. 1327009 ‘ 
No. 3 com...... 32,000 67,000 121,000 No. 3 com...... ....+e+- OD cccceene 

205,000 1,510,000 1,867,000 41,000 733,000 201,000 
Hemlock Stocks on Hand Feb. 1, 1929, by Grades 
1- and 2-inch 
Unsold (72 Hemlock Units) Sold (65 Units) Other 
coiaealh a _— = es and pan § ee 
tid $13,000 6.198.000 10,573,000 329,000 1,237,000 428,000 303,000 
No. 1 1,158,000 1,213,000 6,198, 4 
Merchantable ... 1'427'000 2°845,000 5,263,000 10,761,000 383,000 774,000 334,000 362,00 
Nov Qevvsevessss HEMGG LHRH 008 RIBEENR IOSEECGE Boon Haraioee anid “9K 

. we eeeeeeneee , ’ 00 2, : j ‘ : i 679, j 
AY abe 834000 7139400 EUUEEED COTEMED scceces) cacncse: Gasceve seeeees 
Nos. 1, 2 & 3.... 52,000 43,000 152,00 EE” wv cninn  cubosnt., Aarekhi Aenea 
Mill run ........ 372,000 105,000 288,000 102,000  .......  ceceeee teeeeee teeters 





Column totals... 7,469,000 8,985,000 30,128,000 


Unsold 95,545,000 





48,963,000 2,931,000 6,422,000 


873,000 699,000 


Sold 9,353,000 Other 1,572,000 


mill stoc Feb. 1: Twenty-nine firms, representing 47 units of daily capacity 
of anaes ten a - Feb. 1, 1928, a total - Sake cone a = 
the same firms reported on Feb. 1, 1929, a total o ong RF... a Bh 
total Feb. 1 hardwood stocks unsold were 7.8 percent less than those o tee: +a =e 

tine 60 hemlock units, reported on Feb. 1, 1928, a tota , 
oot ak deat aff taatoah enantl, and on Feb. 1, 1929, had 75,597,000 feet unsold, the decrease 


having been almost 12 percent. 





Tue vittace of Lewiston, in Niagara 
County, New York, during the week ended 
Dec. 22 celebrated the 250th anniversary of its 
founding. In May, 1678, King Louis of France 
gave to the Chevalier LaSalle permission to ex- 
plore the new western world. He arrived at 
Quebec on Sept. 15 and a party accompanied 
by Father Louis Hennepin ascended the Nia- 
gara River to the rapids, where they arrived 
Dec. 17 and immediately began to build a store- 


house at what is now Lewiston. The laying 
out of the town took place in 1798, on instruc- 
tions from Surveyor General Simeon De Witt. 
Lewiston shared the fate of Buffalo in the War 
of 1812 and was burned. Only four houses es- 
caped and these are still standing. — One of 
them, a substantial frame structure, is known 
as the Redmond home and is now occupied by 
R. Lindsay Murray, former national tennis 
champion. 
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Census Bureau Delivered Prices 


Wasuuincton, D. C., March 11—The Department of Commerce has secured through the bu- 
reau of the census the following prices, per thousand for lumber items and per hundred square 
feet for shingles, as the average paid Feb. 1, by contractors for material delivered on the job, 


these being selected from the complete list: 


No. 1 Dimension, 
S1S1E, 2x4—16 
Southern Douglas 


pine fir 
i Ce. twee aeaae Se $48.00 
New Bedford, Mass............. 45.00 
DE, EE, EN Sees wveccese “ae 44.00 
eee $38.00 42.00 
SS) i eee 41.00 50.00 
Gs rere 45.00 45.00 
Se Ser 45.00 42.50 
Philadelphia, Pa... ...ccccccccce 37.00 44.00 
CP Dibcecctvcvseveceses 40.00 ae 
so a is sw 6 diel é ke edie 40.00 aiid 
Ce, “GUO, once sewcwnnenes 45.00 50.00 
BENG, BUBs wc ic ccccccecse 50.00 50.00 
SD os Pee Tee 10.00 43.00 
Oe Ne ee 43.50 47.50 
ee Ce Me anc chess ee eee 42.50 ease 
er oieers 41.50 
Boe Angeles, Calif. ....ccccccees cane 39.00 
San Francisco, Calif............ vom 26.00 
I oe a wl med i’ saute 19.00 
i, Cs cca ree eed eee he aaae 22.00 


Plooring, 1x4” Shingles, Extra 
Common 10 to 16’ Clear, 16”, 5/2 
Boards Southern Douglas 
1x6” pine fir Red 
No. 1 “C” e.g. No.2v.g. cedar Cypress 
$38.00 oee's aie a $7.50 Sees 
40.00 we $80.00 6.25 
38.00 $85.00 80.00 6.50 
35.00 85.00 75.00 5.50 
39.00 80.00 75.00 5.75 
41.00 80.00 80.00 6.75 
42.50 82.50 80.00 6.00 eee 
42.00 80.00 80.00 6.85 $8.00 
40.00 wave 80.00 deal een 
oh aa 73.00 75.50 4.50 aucae 
aE aries 6.00 8.00 
cnine 75.00 a“ 6.00 6.00 
48.00 80.00 oan 5.00 powd 
45.00 59.50 64.00 4.80 
46.50 64.00 iP 6.50 
40.00 aed 72.00 4.50 
38.00 68.00 6.00 
26.00 55.00 5.00 
20.00 45.00 4.00 
20.00 48.00 3.00 





Sees Commercial Growing of Trees 


South Benn, Inp., March 11.—Francis 
Hiller, an authority on forestry, graduate of 
Leigh University and former member of the 
Buchanan Lumber & Coal Co., Buchanan, 
Mich., in a talk recently declared that the 
future would see timber being grown as wheat, 
corn or any other field crop. “The conserva- 
tion of our natural resources, both timber and 


Up-to-date Equipment and Policies 


The Elder Advises His Visitor About Merchandising 


The junior partner from the next county 
sat in the salesman’s chair, looking like a six- 
year-old who has just heard there isn’t any 
Santa Claus. 

“Cheer up, boy friend,” said the Elder ab- 
sently as he rummaged in a drawer for a 
wholesale price list. “It couldn’t be as bad 
as you look. True love never ran smoothly. 
Let her alone and she'll come home, dum deele 
dum dum dee.” 

“Whatever are you talking about?” asked 
the junior partner. 

“The tender passion, my lad,” said the Elder. 
“It’s the greatest thing in the world; or, if 
not the greatest, at least the gratin’est. No- 
body could look like you without a secret 
sorrow, and considering your age and natural 
weakness of heart, I take it for granted you’ve 
quarreled with her.” 

“You make me sick,” said the junior partner. 

“Zat so!” said the Elder. “H’m. Well. 
’Stoo bad. Tell me what I’ve done, and I'll 
forgive you. Let’s have the sad story. Nothin’ 


ever was so bad it couldn’t be made worse. 


This service is free.” 

“You sound like a bunch of static,” said the 
junior partner crossly.: “I’m not in love.” 

“Maybe you’ve mislaid a flock of money, 
then,” said the Elder. 

“I guess that’s nearer it,” said the junior 
partner. “Or maybe my common sense leaked. 
Anyway, I’m all dressed up like Mrs. Astor’s 
horse, with nowhere to go except back to the 
stable.” 

“Sounds terrible,” said the Elder. “But sup- 
pose you were undressed up and didn’t even 
have the stable! Go ahead and expound. How 
come, and wherein?” 

“Oh, I guess you know,” said the junior 
partner. “You more or less warned me. I’ve 


” 


mineral, is a vital factor in the future of our 
nation,” said Mr. Hiller. “Not many years 
hence I expect to see timber grown on farm 
land just as is any other crop and I also hope 
soon to see legislation enacted encouraging such 
a movement. Today large tracts of otherwise 
useless lands are being planted with trees. 
Timber is characteristically American and fully 
80 percent of our homes are constructed of 
wood. Almost countless items are made better 
from wood than from any other material.” 


taken all this stuff about the new merchandis- 
ing too seriously, I suppose. Since I’ve had 
the running of the business I’ve taken on about 
everything anybody ever told me was good 
medicine. Financing, architectural service, 
turn-key prices, all the new delivery wrinkles, 
building store, model house, modernizing and 
all the rest of the new styles. My customers 
think I’m queer and are afraid to buy from 
me. They think when they pay one for lumber 
they'll have to pay five for these other ding- 
uses of service.” 

“Kind of like the cover charge in a speak- 
easy, huh?” said the Elder. 

“Like the what in a which?” asked the 
junior partner. 

“That,” said the Elder hastily, “was a flower 
of rhetoric.” 

“I see,” said the junior partner with a wink. 
“The olive in the cocktail, so to speak.” 

“The what in the—” began the Elder. 

“Oh, dry up,” said the junior partner pleas- 
antly. “Anyway, here I am, with overhead 
putting me on the fritz. I sit in the moon- 
light, all alone, and wonder where has my little 
dog profits gone!” 

“You ain’t as bad off as you make out,” 
said the Elder. “Otherwise you’d be puttin’ 
up a stiff upper lip. The upper lip is gen- 
erally fortified as the final barrier against the 
wolf. It’s a tradition, like the condemned 
man’s last breakfast. Since you ain’t stiffened 
up yet, I reckon you'll make the grade. 

“Maybe you’ve been rushing your community 
a little hard. A community is sometimes like 
an old-fashioned girl; you’ve got to begin with 
lace valentines and other such prudent over- 
tures. Otherwise she’s likely to climb out and 
walk home. But there ain’t so many old- 
fashioned girls any more, they tell me, and 


Western Pine Summary 


PorTLanp, Ore., March 9.—The Western 
Pine Manufacturers’ Association summarizes 
as follows reports for the week ended March 
2 from 25 member mills: 


Per- 

cent 

Percent Ship- 

Production— Cars? Feet ofcut ments 
Normal* ..-. 21,100,000 
S| eee ‘ 17,589,000 


Shipm’ts (car) 759 11,734,000 
Local deliv.. ... 638,000 


20,372,000 115.82 


Tot. shipm’ts 





Orders— 
Cancelled ... 12 312,000 
Booked (car) 994 25,844,000 
BOGE scene ae 638,000 





Total orders. 26,482,000 150.56 129.99 
On hand end 


week .....2,868 74,568,000 ‘ 


Bookings for the week by twenty-five iden- 
tical mills were 111.69 percent of those for 
the previous week, showing an increase of 
2,704,000 feet. 


¢Car basis is 26,000 feet. 


*Normal takes into consideration mill capac- 
ity, number of months usually operated and 
usual number of shifts—reduced to a weekly 
basis which is constant throughout the year. 

During the week production was 83 percent 
of normal, shipments 97 percent of normal, 
and orders 84 percent of normal. Average for 
the corresponding week of the preceding four 
years was as follows: Production, 66 per- 
cent; shipments, 81 percent, and orders 84 
percent of normal. 

Production is so seasonable that during 
winter months actual production amounts to 
less than 50 percent of normal, while during 
peak summer months the production increases 
to well over 100 percent of normal. 


(Statistics—Continued on page 62) 





no community is going 
to stand being called 
slow in these days. So 
I reckon you'll need 
all your stuff before 
long. 

“When I hear talk 
about up-to-the-minute 
equipment and policies, I sometimes think of 
the time years ago when Old Pete Drummond 
took a Chicago man and me snipe shootin’. 
It was a kind of Horatio Alger story, for Old 
Pete with his muzzle-loading smokestack 
knocked ’em down right regular, and the Chi- 
cago boy with his $500 outfit didn’t get but 
one snipe. He was a candid lad, and he said 
that particular jack must of been a victim of 
melancholia and ready to end it all, anyway. 
Finally they changed guns; and the Chicago 
man couldn’t hit anything with Pete’s antique, 
either. But as soon as Pete learned the gear 
shift on the Greener, he began knockin’ ’em 
down with it. ‘I guess,’ says the Chicago 
boy, ‘it helps a little if you know how to shoot.’ 

“Yeah,” said the junior partner. ‘That's 
about it. I’ve got the fancy gun and don’t 
know how to shoot.” 

“Snap out of it,’ said the Elder. “You 
know you're a good merchant. You're just 
trying to work me up to brag on you.” 

“Sure,” said the junior partner. “But all 
the same, I’ve got a lot of aristocratic methods 
that I can’t seem to support in proper style.” 

“You’re kind of like the fellow who got the 
letter telling him to put $5,000 under a bridge 
or his wife would be kidnapped.” 

“Go on,” said the junior partner. 

“Well,” said the Elder, “he wrote back that 
while he didn’t have the money at the moment, 
the proposition rather appealed to him.” 
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Michigan Foresters in Big Demand 


Ann Arpor, Micu., March 11.—More than 
two-thirds of all the forestry graduates of the 
University of Michigan are now engaged in 
professional forestry work or in businesses 
and industries handling forest products, ac- 
cording to a recent analysis of alumni records 
by the School of Forestry and Conservation. 

The Federal, State and Canadian govern- 
ments are still the largest employers of Michi- 
gan foresters. Eighty graduates are with the 
United States Forest Service and the Domin- 
ion and provincial forest services of Canada. 
In this country one of the nine district for- 
esters, the head of the Forest Service research 
work and the directors of five from a total of 
ten forest experiment stations, are Michigan 
men. 

The various States employ twenty-three for- 
esters from Ann Arbor, and Michigan itself 


Conveyor Belt 


New York, March 11.—Another forward 
step in engineering and commercial progress is 
the Hudson River Bridge now under construc- 
tion, and which will connect the New York and 
New Jersey shores. This new engineering 
project, which when completed in 1932 will 
be the largest suspension bridge in the world, 
will speed up traffic between Riverside Drive 
and other New York main traffic arteries and 


— 


has drawn heavily on the university for men 
in the conservation department. Thirty-three 
graduates are teaching in various parts of the 
country. Industrial firms have taken twenty- 
one men for reforestation, fire prevention and 
logging work and it is predicted that future 
demand will be brisk in this direction. 

Sixty Michigan University foresters are in 
some branch of the lumber business. Seven 
are employed by cities and six are in landscape 
work. Among the graduates who have drifted 
into other lines, many are leaders in conserva- 
tion thought and action in their own commu- 
nities. 

The growth of the industrial forestry move- 
ment, the call for research work along numer- 
ous lines of forestry practice and the certain 
increase of public forests, are cited by the 
School of Forestry and Conservation as in- 
stances of irtcreased opportunities for well 
trained men. 


Used in Hudson 


of steel wire weighing 28,500 tons. The towers 
of the span will each be 670 feet above the 
water level and will contain 80,000,000 pounds 
of structural steel encased in reinforced con- 
crete. The concrete anchorage will be faced 
with granite blocks, to follow the general dec- 
orations outlined by the architect, Cass Gilbert. 

The four great cables which will carry the 
Hudson River Bridge are approximately 36 
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View of New York anchorage of Hudson Riv-r Bridge taken from the New York side. 
small tower in the background is across the river and on the Palisades of New Jersey. 
1929, with towers approximately 600 feet high 


photograph was taken on Feb. 2, 


the picturesque heights of the Palisades to the 
Fort Lee ferry, over which thousands of New 
York, New England and Canadian motorists 
wend their way. 

The Hudson River bridge will have an over- 
all length of 4,800 feet and a central span of 
3,500 feet, and will cost in the neighborhood 
of $75,000,000. It will open for traffic in 1932. 
In the first year of operation, it is estimated, 
it will produce toll revenues exceeding $4,000,- 
000 from 8,148,000 vehicles carrying 19,900,000 
passengers, 500,000 buses and 1,500,000 pedes- 
trians. 

The John A. Roebling’s Sons Co., of Tren- 
ton, N. J., designer and builder of the Brook- 
lyn Bridge, will produce and erect at a cost of 
$12,339,997 the four main cables which will be 
sunk into the anchorage of the Hudson River 
Bridge. These cables will carry a load of 168,- 
000,000 pounds, and will contain 106,000 miles 





The 
This 


inches in diameter, and by far the largest ever 
built. They are supported on the Jersey side 
by being fastened to the Palisades through 
tunnels which have been blasted through the 
trap rock. On the New York side, nature was 
not so kind. In order to fasten the 28,500-ton 
strands of supporting cable, it was necessary 
to cast a block of concrete—the largest mass 
of concrete thus far ever assembled. This 
tran-made cliff will weigh 214,000 tons; it will 
be 320 feet long, 220 feet wide and will rise 
to a height of 100 feet above Manhattan 
Island’s bedrock, to which it will be fastened. 
The great anchorage, being approximately 1,000 
feet back from the Hudson River, the New 
York Central Railroad, and close to Riverside 
Drive presented problems in construction. The 
engineers were confronted with the task of 
assembling and mixing the raw materials for 
this gigantic cliff without blocking Riverside 


May Extend Operation 


LaureL, Miss., March 12.—In speaking of 
the amount of hardwood timber owned by 
his company and the expected length of oper- 
ation John M. Bissell, general manager of the 
Marathon Lumber Co., of this city, stated that 
his company owns sufficient hardwood stump- 
age to keep its big mill in North Laurel busy 
for at least two years after the last pine log 
is manufactured into lumber. The last pine 
log will be cut about Sept. 1. The board of 
directors of the Marathon company, Mr. Bis- 
sell said, had not yet decided what to do with 
the hardwood stumpage so it is possible that 
the life of the sawmill will be lengthened by 
the purchase of small local bodies of timber 
and by the delivery of logs by farmers to 
the mill plant. 


DEcEIT is the beginning of all human misery. 


River Project 


Drive traffic for nearly a year. 

Capt. B. M. Mitchell, of Passaic, N. J., presi- 
dent of the Conveying Weigher Co. and con- 
sulting engineer for the Manhattan Rubber 
Manufacturing Co., was called upon to design 
the system for handling and conveying the raw 
material, so that the traffic of the Hudson 
River and Riverside Drive would not be inter- 
fered with. Capt. Mitchell is one of the fore- 
most authorities on conveyor installations, and 
has been associated with some of America’s 
leading construction enterprises. In 1920 he 
designed the method of building and furnished 
the machinery for the construction of the Stam- 
ford waterworks dam at Stamford, Conn. For 
this project Capt. Mitchell and the Manhattan 
Rubber Manufacturing Co. furnished the first 
conveyor belt that was successful in conveying 
mixed concrete for long distances. Capt. 
Mitchell also designed and furnished the con- 
veying equipment for the Wanaque dam project 
at Wanaque, N. J., and performed a similar 
service in connection with the construction of 
the New Haven waterworks dam at North 
Branford, Conn., and the Conowingo dam at 
Havre de Grace, Md. 

For the Hudson River anchorage, Capt. 
Mitchell devised the plan of building a dock 
at the Hudson River, close to what is known 
as the Washington Point Lighthouse. The raw 
materials were brought to this point in barges 
and removed by a system of cranes and der- 
ricks and placed near a temporary tunne] on 
the dock. The sand and gravel were then 
loaded on a belt conveyor installed in the 
tunnel, which in turn fed on to two other con- 
veyors leading into the mixing station building. 
During the same operation, the bags of cement 
were unloaded from barges on to another con- 
veyor which runs parallel and beneath the 
gravel conveyor—both unloading into the same 
mixing shed. From this shed the sand, gravel 
and cement were fed to two mixers, so that 
there was a constant feed of mixing concrete 
being discharged at the rate of two tons a 
minute, or 120 tons an hour. From the mixers 
the concrete was passed along to a conveyor 
running to the center of the anchorage and 
into buckets holding four tons of mixed con- 
crete. These buckets were then raised to a 
great tower and fed into the forms through 
chutes which could be raised, lowered and dis- 
charged through an entire circle. 

The Conveying Weigher Co. designed and 
built the conveying system, and the belts were 
made by the Manhattan Rubber Manufacturing 
Co., of Passaic, N. J. In this connection it is 
interesting to record the fact that up to Dec. 
31, 1928, 182,000 tons of concrete had been 
placed, and it is of striking significance that 
this entire mass had been delivered since Sept. 
4, 1928, with a single 22-inch conveyor belt. 
The ‘belt. is still in use, and after the entire 
214,000 tons of concrete have been placed the 
belt will be taken up and used for another job. 
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Marked Improvement in Hardwoods 


Mississippi Floods Likely 


Mempuis, TENN., March 11.—There is a 
marked improvement in the hardwood market. 
Prices are advancing, probably due to bad 
weather conditions as well as better demand 
from all groups of consumers. Rains of the 
last few weeks have curtailed operations 
throughout the South, having kept loggers out 
of the forests. The .Mississippi will probably 
go past flood stage within the next few days. 
The high water is the result of rains, but as 
snow melts even higher water is likely. Woods 
operations will be curtailed for a month or 
more. Many buyers are rushing into the mar- 
ket to cover future requirements before prices 
advance further. There is hardly a group of 
buyers not actually in the market. The auto- 
mobile group continues to lead, however, with 
a most unusual demand for this season. The 
furniture buyers are also taking a nice vol- 
ume. Interior trim and sash and door plants 
are buying in an encouraging way. The floor- 
ing manufacturers are slow to come into the 
market, but demand for flooring oak is better 
than it has been since late last year. Box and 
crate manufacturers are taking considerable 
low grade lumber. Exporters, seeing that 
prices are advancing, have placed some nice 
orders for shipment during the next few 
months. Not many exporters will accept fu- 
ture bookings, but are willing to sell only for 
immediate delivery. Shipments to the United 
Kingdom and Continent should show improve- 
ment for the next few months. Total ship- 
ments are holding up fairly well, but there is 
some complaint about lumber not being dry 
enough to ship because of heavy rains. The 
price of logs is advancing. 

G. I. Frazier, president G. I. Frazier Co. 
(Inc.) operator of stave mills, announces 
that two new mills will soon be erected in 
Mississippi, near Memphis, to cut staves from 
timber left by the sawmills. 


Protests Misrouting Claims 


Mempuis, TENN., March 11.—Announcement 
is made by J. H. Townshend, secretary-man- 
ager of the Southern Hardwood Traffic Asso- 
ciation, that the Interstate Commerce Com- 
mission has recently withdrawn rulings which 
heretofore have proved very useful, in setting 
out in convenient form certain well established 
traffic principles and requirements of the 
commission in administering the Interstate 
Commerce Act. As a result, the traffic asso- 
ciation has had several bona fide misrouting 
claims declined by the carriers on the ground 
that they are without authority to make pay- 
ment since the conference rulings were with- 
drawn. This is an important proposition and 
J. V. Norman, general counsel for the traffic 
association, is now taking it up with the In- 
terstate Commerce Commission. 


Some Items Quite Active 


CINCINNATI, On10, March 11.—Appalachian 
producers report an active sale of maple and 
oak to the automobile factories and ash to 
the body builders. They had also a better 
demand for No. 2-A common poplar from the 
furniture trade. Demand for No. 2-B and 
No. 3 common poplar for the box factories 
was seasonal. Walnut was in better demand 
from the furniture factories, although the or- 
ders were not what they should be. Both oak 
and walnut are being purchased by the fur- 
niture trade in odd lots, but there are pros- 
pects of larger sales. Thicker sizes of hard 
maple in all grades are up from $2.50 to $5 
and the automotive trade is taking mostly 8/ 
and 10/ and 12/4. Sound wormy Appalachian 


oak is showing a distinct improvement. Sizes 
wanted by auto factories are being rapidly 
cleared up, and prices are firmer, with some 
$1 higher. Thick plain oak, red and white, 
is irregularly up, 5/ and 8/4 items having 
been advanced as much as $10 to $15 by some 
mills, while others have: marked up lists only 
$7 to $10. Oak flooring is in better demand 
and a rise of $3 was reported this week. 
Southern hardwoods are moving in better vol- 
ume, mostly to the automotive industry, al- 
though the furniture factories are taking some 
sap gum. No. 2 cherry is also being taken 
for radio cabinets. Sap gum squares are mov- 
ing well, 

Pacific coast woods are still a trifle dull, 
but prospects are improving. Southern pine 
and cypress are looking up. 


Buys West Virginia Holdings 


Cincinnati, Onto, March 11.—Announce- 
ment was made this week that the Babcock 
Lumber Co., of Pittsburgh, had purchased the 
holdings of the Glade Creek Coal & Lumber 
Co. in Raleigh County, West Virginia. These 
consist of about 65,000,000 feet of hardwoods 
on between 10,000 and 12,000 acres of timber 
land; a battery of sawmills and several coal 
mines, and a railroad and logging road. The 
timber holdings constitute about eight years’ 
cut for the Babcock gangs. For fifteen years 
the Babcock company has been cutting the 
Sewell Mill & Lumber Co. tract in Fayette 
County, Virginia, but cut the last log last 
week. No idea has been given as to the price 
paid for the property. 


Production Small; Sales Good 


Macon, Ga., March 11.—Although the 
weather is now clear, logging crews have found 
it impossible to make any headway and pro- 
duction is down to the lowest level of the 
year. It will take weeks of sunshine to put 
the lowlands in condition for woods operations. 
The worst of the flood this week is on the 
lower end of the Altamaha River, in the 
vicinity of Doctortown, where there are ex- 
tensive hardwood operations. In middle 
Georgia streams were rapidly receding. De- 
mand for hardwood continued strong and, with 
all railroads again in position to move ship- 
ments promptly, business was better than it 
had been in three weeks. There was a heavy 
movement to the North and East. The gums, 
oak for flooring, magnolia, maple and in fact 
all woods are included in orders and sales are 
entirely satisfactory. 


Georgia Output Still Low 

ATLanta, Ga., March 11.—With logging in 
southern Georgia at a standstill due to recent 
rains, Georgia hardwood output is low, al- 
though the weather is now better. Orders and 
shipments, therefore, continued well in excess 
of output. There is hardly any dry lumber to 
be had. The automobile and body factories are 
still the heaviest buyers, taking sap gum and 
ash. Furniture demand for m is coming 
mainly from factories in North Carolina, 
Georgia and east Tennessee, and as inquiries 
increased and were for larger quantities, 
wholesalers are looking for heavier placements. 
Oak flooring plants continue operating on a 
considerably less than normal basis. Advances 
of $2 to $3 were reported. Maple flooring 
industrial sales further improved but prices 
are weak. Demand for shop items showed 
some improvement. 

Col. Charles H. Grant of the Maple Floor- 
ing Manufacturers Association, was a business 
visitor in Atlanta last week. 


Flood Menace Stiffens Prices 


Louisvitte, Ky., March 11—The hardwood 
market is firm, and demand is fair. Some 
houses report that they are missing some busi- 
ness through failing to shade prices, but that 
with the likelihood of a flood in the South 
they will probably be glad to have lumber 
available later on. Demand continues very ac- 
tive for all automotive woods, such as mag- 
nolia, elm and hard and soft maple. Chestnut 
and wormy oak are active. Gum items are 
moving. There is a fair sprinkling of orders 
for oak of all grades. Cypress, poplar and 
black gum are being sold. Some concerns re- 
port that they are very well sold up, and that 
their next stock lists will contain little desira- 
ble stuff. It is reported that démand for cabi- 
net items, especially for the radio industry, is 
good, and that a lot of stuff is moving from 
veneer and plywood plants. 

Prices at Louisville on inch stock are: Pop- 
lar, FAS, southern, $85; Appalachian, $95; 
selects, $62 and $70; No. 1 common, $48 to 
$52; No. 2A, $36, and 2B, $26. Walnut, FAS, 
$240; selects, $160; No. 1 common, $90, and 
No. 2, $40. Sap gum, FAS, $58; common, $41 
to $42; quartered sap FAS, $61 to $62; com- 
mon, $46 to $47. Plain red gum, $96 and $50; 
quartered red, $98 and $52. Cottonwood, $51, 
$37 and $33. Ash, $75, $49 and $29. Southern 
red oak, $67, $50 and $40; white oak, $83, $52 
and $42. Northern or Appalachian red oak, 
$85 and $52; white, $95 and $55; quartered 
white, $130 and $75; quartered red, $110 and 
$60. 

The Wood Mosaic Co. had all of its sales- 
men and mill managers in for a recent sales 
conference, held at the plant, at which there 
were discussions regarding production, costs, 
sales etc. 


Business Volume Increasing 


Burrato, N. Y., March 12.—Inquiries and 
orders for hardwoods continue larger than 
they were a few weeks ago, and at most yards 
business so far this year has been in excess of 
that for the same period last year. The de- 
mand comes from a variety of sources and 
includes oak, maple and ash, besides a fair 
amount of walnut and gum. Cypress has also 
been moving more actively of late. Prices are 
firm in most cases, and stiffened because of 
the wet weather prevailing recently in the 
South. 

A State senate hearing on the proposed new 
lien law will be held at Albany today and 
representatives will be present from New 
York, Buffalo and other cities. Those from 
Buffalo are George J. Zimmerman, chairman 
of the local branch of the Association for 
Revision of the New York State Lien Law: 
Clark W. Hurd, one of the directors, and T. J. 
Griffin, secretary. E. J. Culligan, counsel for 
the local lien law association, will speak to- 
morrow before the Buffalo Credit Men’s Asso- 
ciation and a week later before the Builders’ 
Exchange. ; 

The Ralph C. Angell Lumber Co. opened its 
main office at 803 Crosby Building last week. 
The company will distribute West Coast prod- 
ucts in this territory, bringing lumber and 
shingles via the Panama Canal and transfer- 
ring at New York to vessels on the State 
barge canal. A semi-weekly service is planned 
over the latter route, with a steamer and five 
barges carrying as much as 1,600,000 feet of 
stock. The time required from the West 
Coast to Buffalo is about nine and a half days, 
if no delays occur en route. 

The Weatherbest Stained Shingle Co., North 
Tonawanda, has nearly completed a large addi- 
tion to its plant, which will give it 9,000 sur- 
face feet of floor space. Franklin Hofheins, 


For Current Market Prices on Hardwoods See Pages 75 and 76 
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president of the company, leaves late this 
month for Miami, Fla., where he will join 
members of his family for a West Indies 
cruise. 

G. Elias & Bro. are contemplating separat- 
ing their aircraft factory from their plant on 
Elk Street and erecting a new factory adjoin- 
ing the airport here, where a tract of land was 
recently purchased. 

C. F. DeWitt, sales manager Holt Hard- 
wood Co,, Oconto, Wis., was a visitor last 
week at the office of the National Lumber Co., 
Holt representative in this territory. 


Charles N. Perrin returned last week from 
a three weeks’ trip to the Pacific coast. 

Howard Wall, of the Buffalo Hardwood 
Lumber Co., returned last week from a sev- 
eral weeks’ business trip to southern mills: 


Orson E. Yeager, jr., has returned from a 
week’s business and pleasure trip to Pitts- 
burgh. 


Stronger Demand Stiffens Prices 


PitTsBURGH, Pa., March 11.—All low grades 
of hardwoods seem to be in good demand, and 
there is more inquiry for upper grades. Pop- 
lar shows more activity than at any time in 
the last two years. Hardwood flooring, in- 
cluding oak and maple, continues active, and 
prices are stiffening somewhat. Some of the 
mills have already booked orders carrying 
them well into the late spring on certain items. 
Dealers in West Virginia hardwoods report a 
continued steady demand for all industrial 


items, for timbers used by the steel mills and 
coal mines, and for the sizes used by the auto- 
mobile manufacturers. They expect the fur- 
niture trade to open pretty heavy buying soon. 
It is also expected that the yards will be buy- 
ing in a week or two for spring building. A 
brisk spring trade is expected. Severe weather 
of the last few weeks has retarded shipments 
considerably. 


To Observe Ninth Anniversary 


EAGLE River, Wis., March 11.—The Wis- 
consin-Michigan Lumber Co.’s mill here will 
soon observe the ninth anniversary of its es- 
tablishment. The company manufactures pri- 
marily hardwood and hemlock lumber, and its 
annual output is about 1,000 cars. Box shook 
and crating material are also manufactured, 
and about 100 cars of these products are 
shipped annually. 


During the nine years of its existence, the 
plant has been operated steadily except for 
brief periods when it was shut down for ma- 
chinery overhauling, and during a large por- 
tion of each year the plant is operated night 
and day. 


The mill employs about 135 men, and has 
a monthly payroll of about $15,000. The log- 
ging camps of the company, located in the 
Land o’Lakes, also employ 200 men during the 
winter. 

Officials of the company are E. W. Ellis, 
president and general manager; A. H. Stange, 
vice president; C. J. Kinzel, secretary-treas- 
urer; E. E. Smith, general superintendent. 


Mills Issue New Lists 

BROOKHAVEN, Miss., March 11.—New hard- 
wood price lists of early March showed some 
readjustments in price, and as a result there 
has been a flood of orders. Bad weather dur- 
ing February interfered with shipments, so 
there was an increase in mill stocks, of which 
there is more available in dry condition. The 
average price is rather low, and the mills are 
not showing any profit. Ash and beech are in 
surplus but stocks are mostly partly dry and 
inquiry continues rather good. Cypress stocks 
have continued to sell slowly but surely, and 
stocks are being much reduced. Quartered 
black gum is showing a little surplus, and in- 
quiry has been good. Plain red gum 4/4 No. 
1 and selects is showing a light surplus but 
export demand for this item is active. Plain 
sap gum stocks here are comparatively low, 
but there must be a pretty fair supply of it in 
the South, because it is hard to close an order 
for it on basis of prices wanted in this terri- 
tory. Quartered sap gum stocks are rather 
limited, and inquiry is good. Plain red oak 
stocks have increased but a few orders are 
trickling in. Plain white oak stocks are get- 
ting lower, and export orders are heavy for 
4/4 No. 1 common and select, which is the 
principal item held. Recent sale absorbed all 
4/4 quartered white oak. There has been a 
veritable deluge of orders for poplar. More 
than two-thirds of the green and dry stock 
has already been sold. There is a very light 
stock of sycamore. For plain tupelo, particu- 
larly Nos. 1 and 2 common, there has been a 
good run of orders. 





Profitable Sideline for Lumbermen | 


Morenci, Micu., March 11—One of the 
sidelines which have been found most profit- 
able by retail lumber and building material 
dealers is the furnishing of lights and wind- 
shield glass for automobiles. The necessary 
machinery and equipment can be installed in 
the regular window glass department, takes up 
only a small space, costs little, and is easily 
operated. 

A dealer that has recognized the value of a 
glass edger is the Porter Lumber Co., of this 
city, which some time ago purchased a Lange 
“Junior” glass edger from the Henry G. Lange 
Machine Works, of Chicago, manufacturer of 
glass grinding and beveling, glass polishing 
and drilling, and glass cutting machinery. The 
Porter company operated a glass department 
in connection with its window sash business 
and because it had had a number of calls to 


replace broken automobile windows and wind- 
shields it installed this “Junior” machine in 
order to be able to turn out quickly a neat, 
finished job. 

The Porter company has piped city water 
to the machine and uses a spray which insures 
plenty of water during the edging and polishing 
operations, Regarding this machine the Por- 
ter company says: 

We are well pleased with the grinder, You 
will notice in the accompanying illustrations 
that we have piped city water and use a spray. 
The wheel dresser we find a great time saver. 
We carry a complete stock of polish plate, 
some crystal, and are able to do a very good 
job of smoothing and polishing. We do not 
have to advertise to any extent on auto glass, 
but we have a good trade, quite a percentage 
of it coming from surrounding towns, 10 to 
25 miles away. We certainly can say that 








View of glass department of the Porter Lumber Co. at Morenci, Mich., which has worked up a - 
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nice, profitable volume of business in replacing broken automobile windows and windshields 














Lange “Junior” glass edger in plant of the 
Porter Lumber Co. at Morenci, Mich. 


glass is a profitable line for us and that auto 
glass is a good sideline, though it requires a 
little care and patience to obtain a satisfac- 
tory job. 

The “Junior” machine is one of a number 
of glass edgers manufactured by the Lange 
company and is a practical size for the aver- 
age lumber yard, one man being able to turn 
out six or eight lights or windshields a day. 
If a larger volume and range of work can be 
handled a larger machine is recommended, es- 
pecially where it is desired to turn out small 
bevels, desk tops etc. Each machine manu- 
factured by the Lange company is equipped 
with the correct number of wheels to do all 
necessary grinding and smoothing and they 
are so placed that two men can work effi- 
ciently and with the utmost production with- 
out either man interfering with the other. 

The installation of the Lange edger at the 
Porter yard is only one of hundreds of vari- 
ous sizes that have been made by the Henry G. 
Lange Machine Works, of Chicago, in retail 
lumber yards, building material dealers’ plants 
and planing mills throughout the country, and 
because they are shipped fully equipped with 
all necessary supplies and ready to operate 
upon being set up, they have proved very sat- 
isfactory and profitable to all who have pur- 
chased them. 
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Think of the sales getting in- 
ducement of being able to say to 
your customers, “The Home WE 
offer you is backed by a specifica- 
tion protection policy which 
guarantees you in black and white 
that materials and construction 
will be exactly as represented.” 

You can do this by using the 
Specification Protection Policy 
illustrated above. This covers the 
history of the home from the 
excavation of the foundation, 
thru every step in construction, 
to the finished job. 

In selling his home the owner 
has a decided advantage in that 
this policy gives him definite, 
convincing proof to offer buyers 
regarding all materials and con- 
struction. 

Customer confidence in you is 
half the sales battle. This policy 
creates it. Start offering a Pro- 
tection Policy today with every 
house bill you sell. You'll find 
this idea worth real dollars and 
cents in the extra business it’ll 
bring you. SEND NO MONEY! 
JUST MAIL THIS COUPON. 
seen ee we we oe ew ee 
AMERICAN LUMBERMAN, 

431 South Dearborn St., CHICAGO, ILL. 





Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 




















South Dakota Retailers to Use 
Radio for Publicity Purposes 


Sioux Fats, S. D., March 11.—The direct- 
selling, price-quoting radio stations came in 
for vigorous denunciation at the annual con- 
vention of the South Dakota Retail Lumber- 
men’s Association here March 6 and 7. The 
net result was a decision of the association 
to “whip them at their own game” by spon- 
soring a series of approximately a hundred 
radio programs this year. These programs, 
according to tentative plans, will be given 
twice a week. Their purpose will be to her- 
ald the service that the lumber dealer can 
give, his part in community building and 
helpful advice concerning building. 

The radio discussion was not a scheduled 
part of the program but the quick action of 
the convention indicated that it was a sub- 
ject to which the dealers had given con- 
siderable thought. Harry Kehm, of the 
Meinzer & Kehm Lumber Co., of Harris- 
burg, S. D., started it. He came to Sioux 
Falls determined that something should be 
done about price quoting and selling over 
the radio of various materials handled by 
the lumber dealers. An informal discussion 
was started. Mention was made of the 
service given to the customer by the local 
lumber dealer in comparison to that avail- 
able from the radio dealers. Mr. Kehm 
urged the lumber dealers to go on the air 
and explain these things to the people. This 
was placed in the form of a motion which 
was referred to a special committee. Mr. 
Kehm was made chairman of this commit- 
tee. The other members were George B. 
Tuthill, Sioux Falls, S. D.; Charles Castle, 
Huron, S. D.; Frank Schoeneman, Hawar- 
den, Iowa, and J. W. Horner, Sioux Falls. 


On Use of the Radio 


Following is a verbatim copy of the re- 
port drawn up by the committee and ap- 
proved by the convention: 


Your committee has made as thorough an 
investigation of the possibilities of advertis- 
ing the retail lumber business over the ra- 
dio as the limited time would permit. This 
committee feels that this idea is a departure 
from the usual method of advertising of the 
retail lumber industry. But we believe that 
the large “direct to the consumer” dealers 
will eventually use this method of reaching 
the consuming public. This committee feels 
that to have this association sponsor this 
idea at the present time would be a means 
of establishing the good will of the retail 
lumber industry in the minds of the buying 
public in advance of the direct selling con- 
cerns. 

We would recommend a one-half hour pro- 
gram twice each week with the program being 
announced as being sponsored by this associ- 
ation; the program to consist mainly of edu- 
cational features and musical entertainment— 
the musical numbers to be interspersed with 
short talks covering building problems and 
furnishing varied information of interest to 
the consuming public. But this committée 
believes that price-quoting is unethical and 
recommends that no such methods be used. 

We would estimate the cost for a twelve- 
month period from $2,500 to $3,000. Tnat if 
all the yards in this State would co-operate, 
the cost per yard would be approximately $6 
to $10. In the event that yards in north- 
western Iowa and southwestern Minnesota, 
which should be benefitted by this advertising, 
should contribute, the cost might be reduced. 

Without any solicitation on the part of this 
committee, we have already been assured of 
support from 104 yards. 

This committee firmly believes that this 
activity is one of wonderful possibilities and 
that it can be worked out to the great bene- 
fit of the lumber industry, and we, therefore, 
recommend that this association approve this 
activity and that a committee of seven, in- 
cluding the president and the secretary, be ap- 


pointed by the president to carry out the 
proposed advertising programs, 


After the acceptance of this report by 
the convention, the president appointed the 
radio committee, which was instructed to 
proceed immediately with its work. The 
radio programs, it was advised, should be 
arranged with the purpose of promoting 
home owning, the modernizing of homes 
and other information of interest. The com- 
mittee went to work at once and expects to 
place the first programs on the air before 
this month is over. Radio Station KSOO 
of Sioux Falls will probably be utilized. The 
permanent committee will arrange and su- 
pervise the programs and take care of the 
financial details. 


Constructive Discussions 


The radio discussion was the only de- 
parture from the usual convention routine. 
The gathering was well attended and 
marked by interesting speeches, construc- 
tive discussion and excellent entertainment. 
G. A. Liebenstein, of Milbank, S. D., vice 
president of the association, presided in the 
absence of C. H. Entsminger, of Chamber- 
lain, S. D, president, who was unable to 
attend because of illness. It was voted to 
hold next year’s convention in Sioux Falls, 
the dates to be fixed later. Officers were 
elected as follows: 


President—G. A. Liebenstein, Milbank, S. D. 
Vice president—J. B. Johnson, of Brookings, 
Ss. D. 


Directors—A. B. Doolittle, of Garretson and 
Cc, H. Entsminger. 

Secretary-treasurer—Karl Benz, of Sioux 
Falls, S. D. (re-elected). 


Community Service 


Probably the most useful address of the 
convention was that of Dean C. Larsen, of 
the South Dakota State College at Brook- 
ings, S. D., who discussed “Community Serv- 
ice in Business.” Dean Larsen’s remarks 
were specific and practical. As an expert 
observer of numerous farm activities, he 
outlined ways in which the lumber dealers 
could render an increased service to the 
farmers, pointed out certain deficiencies that 
now exist and suggested improvements. He 
explained the value of many small build- 
ings on the farms and told the dealers how 
they could help both themselves and the 
farmers by advocating these changes. He 
mentioned brooder houses, individual hog 
houses, chick houses, portable buildings and 
so forth. He stressed the improved sanita- 
tion in these smaller buildings and how they 
check the spread of various diseases. Dean 
Larsen recounted his own _ experiences 
among both farmers and lumber dealers in 
this connection. He said he had found sev- 
eral dealers unable to advise farmers fully 
concerning these matters and felt that they 
were neglecting an opportunity to extend 
their service to their communities. He ex- 
plained that plans and specifications for the 
various farm buildings were available at 
South Dakota State College at a nominal 
cost and the college would be glad to answer 
questions that might develop along this line. 
Agricultural colleges in other States supply 
a similar service, he explained. 


Dean Larsen also discussed ensilage, a 
subject with which he is especially familiar. 
He stressed the importance of a silo and the 
unimportance of the material out of which 
it is constructed. He said that State college 
started making experiments along this line 
a quarter of a century ago. The college 
constructed silos of wood, tile, concrete 
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blocks, slabs and poured concrete and all 
of them are still standing, so that the col- 
lege is still unable to determine which is the 
best material. He suggested that the dealers 
have forms for the poured concrete silos 
which could be rented to the farmers build- 
ing silos for a small sum. This would be 
an extra service and the rentals as well as 
the materials sold would make it well worth 
while for the dealer. These forms, he out- 
lined, could be used for water tanks and 
other construction as well as any type of 
silo. 
President’s Address 


As Mr. Entsminger, the president of the 
association, was absent because of illness, 
Mr. Liebenstein, the vice president, gave 
the annual address. He advanced several 
points of interest, urging the individual 
dealers to pay more attention to merchan- 
dising. “Don’t sell 2x4’s,” he urged, “but 
sell a new room. Be helpful and construc- 
tive and place more sentiment in your sell- 
ing.” 

He stressed the advisability of keeping 
the lumber yards neat and tidy. The average 
dealer, he said, is a better buyer than a sales- 
man. Explaining this, he pointed out that 
the dealer knows good stuff, where to buy 
it and what he should pay for it but is not 
so efficient when it comes to disposing of 
it to his customers. He said that operating 
a yard meant something more than just 





J. W. HORNER, 
Sioux Falls, S. D.; 
Of Radio Committee 


KARL BENZ, 
Sioux Falls, S. D.; 
Secretary-Treasurer 


placing good materials in the yards. The 
necessity of convincing the customers that 
it was good and showing them how they 
could use it to advantage was emphasized by 
Mr. Liebenstein. Credit was another sub- 
ject discussed by him. He deplored laxity 
in arranging terms with purchasers. He 
advised the dealers to make definite arrange- 
ments at the time the sale is completed. 

Ben B. Lawshe, secretary of the Sioux 
Falls Chamber of Commerce, brought to the 
convention an interesting discussion of the 
manufacture of paper from cornstalks. “If 
this utilization of cornstalks does become 
profitable,” he said, “it will mean something 
to all of us as our welfare depends on that 
of the farmer. The prosperous farmer will 
erect more buildings and so on and so 
forth.” 

Value of Associations 


William H. Badeaux, of Minneapolis, sec- 
retary of the Northwestern Lumbermen’s 
Association, talked about the value of asso- 
ciations. He said that many members fail 
to avail themselves of the privileges that 
are theirs and do not fully appreciate the 
service of an association and the- things 
that it does to improve the conditions of 
the trade. Members were urged by him to 
contribute something more than their annual 





dues to the association. Their moral sup- 
port is necessary to successful accomplish- 
ment of the purposes for which it was 
established, he explained. 

C. A. Bruce, secretary of the Twin City 
Coal Exchange, discussed modern methods 
of retailing coal. Allan Graham, president 
of the Sioux Falls Chamber of Commerce, 
warmly welcomed the lumber dealers. The 
annual report of the secretary-treasurer 
showed the association to be in flourishing 
condition. 

An unusually interesting feature of the 
program was the appearance of Douglas 
Malloch, Lumberman Poet, of the AMERICAN 
LUMBERMAN, Chicago. Mr. Malloch com- 
bined his humorous remarks with a homely 
and (pointed philosophy that made them 
doubly interesting. This was his first ap- 
pearance here and the lumber dealers, it 
was clear, hope that it wasn’t his last. 

Entertainment features of the convention 
included a buffet luncheon at the Coliseum 
where the business sessions were held and 
a banquet. The banquet was given by the 
Tri-State Association of Building Material 
Salesmen. Special attendance prizes were 
awarded by this association to Charles Ed- 
land, of Inwood, Iowa; J. F. Taylor, of Wil- 
mot, S. D., and Dick Baisch, of Parkston, 
S. D. 


TRI-STATE SALESMEN ELECT 


At its annual meeting immediately follow- 
ing the conclusion of the lumber dealers’ 
convention, the Tri-State Association of 
Building Material Salesmen elected the fol- 
lowing officers: 

President—F, Lloyd Douthit, of the Farley- 
Loetscher Co., Sioux Falls. 

Secretary-treasurer—George Carroll, of the 
John W. Tuthill Lumber Co., Sioux Falls. 

Vice president—D. L. Hood, of the Milwau- 
kee Corrugating Co., Sioux Falls. 

Director—Fred Fellows, of the Fellows 
Sales Co., Sioux Falls. 

Other directors whose terms carry over 
are Charles Rysdon, of the Sioux Falls Cor- 
rugating Co. and J. H. Hildreth, of the 
Northwestern States Portland Cement Co. 


(REE AAERZEZAZAS 


Proper Oiling Reduces Costs 


The first cost of a machine is not its real 
cost, for that is governed by the rate of de- 
preciation, and the rate of depreciation is the 
result of method of operation. If the ma- 
chine’s bearings are allowed to run at a high 
speed half-dry or improperly oiled, the friction 
of one metal surface against another causes 
rapid wear and the life of the machine is 
shortened. But a bad result that is quite as 
important is that parts get out of alignment 
long before the wear has progressed far enough 
to cause the machine to be discarded. And a 
woodworking machine that is out of align- 
ment produces material that has defects which 
cause degrade and heavy losses that often are 
not tracéd to their true cause—the lack of 
proper lubrication. It is a generally admitted 
fact that the smaller concerns in the lumber 
industry are notoriously wasteful of high- 
priced machinery through use of lubricants that 
provide the constant thin film between bearing 
surfaces which absorbs friction and keeps 
alignments true. Yet the proper lubricants are 
available, and one famous line is backed by a 
hundred years of experience and laboratory re- 
search in meeting the problems of the lumber 
industry. For cylinder and bearing lubrication 
and coating gaskets it offers Ticonderoga 
graphite, for use on cups on shafting it makes 
in six degrees of hardness a graphite cup 
grease that insures a smooth, durable surface, 
and for gears, wire ropes and chains it offers 
a waterproof grease. The manufacturer of 
these proven lines is the Dixon Crucible Co., 
of Jersey City, N. J., which is ready to place 
its long experience at the service of all users 
of woodworking machinery through advice on 
the specific problems of the individual plant. 
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Mssséda 


The Moth’s natural 
enemy is the dealer’s 
yy natural friend. 

As nearly as Uncle Sam can 
determine the moth ruined 200 
million dollars worth of cloth- 
ing, blankets, fur coats and silk 
nighties last year. 


Some appetite! And the moth 
boards everywhere—this way: 
Having a true Mother instinct, 
the moth lays her eggs, 50 to 
100 of them, on your nice new 
overcoat hanging in the closet, 
choosing wool, fur, silk or 
feathers because when her 
young hatch out in a few days 
they must have food. You 


SN 


ae 


a 


know the rest. Y 
A Supercedar, made from the 
heartwood of ‘Tennessee red y 
Lo cedar gives off a_ pleasant - 
aroma which is suffocating to Gy 


Y 

the moth that lays the eggs Yj 
Y and the worm that does the 3 
eating. Yyy 
Our advertising in Saturday 
Evening Post, Good House- 
keeping and House and Garden 
tells why every home needs a 
Supercedar Closet and why 
every woman wants one. 





Packed at mill in sealed boxes. 


Y Send for miniature sample box 
Yy, free with circular and price. 
CY wt Wp, 

yy 
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Yi Yi “Wy 


Vy 
4 


BROWN ¢ 


we ‘MEMPIWIS 


WORLDS LARGEST MANUFACTURER | 
TENNESSEE AR / 











SISALKRAFT 


“more than a building paper” 


can be used for a dozen different protective 
purposes on any type of building job, besides 
giving the finest of waterproof and wind- 
proof protection anywhere that building paper 
is required. 

Sisalkraft’s wide range of use and its econom- 
ical protection cause it to be specified by archi- 
tects and used by contractors everywhere. 
Volume sales at quick profits are available 
for dealers who handle Sisalkraft. 
Investigate today. 


The Sisalkraft Co. 


205 W. Wacker Drive (Canal Station) 
Chicago, Ill. AL 3-16 Gray 
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In every community today builders 
are demanding a greater diversity of 
items than ever before. Here is your 
opportunity to build up your business 
and your profits. Give builders the 
variety they want and make yours 
“the yard of service.” Make our big 
variety your reserve supply and keep 
your investment down. 


Just Call Grand 0240 


We can give you immediate ship- 
ment over any of 27 R. R’s—one board 
and up. 


How may we serve you today? 


Serele 


LUMBER CoO. 
St. Louis, Mo. 














Poplar Magnolia 
Oak Beech Gum 


POPLAR BEVEL SIDING 
BOX SHOOKS 


Eastman - Gardiner 
Hardwood Co. 


LAUREL, MISSISSIPPI 
Member Hardwood Manufacturer’s Institute. 




















Standard Lumber Mills 


Healey Building, ATLANTA, GA. 


SOUTHERN HARDWOODS 
Long and Short Leaf Pine 


Logs, Piling, Crossties. 








From— Georgia, Alabama, Mississippi, Louisiana 








IDAHO 
MINNESOTA 
WESTMONT 


White Pine 





1 LONG and SHORT LEAF 
ALSO) Yellow Pine 


WM. SCHUETTE CO. 


Pittsburgh. Pa. New York, N. Y. 
= 











WARREN AXE & TOOL CO. 


WARREN, PA. 


honors Panama Pacne GRAND PRIZE 
ooo, 


International Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac 
AXES-LOGGING TOOLS toryca od t y 3500 A sana os s 





Penn Dealers Report on Outlook 


_Pittspurcu, Pa., March 12.—A. M. Haines, 
of Connellsville, president of the Retail Lum- 
ber Dealers’ Association of Western Pennsyl- 
vania, plans a visiting program in the terri- 
tory of the association, which will take him 
to all the affiliated local associations during 
his term, he informed the directors of the 
Association at their first meeting since the 
annual convention. The directors’ meeting 
was held here last Friday. 

At their meeting Friday, the directors de- 
cided to hold the twenty-third annual conven- 
tion-reunion of the association at the William 
Penn Hotel here, Feb. 5, 6 and 7, 1930. 

_ President Haines has appointed the follow- 
ing committees for the year: 


Convention—A. M. Haines, chairman; H. B. 
Daugherty, F. A. Moesta, J. B. Wallace, G. 
N. Glass, V. R. Mowry, C. W. Dudenhoeffet, 
Earl Dambach, Carl Van der Voort, R. F. 
McCrea, G. P. Textor, W. R. Cole. 

Plan Book—J. G. Marks, chairman; G. F. 
Hoge, G. P. Textor, A. M. Haines, Carl Van 
der Voort, R. F. McCrea, S. W. Means, M. W. 
Dickey. 

Trade Relations—Hart B. Daugherty, chair- 
man; Walter Hatch, J. B. Wallace, E. C. West, 
J. G. Marks, F. M. Wallace, A. M. Haines, Carl 
Van der Voort, R F. McCrea, G. F. Hoge, S. 
W. Means, M. W. Dickey, A. C. Eggers, J. O. 
Yeager. 


New members of the association were elected 


No. 6—Factory business is fair. Not much 
figuring on house building. Collections are 
slow. On the whole, business. is about the 
same as last year. 

No. 7—There is more figuring than in 
previous months and business seems to be 
on the upward trend. 


No. 8-—Business in our district continues 
about the same, with everyone buying care- 
fully. The mines are working part time and 
the factories are working fair. Money is 
hard to get, which retards house building. 


No. 9—Prospects are for a good volume of 
business for the first six months of 1929. 


No. 10—Business is very quiet, due to 
weather conditions, but there is an indica- 
tion that it has a tendency to improve. There 
is some figuring, but not to any great extent. 
It is impossible to say what the outlook is, 
although we feel that there will be a fair 
amount of small home building this season. 
Collections are slow. 


No.- 11—Business and collections have been 


exceedingly slow during the last four months. 
Prospects for spring are fair. 


No. 12—Business in our county is spotty. 
Some dealers report trade very bad, while 
others report it fair. 


No. 13—Business is very slow; not much 
figuring. Industries are operating well, and 
the mines about 50 percent. 


No. 14—Business is slow. The banks seem 
to hold out on good loans. We look for a 














Strip mining leaves the earth thrown up in ridges, and though desolate in appearance, it is in 
fact quite fertile. Men are planting black locust trees on Ohio reforestation project 





by the directors as follows: Johnson Lumber 
Co., Monessen, Pa.; J. W. Shidler, Marianna, 
Pa.; Ferndale Lumber Co., Ferndale, Pa. 


Reports of the directors on business condi- 
tions indicated a bright outlook generally and 
a feeling of optimism. The reports were as 
follows: 


No. 1—Business in our county has been de- 
layed on account of weather conditions. In- 
dications point to a fair spring business. The 
coal and coke business has improved, which 
always has a tendency to help the lumber 
business. 


No. 2—Business in our district will be good 
as soon as weather permits starting new 
work. January and February sales this year 
exceeded last year. Collections are fair. 


No. 3—Prospects look favorable for good, 
healthy business on arrival of settled 
weather. Collections are improving, but are 
not up to par. 


No. 4—Conditions in our district are 
brighter than for the last two years. We 
are doing considerable figuring and will need 
only a fair percentage of it to show a large 
increase over the spring of 1928. Prosperity 
is here. 


No. 5—We can report that there is an in- 
crease in business. What we need in our 
business is more co-operation among the 
dealers 


fairly good business for the year as a whole, 
however. 

No. 15—Business at present is very quiet, 
but a feeling of optimism exists among the 
dealers over prospects for the early spring 
and summer. 

No. 16—Business for the first two months 
shows a slight increase over 1928. Future 
business is slow in developing. 

No. 17—January and February were very 
poor in our district. No new business is be- 
ing placed during continued poor weather 
conditions. There is some estimating, but 
not as much as good industrial conditions 
should warrant. Collections are fair. 

No. 18—There is every indication for a nic¢ 
run of business this spring and summer. 

No. 19—Collections are slow. There is some 
estimating, with indications of a fair volume 
of spring business. 

No. 20—Business during January and Feb- 
ruary this year has been exceptionally slow, 
due to very bad weather conditions. We have 
fair prospects for considerable business this 
spring. 

No. 21—We are looking for a nice volume 
of spring business because of many estimates 
being figured. 

SSSA BAAES: 

RAILROAD taxes devoted to highway purposes 
amount to less than 2% percent of the total 
highway income. 
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Spring’s buds to some, and birds to some, 
To some it’s warmer days, 
Or when the pussywillows come, 
Or spring in other ways. 
But spring to me ain’t these to me, 
Nor grass, nor buttercup— 
It’s just the time, I’m glad to see, 
When that old mill starts up. 


It isn’t spring, not really spring, 
When snow begins to leave, 

For that don’t really mean a thing, 
And no one will deceive. 

No, that don’t mean a thing to men, 
When all is said and done; 

It’s spring, I know, but only when 
The mill begins to run. 


Spring isn’t near, no, nowhere near, 
With that old mill shut down, 

But when her whistle you can hear 
Then things’ll boom in town. 

It ain’t by birds or buds you know, 
You know that winter’s past— 

But when you hear the whistle blow, 
Then spring is here, at last! 


We See b’ the Papers 


We wish these Chicago gunmen would think 
better of it, too, and reach for a Lucky. 

There are 820,000 people on the Federal 
payroll. Gosh, we need a lot of governing. 

Mr. Dawes, having stirred things up a bit, 
will be surprised to note how quickly again 
they can jell. 

We are exporting $1,000,000 worth of ra- 
dios a month, but it doesn’t seem to help the 
situation at home. 

Jack Dempsey plans to manage, but may 
find he has to fight. A lot of bridegrooms 
have made the same discovery. 


Radio owners are finding it increasingly dif- 
ficult to tell what the wild waves are saying. 


Germany has an automobile club for those 
above 80 years of age. There will never be a 
pedestrians’ club like that. 


Between Trains 


Peorta, Itt.—Peoria’s great annual event is 
the banquet of the Creve Coeur Club, which 
500 attend and from which a few hundred 
more are turned away. This year our old 
friend Jim Begg, congressman from Ohio, and 
our new friend Rabbi Nathan Krass, of New 
York, and we journeyed down in Jim Gorman’s 
private car, Jim being president of the Rock 
Island and not needing it that day, and rang 
the welkin for 1929. The welkin has now 
been put away until next year, when it will 
be taken out and rung again. In fact, Jim 
Begg, who always has something to say, and 
says it, talked about 1929 prospects, and said 
that the hope of the future was not a tariff 
wall that would shut out the competition of 
those nations whose standard of living is lower 
than ours, but helping them raise their stan- 
dard of living to our level. 

In other words if we can only make them 
wamt the things we want, they will have to 
make as high wages as we do, and even then 
will have to buy them on the installment plan. 
Of course, we may not have gotten Jim just 
right, but that is the way we interpret it. 

Well, the Creve Coeur banquet was, and 
always is, a fine affair, due to fellows like 
Victor Boatman and the rest. Outside of our 
personal efforts to make a dry out of Con- 
gressman Hull, which did not meet with com- 
plete success, he having formerly been a 
distiller, it was a very pleasant and long-to-be- 
remembered-but-n é v e r-to-be-regretted experi- 
ence. Our old friend J. W. Mackemer, the 
justly famous lumberman, came around to see 
us afterward, thus providing the end of a 
perfect day. 








Great Britain will 
spend $275,000,000 on 
her navy next year. 
Now she will know 
how a fellow feels 
who has an outboard 
motor. 

One of the tax as- 
sessors here is named 
Harry S. Cutmore, 
but we fear that 
there is nothing in a 
name. 

If captured Mexi- 
can soldierS~are to be 
interned and fed in 
the United States, we 
fear that many a bat- 
tle will be merely a 
race to surrender 
first. 


; Nevertheless, we 
just can’t believe that 
this world is as bad 
as Jim Reed thinks 
it is. 

Now there is a talk 
of a merger of watch 
companies. We as- 
sume that time is the 
essence of the con- 
tract. 

A Florida rooster 
licked an eagle. It’s 
the climate. 

Mr. Hoover’s idea 
seems to be, when a 
thing won’t work, to 
make it work, not 
quit working. 


The Man Who Walked Right Out 


There used to be a little song, five years ago, or ten, 
About a man who walked right in and then walked out again; 
And I have often wondered why he walked right in, and out, 
What all the walking out and in was really all about. 


And then one day I met that man, the hero of that song, 
The very man who walked right in, but didn’t linger long. 
I said to him, “Please tell me pray just why and when and where, 


You walked right in and walked right out, as mentioned in the air.” 


He laughed a little. “Well,” he said, “I really don’t know why 
I shouldn’t tell you what occurred and where it happened. I 
Was looking for some 2x4’s, some lumber soft and hard— 
That’s how it was I happened in a certain lumber yard. 


“T happened in the office there, and behind a desk a girl 

Observed me standing by the door, and fixed another curl. 

Of course, she figured she was there to do stenography, 

So why should she put down her book and fool around with me? 


“A fellow at another desk was looking something through. 
I know he saw me, but he thought he had enough to do. 
Another saw me standing there, but not a move he made, 
For he was there to keep the books and not to wait on trade. 


“The boss was sitting at his desk behind a little rail, 

But was too busy with a buy to think about a sale. 

I heard him tell the traveling man that things were pretty slow, 
The mill would have to cut the price a half a buck or so. 


“Tt isn’t true I walked right in and walked right out again; 
I waited for five minutes there, or maybe nearer ten. 

But, anyway, I did walk out. And, no, I didn’t try 

Some other lumber yard in town for what I had to buy 


“For I had heard the boss himself say times were pretty bad, 

And I decided to hang on to any cash I had— 

Although I was a bit surprised (I thought the times were good), 
Decided that I wouldn’t build the thing I thought I would.” 
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MEADOW 
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FLOORING— 
Red Oak Maple Beech 
White Oak Birch 


FINISH AND TRIM-— 


Chestnut Birch Ash 
Oak Poplar 


MOULDINGS— 


Oak Poplar Basswood 
Chestnut Birch 


STEPPING AND RISERS— 
Oak Birch 

BEVEL SIDING— 
Poplar 


ALL 
IN 
ONE 
CAR! 


CORES of dealers 

like this service 
because they can order 
everything they need in 
one car—at one time. No 
time wasted shopping 
around. All high quality 
stock, and yet not high 
priced. 


All cut from famous 
West Virginia timber, 
carefully manufactured, 
carefully handled and 
loaded. 


It will be a pleasure to quote 
you L.C.L. or in mixed cars. 


THE MEADOW RIVER 


LUMBER Co. 
RAINELLE, WEST VA. 



































| 





AMERICAN LUMBERMAN 





March 16, 1929 








I 





Ye Hlow Pine 


fhe Aristocrat of Structural Woods 





The toughest, strong- 
est and most durable 
structural material you 
can recommend to your 
customers. 


R.W. WIER 
Lumber Company 


Fie etteg  HOUSTON,TEXAS 


Distributors:— WierLong Leaf Lumber(. 
Mills :- Wrergate, Texas 


BUTTAEUTUT TATTOO 























GULF RED CYPRESS 
COMPANY 
Distributors of high class Gen- 
uine Tide Water Red Cypress. 
Straight or Mixed Cars. Annual 

capacity of our mills 
150,000,000 feet Cypress 
50,000,000 feet Southern Hardwoods 


13th Floor Barnett National Bank Bidg., 
JACKSONVILLE, FLORIDA 














Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 























- Why Worry 


about holding your trade when 
you can get lumber like our 


mM N. C. Pine &i::" 


Roofing 
Lens and Shortleaf Yellow Pine—rough 
or dressed—Car and Cargo Shippers. 


Ellington & Guy, Inc., wort carota 











ee 


What she Associations Are 
Planning and Doing 


March 18-19—Hardwood Interior Trim Manufactur- 
ers’ Association, Hotel Peabody, Memphis, 
Tenn. Annual, 


March 18-20—Western Forestry & Conservation 
Association, Seattle, Wash. Annual. 


March 20-21—North Carolina Pine Association, Nor- 
folk, Va. Annual. 


March 21—American Walnut Manufacturers’ Asso- 
ciation, Chicago. Quarterly meeting. 


March 22—Central Oklahoma Lumbermen’s Asso- 
ciation, Holdenville, Okla. Annual, 


March 22—Eastern Millwork Bureau, New York 
City. Annual. 


March 22-23—Millwork Institute of California, 
—— Hoiel, Stockton, Calif. Triannual con- 
erence. 


March 25-27—Southern Pine Association, Roosevelt 
Hotel, New Orleans, La. Annual. 


March 27-28—Southeast Missouri Retail Lumber 
Dealers’ Association, Hotel Marquette, Cape 
Girardeau, Mo. Annual. 


April 4-6—Southern Forestry Congress, New 
Orleans and Bogalusa, La. Annual. 


April 5—Eastern Lumber Salesmen’s Association, 
Bellevue-Stratford Hotel, Philadelphia, Pa. An- 
nual, 


April 8—Texas Line Yard Retail Dealers’ Associa- 
tion, Hilton Hotel, Waco, Tex. Annual. 


April 9-11—Lumbermen’s Association of Texas, 
Waco, Tex. Annual. 

April 10-11—National-American Wholesale Lumber 
Association, Mayflower Hotel, Washington, 
D. Cc. Annual. 


April 10-12—National Association of Wooden Rox 
Manufacturers, Congress Hotel, Chicago. An- 


nual, 
April 18-19—Millwork Cost Bureau, Congress Hotel, 
Chicago. Annual. 


April 18-19—Central Kansas Lumbermen’s Associa- 
tion, Memorial Hall, Salina, Kan. Annual. 


April 23-24—Arkansas Association of Lumber Deal- 
ers, Hotel Marion, Little Rock, Ark. Annual, 


April 23-25—National Association of Railroad Tie 
) aon a Arlington Hotel, Hot Springs, Ark. 
nnual, 


May 6—Cincinnati Lumbermen’s Club, Cincinnati, 
Ohio. Annual. 


May 9-10—Florida Lumber & Millwork Association, 
Orlando, Fla. Annual. 


May 14-16—Associated Cooperage Industries of 
America, Jefferson Hotel, St. Louis, Mo. An- 
nual, 


May 17-19—Lumbermen’s Club of Arizona, Gadsden 
Hotel, Douglas, Ariz. Annual. 


May 20—Loyal Legion of Loggers and Lumber- 
men, Portland, Ore. Semi-Annual meeting, 
board of directors. 


Southern Pine Annual 


New Orteans, La., March 11.—While much 
of the discussion at the fourteenth annual 
meeting of Southern Pine Association at the 
Roosevelt Hotel, New Orleans, March 26 and 
27, will be devoted to problems of marketing 
aud distribution, a number of important mat- 
ters relating to manufacture and improvement 
of southern pine products will be brought 
before the producers. 

F. W. Reimers, of Hammond, La., pres- 
ident of the association, and H. C. Berckes, 
secretary-manager, after numerous conferences 
with committees of subscribers and the board 
of directors, today announced some of the 
major topics which will be included on the 
program. 

It was pointed out that this year’s annual 
meeting will differ from any other in the his- 
tory of the organization in that the number 
of speakers and scheduled addresses is being 
held to a minimum. This is being done in 
order to devote as much time as possible to 
hard consideration of business problems in 
hand, 

A review of the merchandising program 
during the year indicates a co-ordination of 
the efforts of the various departments and 
staff representatives directed particularly to- 
ward assisting subscriber mills in merchandis- 
ing their products. To further this matter a 
committee on sales and distribution will be 
appointed so that subscriber sales managers 


will be able to maintain contact with staff 
represeutatives. 

Plans for future advertising and trade ex- 
tension will be considered as well as the ques- 
tion of trade ethics relating to retail and 
wholesale distributers. Development of a suit- 
able plan for merchandising and trade pro- 
motion in St. Louis territory will be brought 
up for decision. 

The result of a six month’s survey of smail 
and large mill production throughout the 
southern pine belt will be reported on and a 
moisture content survey conducted by the asso- 
ciation in co-operation with the Forest Products 
Laboratory will be submitted to determine the 
maximum moisture content specifications of 
southern pine manufactured by association sub- 
scribers. The progress of the association’s 
campaign to urge buyers to specify grade- 
marked and trade-marked southern pine will 
be reported on and plans for further intensive 
work will be outlined. 


National Box Manufacturers Plan 


A three-day session of the thirtieth annual 
meeting of the National Association of 
Wooden Box Manufacturers will be held April 
10, 11 and 12, at the Congress Hotel, Chicago. 
Two days of the convention will be devoted 
to round-table discussions of the problems of 
the industry and opportunity will be afforded 
executives in the wooden box business to get 
together and adopt a constructive program for 
the coming year that will have for its goal 
the overcoming of obstacles that stand in the 
way of prosperity. 


United States Chamber of Commerce 


Wasuincton, D. C., March 12.—Announce- 
ment is made that the seventeenth annual meet- 
ing of the Chamber of Commerce of the United 
States will be held here on April 29 , 30, May 
1, 2 and 3. Business men in every branch 
of industry are invited to make their plans 
to attend this meeting. 


Salesmen 100 Percent Organized 


Mempuis, TENN., March 12.—The Memphis 
Lumber Salesmen’s Association, which was or- 
ganized about the first of this year, now boasts 


of a membership of practically 100 percent of, 


the salesmen in this city. The organization 
has put into operation some constructive work 
that is proving beneficial both to the salesmen 
and to the local dealers. The organization is 
co-operating with the retail lumber dealers’ as- 
sociation in an effort to bring about a more 
ethical distribution of lumber in this territory, 
and satisfactory results already are in evidence. 


Plans of National Wholesalers 


New York City, March 11.—The commit- 
tee which is arranging the program for the 
annual meeting of the National-American 
Wholesale Lumber Association to be held 
April 10 and 11 at the Mayflower Hotel, Wash- 
ington, D. C., has made preparations to bring 
up several major matters for discussion, aside 
from the reports of officers and committees. 
The chief questions which will be considered 
are, “What Conditions Are Facing the Whole- 
saler and What Is He Doing to Meet Them?”; 
“The Cost of Conducting a Wholesale Lum- 
ber Business” and “The Lumber Wholesaler 
and Grade-Marking.” Leading wholesalers 
from various regions will meet at the con- 
vention and analyze and discuss conditions 
facing the wholesalers, as they see them. One 
of the most important questions to come up 
will be that of the cost of doing business 
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and the result of the investigation being made 
by the cost committee will be reported on. 

Subjects bearing on credit losses, transpor- 
tation, arbitration and other association ac4 
tivities will add zest to the program. 

The social features will include a dinner 
dance and banquet, and special entertainment 
will be provided for the ladies in the shape 
of an afternoon tea and luncheon and a sight- 
seeing trip around the city. Reduced rail- 
road rates of fare-and-a-half under the cer- 
tificate plan will be in effect. 


Announces Committee Appointments 


JACKSONVILLE, Fia., March 11.—The monthly 
meeting of the Jacksonville Wholesale Lum- 
bermen’s Association, held in the Lumbermen’s 
Club at noon last Thursday, brought forth an 
excellent attendance. ‘ 

President A. D. Holley announced the fol- 
lowing committee appointments for the ensu- 
ing year: 

Membership—M. N. McCullough, chairman, 
W. T. Dow, O. C. Rabby and George Milam. 

By-Laws and Rules—Clyde Taylor, chair- 
man, G. D. Gay, E. F. Coney, T. M. Keller, 
Carl Geringswald and D. W. Travis. 

Legal and Arbitration—P. M. Ulsch, chair- 
man, T. M. Keller and E. H. Vrieze. 

Trade Relations—J. A. Reid, chairman, W. 
W. Simmons, E. C. Harrell, E. E. Mack and 
J. S. Sutlive. 

Trade Ethics—William Petrie, chairman, W. 
L. Terrell and Carroll Milam. 

Traffic—T. M. True, chairman, G. L. Moore 
and P. M. Ulsch. 

Entertainment—S. L. Moore, chairman, W 
S. Wightman, C. J. Williamson, Neal Jones 
and J. C. Calhoun. 

Publicity—E. L. Chiassen, chairman, R. D. 
Womack and G. lL. Moore. 








G. L. Moore, secretary as well as traffic 
manager of the association, reported very fa- 
vorable responses and endorsements of the 
Jacksonville wholesalers’ objections to the al- 
leged arbitrary methods of the Southern 
Weighing & Inspection Bureau, received from 
similar associations and clubs throughout the 
South. These responses called for immediate 
action on the part of shippers and offered 
wholehearted support in any action that might 
be taken. 


Stresses Value of Association Work 


Stmcogz, Ont., March 11—The Lake Erie 
branch of the Ontario Retail Lumber Dealers’ 
Association held a meeting March 8 in the 
Battersby House, here, with several officers 
and others of the provincial association present. 

The meeting was opened by W. J. Bailey, who 
extended a hearty welcome to J. L. Naylor, 
who motored from Essex, and called upon him 
for an address. Mr. Naylor’s remarks were 
of a more or less general nature. He said that 
even though a dealer might not be able to 
trace a single dollar of gain to association 
sources, he could still feel that he was well 
repaid for his association connection and friend- 
ships made. 

Mr. Naylor outlined the activities of the 
Southwestern Ontario Retail Lumber Dealers’ 
Association and those of the Essex County 
Lumbermen’s Club. Very little formal busi- 
ness was discussed at these meetings, but they 
had been going on for five or six years and 
the members now had every confidence in the 
trade ethics of their competitors. 

At the conclusion of Mr. Naylor’s address 
W. J. Bailey and other dealers present ex- 
pressed their appreciation and assured Mr. 
Naylor that his remarks had been a great in- 
spiration to them. 

The next meeting of the Lake Erie branch 
will be held at Hagersville, Ont., and will be 
called by the chairman when the roads are in 
good enough shape for motor travel. It was 
decided to make it an evening dinner meeting. 
The ladies also will be invited and arrange- 
ments will be made for them to attend a local 
entertainment while the men are holding their 
business meeting. 


Buffalo Lumber Exchange Elects 


BurraLo, N. Y., March 11.—The annual 
meeting and election of the Buffalo Lumber 
Exchange on March 8 was devoted largely to 
the hearing of reports and discussion thereon, 
the meeting being well attended. Officers were 
elected as follows: 


President—Harold Hauenstein. 
Vice-president—William L. Blakeslee. 


Secretary-treasurer—John §. Tyler (re- 
elected). 


Directors—Charles N. Perrin, Harold Hau- 
enstein, William L. Blakeslee, John S. Tyler, 
Harry Roblin, L. N. Whissel, Elmer J. Sturm, 
Horace F. Taylor, jr., L. J. Lewis, Lawrence 
Hurd and Fred M. Sullivan. 

A. L. Ford, managing editor of the AMEr- 
ICAN LUMBERMAN, Chicago, was present at the 
meeting and made a few remarks on the lumber 
situation. Ralph C. Angell, who is establish- 
ing a new lumber office in Buffalo, told of 
the plans of his company. 


Baltimore Exchange Quarterly 


Battimore, Mp., March 11.—Postponed for 
a week because of the inauguration last Mon- 
day, monthly meeting of the managing com- 
mittee of the Baltimore Lumber Exchange was 
held this afternoon and the quarterly session 
of the exchange itself took place tonight at 
the Merchants’ Club, the latter with the cus- 
tomary luncheon. Pembroke M. Womble, the 
president, occupied the chair at both events, 
and the deliberations in each case were brief. 
At the meeting of the committee it was re- 
ported that the new inspection arrangement 
under which the force of inspectors was re- 
duced to five, with a lowering in the fees for 
inspection from 78 to 60 cents per 1,000 feet, 
worked well. Both changes were inaugurated 
on March 1, and the reduction in the fees in 
particular has found approbation. 

At the meeting of the exchange mention was 
made of the death of Eben B. Hunting, whose 
recent demise ended the life of the last sur- 
viving charter member of the exchange, and 
resolutions of sympathy were adopted. 


Institute Committees Appointed 


Mempuis, TENN., March 11.—A special 
meeting of the board of directors of the Hard- 
wood Manufacturers’ Institute has been called 
by W. E. Delaney, newly elected president, for 
March 21, in the general offices at Memphis. 
More than fifteeen of the twenty-two directors 
are expected at this time. J. H. Townshend, 
executive vice president of the organization, 
says that plans for the year will be laid before 
the directors at that time for their approval. 


President Delaney has selected his standing 
committees for the new year. They are: , 


Membership—C. W. Boyd, chairman, Taze- 
well, Va.; C. E. Irish, Kingsport, Tenn.; 
Blutecher Blair, Midway, Florida; A. L. De- 
Montcourt, Memphis, Tenn.; T. M. Cathey, 
Memphis, Tenn.; C. C. Sheppard, Clarks, La.; 
John Shippen, Perry, Fla.; F. Noel Pearce, 
Philadelphia, Pa. 

Executive—W. E. Delaney, Columbia, Miss.; 
G. W. Allport, Kansas City, Mo.; C. A. 
Bruce, Memphis, Tenn.; W. R. Satterfield, 
Memphis, Tenn.; B. B. Burns, Huntington, W. 
Va.; W. M. Ritter, Columbus, Ohio; J. B. Ed- 
wards, Oakdale, La. 


Finance—Max D. Miller, chairman, Mari- 
anna, Ark.; Curtis Dewey, Memphis, Tenn.; 
J. W. Mayhew, Columbus, Ohio. 


Reports and Statistics—M. W. Stark, chair- 
man, Columbus, Ohio; Parrish Fuller, Oak- 
dale, La.; F. G. Woods, Memphis, Tenn.; J. L. 
Avery, Shreveport, La.; V. M. Davis, Ansley, 
La. 

Sales Code—M. B. Cooper, chairman, Sardis, 
Miss.; H. B. Johnson, Shreveport, La.; W. J. 
Stebbins, Garyville, La.; J. W. Mayhew, Co- 
lumbus, Ohio; C. F. Anderson, Marion, S. C. 

Forestry—Capt. J. E. Woods, chairman, De- 
Ridder, La.; George T. Houston, Memphis, 
Tenn.; John Thistlethwaite, Opelousas, La.; 











Here’s Lumber 
That Pleases 
Carpenters 


It works easy under 
the saw, plane or chisel 
and minimizes time 
spent in sharpening 
tools. If you want to 
make your carpenter 
friends and _ builders 
happy sell them 


Goldsboro 
N. C. Pine 


This soft, light easy 
working lumber fits into 
practically all building 
jobs. It is economical for 
the builder and profitable 
for the dealer. 


Our excellent rail and 
water facilities enable us 
to give ‘‘ jiffy service’’ to 
buyers on the East Coast. 
Let us prove it on your 
next order for any items in 
North Carolina Pine. 


Johnson & 
Wimsatt 


WASHINGTON, D. C. 
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Manufacturers of 

Virgin Long Leaf Yellow Pine 

Round Piling Any Lengths. 


WATT [UMBER COMPANY 


RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 
We Grade it Right and Ship it Quickly. 


Office. 
RUSTON, LA 


LC. R.R. 
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Cc. F. Korn, Sumter, 8S. C.; John sate, Rain- 
elle, W. Va. 

National Lumber Trade Extension—G, Ww. 
Allport, Kansas City, Mo.; M. W. Stark, Co- 
lumbus, Ohio. 

Oak Advertising—J. J. Linehan, chairman, 
Cincinnati, Ohio; J. W. Kitchen, Ashland, Ky.; 
F. P. Dabolt, Bond, Ky.; W. D. Brewer, Pal- 
metto, La.; H. D. Love, Memphis, Tenn. 

Gum Advertising—P. P. Joyes, chairman, 
Louisville, Ky.; J. W. Link, Houston, Tex.; 
John Shippen, Perry, Fla.; J. W. McClure, 
Memphis, Tenn.; H. B. Weiss, Memphis, Tenn. 


Northwestern Tour Planned 


MinNEAPOLIS, Minn., March 11.—Because 
of the successful outcome of the trip to the 
West Coast made by members of the North- 
western Lumbermen’s Association in 1927 and 
because members have indicated that another 
trip should be held in the summer of 1929 or 
1930, Secretary William H. Badeaux, of the 
association, is sending out a questionnaire to 
the membership to get their idea on a proposed 
tour, either to the Pacific coast via Yellow- 
stone or to Alaska. It is proposed to leave 


the Twin Cities on July 31, making stops at 
all of the important points along the way, 
reaching Tacoma and Seattle, Aug. 8. From 
there the party may go to Alaska or continue 
the tour of inspection among the mills in 
Everett, Snoqualmie Falls and Bellingham, 
Wash. It is proposed to make the return 
journey from Seattle as individuals desire. 

Those who would be interested in such a 
trip are invited to write Mr. Badeaux at 1648 
Hennepin Avenue, Minneapolis, giving him 
their opinion as to what sort of trip should 
be made and whether it should be made in 
1929 or 1930. 





300,000 HARDWOOD SAPLINGS are now available 
to the State for use in reforesting, watershed 
protection etc., it has been announced by W. E. 
Jackson, Kentucky State forester. The species 
are one and two years old, and include black 
walnut, black locust, red and white oaks, white 
ash, catalpa, elm, hackberry, maple and syca- 
more. The trees are also available for planting 
along highways, around schools and on other 
public property. 


Urges Production Standardization 


Co_umsus, Ga., March 12.—An address by 
Judge F. S. Spruill, of Rock Mount, N. C., 
general counsel for the North Carolina Pine 
Association, formerly of the Department of 
Justice, Washington, D. C., was a feature of 
the open session of the Roofer Manufacturers’ 
Club, held at the Ralston Hotel here today, 
opening at 11 o’clock with President C. R. 
Mason, of Madison, Ga., presiding. Judge 
Spruill’s address emphasized the importance of 
unity in organization for the curtailment of 
production and standardization of prices of 
roofers, the same as for cotton and other 
products of the farms and forests. 

The meeting was attended by about thirty 
leading lumbermen of Georgia and Alabama, 
together with several wholesalers, supply men 
and representatives of railroads, notwithstand- 
ing the rainy weather and the unfavorable 
condition of the roads in many sections. 

“The time has come when we should have 
a seller’s price as well as a buyer’s price in 
the lumber industry,” Judge Spruill declared 
during the course of his address as he pointed 
to the fact that the producers “have been 
whipped so long they have almost lost cour- 
age in the matter of supply and demand and 
price of their product.” He pointed to the 
fact that the visible supply on the yards of 
the producers in the South is approximately 
30 percent less than any previous time in the 
last dozen years. He urged conservation of 
the stocks of timber until profitable prices 
can be obtained. 

In concluding his address of nearly an hour 
Judge Spruill sounded a note of optimism, ex- 
pressing the belief that the industry is now 
on the eve of an era of prosperity equal to 
that of 1919. In view of the prevalence of 
better prices than was true some months ago 
the feeling generally among the lumbermen 
here was manifestly that of optimism. Mem- 
bers of the club expressed hearty apprecia- 
tion to Judge Spruill for his address urging 
unity in organization, concert of action for 
the control of production and standardization 
of prices, that he declared had been so long 
fixed by the wholesalers. 

Mr. Mason appointed a committee to draft 
suitable resolutions on the death of Lee Long, 
of Greenville, Ala., who at the January meet- 
ing held here was elected one of the four vice 
presidents of the club. This committee, com- 
posed of M. Bracey, of Guntersville, Ala.; J. 
\. Cook, of Opelika, Ala, and H. Dixon 


Smith, of Columbus, will report at next meet- 
ing which was scheduled to be held here on 
April 23. 

Mr. Reynolds, of the Long-Pryor Lumber 
a partner of “the late 


Co., of Brantley, Ala., 


Col. Long, was elected as one of the two vice 
presidents from Alabama. The other is M. 
Bracey, of Guntersville. The late Col. Long 
was speaker of the house of representatives of 
Alabama and was presented at the January 
meeting, following his election as a vice presi- 
dent, as “the next governor of Alabama,” by 
President Mason. 


Following the address of Judge Spruill, it 
was the expressed belief of some of the mem- 
bers of the club, that the question of supply 
and demand of lumber is one more for the 


’ West Coast producers than for the southern 


producers, though it was conceded that the 
producers of the South can do considerable to- 
ward the control of supply. That a more ex- 
haustive effort than ever before will be made 
to bring into the organization this year all 
producers in Alabama and Georgia was indi- 
cated. The importance of raising the standards 
as to grade was also emphasized at the meeting. 

At the conclusion of the executive session of 
the club a dinner was served at 1 o'clock. 

Those attending the meeting included the fol- 
lowing : 


Cc. R. Mason, Mason Lumber Co., Madison, 
Ga.; W. R. Melton, Cuthbert, Ga.; R. E. Sul- 
livan, Sullivan Lumber Co., Ellaville, Ga.; C. 
H. Rawson, Frost & Davis Lumber Co., Mont- 
gomery, Ala.; Brooks Flower, Birmingham, 
Ala.; C. M. Black, Black Lumber Co., Mont- 
gomery, Ala.; M. Bracey, Guntersville, Ala.; 
A. Alexander, Mr. Moore, Desoto, Ga.; Leon 
Clancey, Clancey Lumber Co., Albany, Ga.; J. 
A. Cook, Cook Lumber Co., Opelika, Ala.; W. 
E. King,: Lee Creek Lumber Co., and Hugh 
Thurston, King & Thurston Lumber Co., Thom- 
aston, Ga.; W. H. Church. Church-Smith Lum- 
ber Co., Shellman, Ga.; J. H. Bell, Bell Lum- 
ber Co., Richland, Ga.; A. M. Gragg, Gragg 
Lumber Co., Amsterdam. Ga.; R, L. Franklin, 
Fortson Lumber Co., Fortson, Ga.; H. E. Ham- 
mock, Edison, Ga.; A. C. Alexander, of Alex- 
ander Bros., Waverly Hall, Ellaville and Box 
Springs, Ga.; D. G. Bland, of Alexander & 
Bland Lumber Co., Lumpkin, Ga.; M. Reeves, 
Miller & Co.; William T. Divers, Norfolk & 
Western Railway; C. E. Gwin, Atlanta, Bir- 
mingham & Atlantic Railway; J. L. Andrews, 
Clinchfield Railway, Atlanta; T. H. Williams, 
New York Central Railway, Atlanta; Wilbur 
F. Hightower, AMERICAN LUMBERMAN, Chi- 
cago; H. K. Dilley, Southern Lumber Ex- 
change, Macon; W. F. Methvin, Pine Plume 
Lumber Co., Atlanta; P. C. White, of Macon; 
W. L. Bailes, Chesapeake & Ohio Railway, 
Atlanta; T. P. Wade, Central of Georgia Rail- 
way, Columbus; W. J. Fillinjim, New York, 
New Haven & Hartford Railway, Atlanta; J. 
A. Finley, Finley Lumber Co., Philadelphia; 
Cc. J. Sykes, Macon, southern manager Nortli 
Carolina Pine Association; G. L. Hume, sec- 
retary-treasurer North Carolina Pine Associa- 
tion, Norfolk, Va. 
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Discusses Problems of Ethics 


SHREVEPORT, La., March 11.—A good attend- 
ance greeted President Hudson Bolinger, who 
presented a new member, John. F. Harrison, 
yellow pine manufacturer of Arcadia, at the 
Lumbermen’s Club meeting here last Tuesday. 

The subject for discussion was a comparison 
of lumber ethics as viewed from the stand- 
point of the retail lumber dealer, presented by 
L. C. Allen, of the Robinson-Slagle Lumber 
Co. The wholesaler’s views were discussed by 
Warren B. Hart, of the Shreveport ° Lumber 
Co. 


The troubles of the retailer, first discussed 
by Mr. Allen, were largely due to the fact 
that because of having a-heavy investment, 
and a considerable overhead ,expense of taxes, 
handling and delivery service; as well as carry- 
ing expenses of his stock of lumber, the dealer 
must have a reasonable margin of profit. At- 
tention was called to the fact that if a fair 
margin was added to the wholesale cost before 
putting the lumber in the yard, the actual retail 
margin is very small. Mr. Allen also pointed 
out the difference between the dealer who car- 
ried a full sized stock, and the small irresponsi- 
ble dealer who carried little or no stock, and 
endeavored to merely do a sort of wholesale 
business in a small way. There were also 
wholesalers, and mills that solicited business 
direct from the contractor. This, he thought, 
had a great deal to do with occasional instances 
of demoralization in prices that injured every- 
one who expected to make a reasonable, legiti- 
mate profit. Mr. Allen also expressed the be- 
lief that the lumber business has progressed 
to the point where there are no longer separate 
units, but each should co-operate to the extent 
of refraining from entering the fields that be- 
long to each branch of the industry. He did, 
however, admit that wholesalers had the un- 
doubted right to sell large industries, where 


Lumbermen’s 


Characteristics of Tree- Growth. 


CotuMBus, Onto, March 11.—E. F. Mc- 
Carthy, director of the Central States~ Forest 
Experiment Station located on the campus of 
Ohio State University, conducted on March 8 
the second of a series of lectures befare the 
group taking the Columbus lumber. course 
sponsored by the Columbus Wholesale Lum- 
bermen’s Club. 


Mr. McCarthy discussed the fundamental 
characteristics of tree growth which influence 
the value of lumber as a building material. He 
pointed out that in the early use of lumber. this 
commodity was so plentiful and cheap that an 
excessive factor of safety was used in all con- 
struction. A lack of fundamental tests of 
strength of wood building materials at that 
time made impossible the accurate determina- 
tion of the factor of safety. When lumber 
came into competition with other building ma- 
terial it became necessary to restrict its waste- 
ful use and to determine the factors which 
influenced its structural value. 


In the course of the discussion these funda- 
mental characteristics of wood were pointed 
out: Its structure, strength, weight, resistance 
to decay, relation to moisture, workability, re- 
tention of paint and stain, and the influence 
of growth-upon grade production. The speaker 
Stated that with the present knowledge acquired 
through extensive tests at the Forest Products 
Laboratory ‘at Madison, Wis., wood is now a 
building material capable of. standardization. 
Not only are its general characteristics known 
by species, but information is also obtainable on 
the influence of common defects. The speaker 
urged the utilization of grades of lumber 


practically all the lumber used was bought in 
carload lots. 

Mr. Hart pointed out that there were three 
kinds of wholesalers, one which, in a sense, 
mothers a string of mills; another backs a 
string of: retail yards. Then there is a third 
class which merely profits through the service 
which he sells. This is the true wholesaler. 
The others are just a variation of retailer or 
manufacturer, as the case may be. In brief, 
the wholesaler who finances a string of mills 
is really in the mill business, and profits or 
loses along with the mill. His is the sales 
office for the various mills to which ‘financial 
assistance is lent. 

The retailer who owns a string of yards 
has really a wholesale buying office, in some 
respects as efficient as that of the wholesaler 
himself. 

Mr. Hart. called attention to the clannish 
disposition. of retailers in some towns, and 
related instances of cities where if a car were 
rejected by a retailer for any reason, there 
were no possibilities of selling the stock to a 
retailer for what it was worth, almost forcing 
the wholesaler to offer the car to a contractor 
in order to protect his own financial interest. 


He also called attention to many practices 
of buyers that made it hard for the wholesaler 
to live up to the standards which were sought 
by the retailers. A little more co-operation on 
their part would help the situation to a large 
extent. 

President Bolinger announced that there 
would be a discussion of the subject of trade- 
marking and grade-marking from the manu- 
facturers’ standpoint, and that E. W. Thomp- 
son, of Peavy-Byrnes Lumber Co., would treat 
the subject as viewed by the large mill unit, 
while the president of the club, Mr. Bolinger, 
would discuss the question from the position 


Club Activities 


suited to the purpose of the builder, pointing 
out that the consumption of lower grades made 
possible the better utilization of low grade ma- 
terial that would otherwise be left in the woods 
and also tended to reduce the cost of high 
grade material. 

The lecture was attended by about 100 lum- 
bermen and others who are taking advantage 
of the course. Several lumbermen from Day- 
ton and other points attended and interest 
within a radius of 100 miles of Columbus has 
been engendered by the course. The next lec- 
ture is to be on the growth and manufacture 

MempuHis, TENN., March 11.—Three new 
members were elected at the latest regular meet- 
ing of the Dry Kiln Engineer’s Club of Mem- 
phis, held on Tuesday night in the offices of 
the Lumbermen’s Club of Memphis. They are: 
Frank Allen, Pekin Wood Products Co.; L. J. 
Coan, James E. Stark & Co. (Inc.); and R. H. 
Knight, of Nickey Bros. Practically every 
firm in Memphis is now represented in this 
club. Automatic control of dry kilns was the 
subject discussed at length at this meeting, all 
members joining in the discussion. 


Plans Dance and Party 


Mempuis, TENN., March 11.—Announcement 
by T. E. Sledge, chairman of the entertain- 
ment committee of the Lumbermen’s Club of 
Memphis, that a dinner dance and bridge party 
would be given on April 2, at the Elks Club, 
was the feature of the regular meeting which 
was held on last Thursday at the Hotel Cayoso. 
Members of the club discussed the proposed 
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Buy it from a_ mill 
that devotes its entire 
time and facilities to the 
manufacture of such 
stock. That’s the surest 
way to get what you want 
and obtain better values. 


Our dimension stock is 
very carefully milled and 
scientifically kiln dried. 
We can furnish glued up, 
surfaced or rough stock 
to suit your requirements 
in the woods listed 
"ee the border of this 
ad. 


Try us on your next 
order. 


ATLANTIC 


WoodworkingMills Inc. | 


West Point Va. 
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Old 


Reliable 


Maple, Birch, Beech 


FLOORING 


Made from. Michigan’s Finest Stumpage 


We also manufacture Maple, Beech, 
Birch, Elm and Hemlock lumber. 


Grand Rapids Trust Company 


Reciever for WILLIAM HORNER 


Plant: Perkins Building, 
Newberry, Mich, Grand Rapids, Mich. 


























sales tax which is to come before the State 
legislature next week, but referred the matter 
for action to the law and insurance committee, 
of which Harry D. Love is chairman. 
Nominating Committees Named 
CincINNATI, Onto, March 11.—Harry R. 
Brown, Albert J. Boehm and Henry Winkler 
were appointed members of the Chair commit- 
tee to select the Chair ticket for the annual 
e‘ection of the Lumbermen’s Club in May, 
according to the announcement made this week 


Hoo-Hoo 


Warns Against Surplus Production 


St. Paut, Minn., March 11.—‘Follow the 
example of other industries and watch your 
surplus production,” Dr. Henry Schmitz, head 
of the forestry division of the University of 
Minnesota, and himself a member of Hoo- 
Hoo, warned the Twin City Hoo-Hoo Club 
at its meeting last Thursday. The session 
was held at the Midway Club here instead 
of in Minneapolis as usual. 


No matter how small, any surplus tends 
toward unsteady prices, Dr. Schmitz continued, 
declaring that stabilization is a primary key 
to successful business. If the luriberman is to 
have the confidence of the public he must de- 
serve it, the speaker said, adding that if such 
an attitude is taken there need be no pessimism 
about conditions in the trade. 

Lumber will be mar- 
keted a thousand years 
from now, so don’t 
worry about the indus- 
try’s dying out, he con- 
tinued. He traced the 
growth of lumbering 
briefly, from the time 
the first man wielded 
his first club to obtain 





DR. HENRY SCHMITZ, 
St. Paul, Minn. ; 
Urged Stabilization in 
Business 





his first meal, pointing 
out that wood played a 
major part even in that 
primitive operation. 

The use of lumber 
seems to be in direct 
ratio with the progress 
of civilization and pros- 
perity, he said, citing statistics to show that 
the United States consumes more than one-half 
of all the saw timber and two-fifths of the 
total wood used in the world. 

He insisted that a high standard of living 
always is accompanied by ample supplies of 
lumber. 

Wood will maintain its dominant position on 
the world market despite the fact that the 
curve of consumption has decreased sharply 
since 1914, Dr. Schmitz averred. The curve, 
after rising sharply between 1860 and 1914, 
shows a decrease due, among other factors, to 
local scarcity, a slump in agricultural expan- 
sion, and the dwindling of railroad construc- 
tion work. 

Nevertheless, it was thought not many years 
ago that wood would be replaced by coal, steel 
and concrete. That hasn’t been the case. Wood 
is used even in the manufacture of substitutes 
for wood. 

Dr. Schmitz reviewed legislation in the early 
days as it concerned the lumber industry, and 
related some amusing incidents in that con- 
nection to show-that we always have our 
troubles, of course. He added that this is not 
true of lumbering alone, but is common to all 
business. 





A message of cheer was dispatched to E. J. 
Fisher, recently seriously injured in a fall, 
whose condition was reported as improved. 

Eighty members attended the meeting, 
which was in charge of John Gillies, mana- 
ger of the Virginia & Rainy Lake Co., and 
T. P. Bonner, secretary of the Red Diamond 
Lumber Co. President T. T. Jones announced 


by Edward H. Ward, president of the club. 
As the Floor committee on nominations the 
following were selected: J. J. Linehan, R. E. 
Bond and George Morgan. 


Following the action of the club on March 
3 where it decided to oppose the grade-mark- 
ing and trade-marking of lumber, there was a 
change of heart on the part of the club 
leaders and it was agreed to postpone action 
on the resolution and hold the matter in abey- 
ance pending further information on What 
trade-marking plans were being considered. 


. oo ~« 
Activities 
that a father and son dinner will be held 


Thursday, March 21, at the Hotel Radisson, 
Minneapolis. 


Club to Hold Home Show Meeting 


Mitwaukeg, Wis., March 12.—The Milwau- 
kee Hoo-Hoo Club will hold its Home Show 
meeting on Thursday, March 21. This is a 
regular affair held every year during the Mil- 
waukee Home Show on lumber and millwork 
day. 

The club will start things off with a dinner 
meeting in the Blue Room of the Republican 
Hotel at 6 o’clock. A short program will fol- 
low the dinner, and afterward the entire club 
will march in a body to the Milwaukee Audi- 
torium, to assist in the celebration of lumber 
and millwork day. The guests of honor will 
be Frank A. Coffin, president, and H. A. Kagel, 
secretary of the Milwaukee Home Show; 
John Picken, president, and Perry O. Powell, 


secretary of the Milwaukee Real Estate Board... 


The Eastern Wisconsin Lumbermen’s Club 
will hold a joint meeting with the Milwaukee 
Hoo-Hoo Club on this occasion. Free tickets 
of admission to the Home Show will be fur- 
nished by the Hoo-Hoo club for all those at- 
tending the dinner. 


Plan Smoker for Customers 


Toronto, Ont., March 11.—G. D. Nichol- 
son, ex.M.P., Chapleau, Ont., and E. J. Za- 
vitz deputy minister of forests for Ontario, 
delivered addresses before the Toronto Hoo- 
Hoo Club on March 8. Mr. Nicholson ap- 
pealed to Canadians to develop their own nat- 
ural products in Canada. Mr. Zavitz spoke 
upon the British Empire Forestry conference 
held recently in New Zealand and Australia. 

The business meeting of the Hoo-Hoo Club 
was brief. A discussion took place regarding 
a proposal for holding a smoker, with car- 
penters and other wood consumers as guests 
of the lumbermen. It was decided to hold 
this over for further discussion until a some- 
what similar event has been carried out in 
Buffalo. 


Firm Elects Directors-Officers 


PortsMoUTH, Onto, March 11.—At the an- 
nual meeting of stockholders of the Vulcan 
Corporation, held here on March 4, reports 
of committees were approved and directors for 
the ensuing year were elected as follows: 

H. D. Campbell, vice president of the Sea- 
board National Bank, New York; W. Chalaire, 
Sullivan & Cromwell, New York; Charles A. 
Goodman, president, Sawyer-Goodman Lum- 
ber Co., Marinette, Wis.; James M. Hutton, 
W. E. liutton & Co., Cincinnati; Judge B. F. 
Kimble, attorney, Portsmouth, Ohio; Edward 
L. Love, Love, Macomber & Co., New York; 
Col. A. L. Mercer, president, Vulcan Corpora- 
tion; H. L. Poinier, E. Naumburg & Co., New 
York; William G. Phelps, jr., Crittenden, 
Phelps & Co., Binghamton, N. Y.; A. J. Ryan, 
Cincinnati; John W. Snyder, cashier, Ports- 
mouth Banking Co., Portsmouth; and H. S. 
Van Camp, treasurer, Vulcan Corporation. 


The directors then elected the following offi- 
cers: President, Col. A..L. Mercer; vice pres- 





ident, John W. Snyder; secretary, C. E. 


Dowling, and treasurer, H. S. Van Camp. 
The Vulcan Corporation is a large manufac- 
turer of lasts, wood heels and golf clubs. 
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Alliance of Locomotive Builders 


RocHELLe, ILt., March 11.—The George D. 
Whitcomb Co., manufacturer of haulage ma- 
chinery of this city, announces that-in keeping 
with the progress shown in the manufacture 
of gasoline locomotives the Baldwin Locomo- 
tive Works of Philadelphia, Pa., has taken a 
substantial interest in the business of the Whit- 
comb company. The Baldwin concern, which 
is one of the largest steam locomotive manu- 
facturers in the world, has made an arrange- 
ment with the Whitcomb company to sell the 
Whitcomb locomotives and products in prac- 
tically all foreign countries through its own 
representatives, located in all parts of the 
world. An agreement has also been effected 
whereby the Baldwin Locomotive Works, 
through its domestic offices, will handle the 
railway field in the United States for the 
George D. Whitcomb Co. 

The alliance of these two corporations, 
which have been outstanding manufacturers 
in their particular lines in the locomotive in- 
dustry for many years, is of great interest to 
the trade as it shows the trend, at least in 


the smaller sizes of 3 to 60 tons, to change 


from the formerly accepted standard—steam 
locomotives—to the more modern and econom- 
ical unit—the gasoline, distillate and oil en- 
gine powered locomotives. The combination of 
these corporations enables them to build every 
size of steam, gasoline, alcohol, distillate, Die- 
sel, gas-electric, or Diesel electric locomotive 

During its fifty years in business the George 


D. Whitcomb Co. has developed a comp!ete 
line of gasoline, distillate, oil and alcohol 
burning locomotives for railway switching and 
industrial and contracting activities. There has 
been an increasing demand within the last five 
years for internal combustion engines using 
gasoline, distillate and oil as fuel in the larger 
locomotives. While the 25-ton machine was 
considered a large unit five years ago .in the 
gasoline field, the Whitecomb company is now 
building straight gear driven machines powered 
by gasoline, distillate and oil engines in sizes 
up to 50 tons, developing draw bar pulls in 
low gear up to 25,000 pounds. The Whitcomb 
company has now developed gas and oil elec- 
tric locomotives up to the 100-ton sizes, and 
can furnish the railways locomotives with a 
maximum draw bar pull of 50,000 pounds. 

In connection with the announcement, the 
George D. Whitcomb Co. states that it has 
recently concluded an agreement for the use, 
as applied to its locomotives, of a gasifying 
device which admits of burning a low grade 
fuel oil with a specific gravity as low as 32 
degrees Baumé. This new development shows 
a very substantial fuel saving that will be of 
interest to every prospective purchaser of loco- 
motives, as the economy will approach that of 
the more expensive Diesel equipment. At the 
same time, the first cost will be held down to 
figures that will not exceed, to any apprecia- 
ble extent, the purchase price of straight gaso- 
line powered locomotives. 


Quebec Retailers in Annual 


MONTREAL, Que., March 11.—The sixth an- 
nual convention of Province of Quebec Re- 
tail Lumber Dealers’ Association opened last 
Wednesday morning at the association’s head- 
quarters here. The morning’s business con- 
sisted chiefly of the reading of the various 
reports, the revision of by-laws, and other an- 
nouncements. 

“The lumber industry today,” said President 
L. W. Halliday, “is not. anxious to develop 
into the state the pulp and paper industry is 
in, and for this reason, we view with alarm 
the tendency of the United States Government 
to propose a tariff against Canadian lumber. 
This tariff will not affect the wholesaler or 
retailer, but it will have very far-reaching 
results on the prosperity of the manufacturer.” 

Mr. Halliday said that the only weapon they 
had was retailation, and if used, it would 
benefit neither country. The lumber industry 
in Canada, he said, is standing as a whole on 
this question, and the. Government, he added, 
would have to make vigorous efforts to pre- 
vent the United States interests from putting 
the Canadian lumber industry in the same 
state as the pulp and paper industry. 

The afternoon was devoted to a debate on 
the subject of the maximum distribution of 
lumber by the retailer. 

J. O. Chalifour spoke on the subject of cred- 
its “Should we demand more information than 
we usually obtain before shipping lumber to 
customers?” and the same speaker discussed 
the question “What advantages do we obtain 
from the present lien law?” 

Emile Pollender spoke on the present con- 
ditions of the sash and door industry. 

Following Mr. Pollender, a debate was car- 
ried on, the topic being “Resolved, That if 
the retailer would have maximum distribution 
of lumber and building materials through his 
yard he must definitely adopt the policy of 
buying from the wholesale lumber dealer.” 
The resolution was proposed by F. Fortin and 
seconded by J. W. Bonneau. The following 
spoke in favor of the resolution: A. E. Gor- 
don, Toronto; J. S. Bock, L. S. Gravel and 
J. R. Gareau, while those opposing it were 








B. R. Stephens, Sherbrooke; J. E. C. Giroux, 
J. O. Chalifour, F. Fortin and J. A. Bon- 
neau. 

In the evening a banquet was given to the 
retailers by the Montreal Wholesale Lumber 
Dealers’ Association. This took place in the 
Lumbermen’s Hoo-Hoo Club. Alfred J. 
Smith, president of the wholesalers, presided, 
and in his address asked the whole hearted 
support of the retailers in boosting Canadian 
lumber. Mr. Sith was appealing to the 
guests because he said they were in close 
contact with consumers and because they can 
exercise material influence in boosting Cana- 
dian wood products. “I go one step further,” 
he said, “and ask you, in the buying of that 
lumber, to give preference to the members of 
the association, as I believe they can offer you 
the same, if not better, service and prices than 
can be obtained from those outside our asso- 
ciation.” 

Speaking in French and at great length, 
Hector Perrier, member of the Catholic 
School Commission of Montreal, said, in 
effect, that he realized the fact that the vari- 
ous lumbermen’s associations were formed on 
account of the necessity of co-operation in 
this field. He then went on to deal with the 
origin of the lumber industry in this province 
and spoke of new methods and machinery of 
today and of the many obstacles that the lum- 
berman had to overcome. 

L. W. Halliday, president of the Province 
of Quebec Retail Lumber Dealers’ Association, 
also spoke. 

Immediately prior to the annual banquet of 
the association held Thursday night a meeting 
of the board of directors was held at which L. 
E. Parent was elected president of the associ- 
ation for the ensuing year. Mr. Parent took 
the chair at the banquet and during the course 
of his address paid tribute to the retiring pres- 
ident, L. W. Halliday, and to the excellent 
work he has done for the association during 
the last year. Mr. Parent said he appreciated 
the co-operation and collective work of the 
officers and hoped the same good feeling would 
continue for the good of the association. 





_ You Should Sell 


Pe ht 
MUTCHE 
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FINISH LUMBER *| 


The wide range of our timber supply 
brings to our mills many logs especially 
suited to the manufacture of yard stock, 
including finish. From the above pic- 
ture we believe you will agree that we 
can supply finish of good figure and even 
grain. 


Only the very finest quality Calcasieu 
Long Leaf Yellow Pine stock is consid- 
ered worthy of the “LUTCHER” 
trade mark. Therefore, when you sell 
“LUTCHER” finish, ceiling, flooring, 
siding, shiplap and dimension, you have 
the assurance that customers will always 
be pleased. 


Order the stock you need in mixed 
cars. We can also make shipments by 
water to domestic and foreign ports. 


JeLutcher&Moore 
Lumber Company 
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| Rust-Owen Lumber Co. 


DRUMMOND, WIS. 





Manufacturers of Wisconsin 


WHITE PINE 
Hemlock and 
Hardwoods 


White Pine Pattern, Flask and 
Shop Lumber our specialty 











bene: “EXTRA STANDARD” 








JACKSON & TINDLE, Inc. 


Mills at Pellston and Munising, Mich., and Jacksonboro, Ont. 


MICHIGAN HARDWOODS 
Good, Well Assorted Stock 
DRY PINE and HEMLOCK 
Prompt Shipments. 
Main Office, BUFFALO, N.Y. 


Sales Office: 605 Murray Bidg., Grand Rapids, Mich. 
Kindly address all inquiries care Dept. 7. 


IMENSION LUMBER 


AND 


MAPLE FLOORING 


25/32 x 2% Face in 
First, Second and Third Grade. 


Brown Lumber Company 


Main Office: MANISTIQUE, MICH. 
Branch Office: 
1402 Eaton Tower, Detroit, Mich. 

















Remember 


Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 
Socialize in Mixed Cars of WHITE PINEI and 
WOOD Lumber, Siding, Ceiling, Flooring, 
ay Doors, Blinds, Window arenes, Mouldings 
and Box Shooks from SA 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 
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Iron Mountain, Michigan 
Manufacturers of 17 different species 


7 
VON PLATEN-FOX COMPANY 
of Northern Hardwoods 
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Surface Measure 


ESTIMATOR 


Anew ication covering in th mostoom 
— cee held of ee enate —— 
plied ts to rapid estimating of contents of frastionah 
clasp of bomber veneer, hb re beardand stock used 
t ufactur nt 
nm the man eo — foc —— 


, ete , etc. for circular containing 
sample pages. 
Pocket Size (44 x 6%4"") $5.00, Postpaid. 


American Lumberman 


431 So. Dearborn St., CHICAGO, ILL. 





To Continue Predecessor’s Policies 


Secretary of Commerce Lamont on Monday 
informed newspaper men that he proposed to 
make very few changes in the organization 
built up by President Hoover as head of the 
Department of Commerce, and would generally 
follow the policies developed by his distin- 
guished predecessor. 

Himself an engineer, Mr. Lamont indicated 
complete confidence that he would find no 
serious flaws in the policies or the organiza- 
tion worked out by Mr. Hoover over a period 
of eight years. In other words, he entered the 
Hoover cabinet with no deeply imbedded no- 
tions that he could forthwith improve the 
working of the department’s machinery all 
along the line. 

Mr. Lamont had before indicated he strongly 
approved the Hoover policy of meeting from 
time to time with the conference of trade 
paper editors and was disposed to continue 
that practice. 

In the matter of organization changes, Mr. 
Lamont doubtless received his cue from Presi- 
dent Hoover, who has let it be known that he 
plans no wholesale discharge of personnel. 
Where men and women have been honest, com- 
petent and diligent the new President has no 
disposition to disturb them. However, he does 
not entertain any love for shady transactions 
on the part of Government employees, high or 
low, and will make short shrift of any who 
may become enmeshed in such matters. 


Inspection, Grading of Naval Stores 


Following a recent trip through the South, 
Dr. F. P. Veitch, Department of Agriculture, 
announced that turpentine and rosin producers 
have improved their products materially by 
taking advantage of the service features of the 
Federal naval stores act and co-operating with 
the Government. Like other laws enforced by 
the food, drug and insecticide administration 
of the department, the naval stores act, in 
effect, makes illegal the shipment in interstate 
commerce of adulterated or misbranded prod- 
ucts. Unlike the other acts, however, it also 
provides for Government inspection and grad- 
ing and for the preparation of standards. 

Steps to bring about increased co-operation 
and greater uniformity in the handling and 
grading of rosin were taken at a conference 
Dr. Veitch held with department rosin graders, 
the Florida supervising inspector of naval 
stores and several of his assistants, and ar- 
rangements were made for Government grad- 
ing of rosin for several producers in southern 
Georgia. 
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Branded Lumber Is an Asset 


The Department of Commerce is calling 
the attention of lumber exporters to the fact 
that an established brand or mark on their 
products is an important, asset. Too much con- 
sideration can not be given to the importance 
of establishing a brand in lumber markets 
abroad, according to the department. Here is 
an example: 

In a foreign country there were offered for 
sale at low prices branded stocks exported 
by comparatively unknown Swedish shippers. 
The stocks were open for inspection at the 
port of destination. In spite of the low prices 
most of the importers preferred to pay several 
dollars extra for lumber of certain brands 
from old established concerns in Sweden, al- 
though the lumber offered at the lower prices 
was said to equal the other in quality. The 
difference as seen by the importer was in the 
confidence in which the old established brand 
was held. In due time the comparatively un- 
known Swedish exporter will become well 
known. Meanwhile, despite the quality of his 
product the bulk of the business will go to 
his Swedish competitors because they are 
known to stand squarely behind their brand 


which has been known for many years in this 
particular market. 


Export branding in Sweden may fairly be 
termed the backbone of the lumber export 
trade of that country. This system is thought 
to have been in use in Sweden for a century, 

Some American exporters follow the prac- 
tice of using the brands of their foreign agent 
or importer. Unfortunately, where this prac- 
tice is followed the resulting benefits go not 
to the American exporter, but to his foreign 
agent or importer. In the event of a disagree- 
ment resulting in discontinuance of. business 
relations, the foreign importer or agent need 
only get his stocks from some other American 
exporter and continue to use his own brand, 
— the first American exporter out in the 
cold. 

For this and other reasons American lumber 
exporters are urged to use only their own 
brands. or shipping marks, regardless of ulti- 
mate destination of the shipment. The impor- 
tance of this practice is seen in the following 
statement of one of the principal American 
hardwood exporters: “We would drop the 
export business altogether rather than give up 
the use of our own brand.” In other words, 
those American exporters who have established 
their brands in foreign markets fully realize 
the great importance of the practice. 


THE WEEKLY index of wholesale commodity 
prices computed by Harvard Economic Society 
rose for the week ended March 6, 1929, to 97.0 
from 96.2 -for the week ended Feb. 27. This 
index for the earlier week indicated an advance 
from 95.5 over the week ended Feb. 20, 1929. 





(Statistics—Continued from page 48) 


California Redwood 


San Francisco, CAuiFr., March 9.—The fol- 
lowing information is summarized from the 
report of the California Redwood Association 
for the week ended March 2: 
Redwood————_——- White- 


No. of Percent of wood 
Mills Feet production Feet 


Production ... 13 7,207,000 100 2,159,000 
Shipments 13 5,084,000 70 1,088,000 
Orders— 
Received ... 13 9,270,000 129 2,505,000 
On hand... 12 33,725,000 Re 5,257,000 


Detailed Distribution ms Redwood 
Northern California* 





Southern California* .... 480,000 2,071,000 
creo 24,000 220,000 
pO. a, SE 1,503,000 2,084,000 
oo ee ee 589,000 2,323,000 

EE kpacdeaseenee ces 5,084,000 9,270,000 


+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


Southern Pine Barometer 


- New Orreans, La., March 11.—For the 
week ended March 8, Friday, 148 mills of the 
total capacity of 17634 units (a unit represent- 
ing monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1925, and Oct. 31, 1928) 
report as fellows to the Southern Pine Asso- 
ciation : 





Percent Percent 
8-year Actual 


Production— Carst wet aay Prod. oes 
Average 3yrs. .... 74,756 ee 
AOCUNEE -cccsce sage, ae 185, 334 88.53 

Shipments* ... 3,178 66, 486, 938 88.94 100.45 

Orders— 

Received* ... 3,721 77,847,041 104.13 117.62 


On hand -_ 
weekt .13,424 280,843,504 


*Orders were 117.09 percent of shipments. 

tBasis of car loadings is January average, 
20,921 feet. 

tOrders on hand showed an increase of 4.22 
percent, or 11,360,103 feet, during the week. 
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New Mills and Equipment 


FLORIDA. Bartow—Bartow Turpentine Co., of 
which C. C. Brown, R. F. D. No. 1, Tampa, Fia., 
is manager, is building a plant for manufacture 
of naval stores. 


GEORGIA. Glennville—Tatum & Thompson have 
teased from H. P. Rimes the machinery of the 
Ludowici Ginnery at Ludowici, and are preparing 
to install a stave mill. 

Sylvester—Worth Lumber Co. 
mill of 25,000 feet capacity. 


erecting planing 





INDIANA. Jasper—New Indiana Chair Co. will 
build factory. 
MISSISSIPPI. Greenville—Greenville Insulating 


Board Corporation organized under laws of Dela- 
ware by officers of the Paepcke Corporation to 
construct a pulp mill for manufacture of insulat- 
ing wallboard at Greenville. 

NORTH CAROLINA. Raeford—Raeford Lumber 
& Supply Co. (Inc.) will erect a lumber dressing 
plant to include planer, edger, double end trimmer 
etc. 

TENNESSEE. Nashville—Farris Hardwood Lum- 
ber Co. having plans prepared for the rebuilding 
of the company’s plant here. 

TEXAS. Yoakum—E. A. Gillum will erect a 
planing mill on Front St. 

VIRGINIA. Bristol—The Lincoln Furniture Mfg. 
Co. will make changes in its plants at Marign and 
Bristol and will probably enlarge both plants. 

WISCONSIN. Shawano—Shawano County Lum- 
ber Co, organized as lumber sales corporation with 
capital of $50,000; will add a dimension mill and 
sell lumber ready-cut. 


Business Changes 


ARIZONA Flagstaff—D. E. Jacobs and H. J. 
Fish, of Flagstaff, have bought the interest of 
J. H. Tausch in the Winona sawmill, 12 miles 
east of Flagstaff, which he has operated the past 
year. Mr. Tausch still owns a sawmill 25 miles 
southeast of Gallup, N. M. 


ARKANSAS. Reader — Mansfield 
Lumber Co. moving to Zwolle, La. 
Waldstein—Wheeler Lumber Co. 


A moving mill 
to Pine Bluff. 


CALIFORNIA. Mar Vista — Wilberg-Swartz 
Lumber Co. succeeded by Robson Longwell. 
Quincy—Jacksick & MacArthur moving to 


Verdi, Nev. 

Salinas—Tilden Lumber & Mill Co. sold to 
Salinas Lumber Co. 

San Francisco—The Union Lumber Co. has ac- 
quired the remaining half of the Glen Blair Red- 
wood Co and is now sole owner. 


CONNECTICUT. Bridgeport — Frank Funkie 
Lumber Co. succeeded by Frank Miller Lumber 
Co. which will operate it as a branch of its 
business at 45 Washburn St. 

Waterbury—Waterbury Lumber Co. 
to Brass City Lumber Co. 


DELAWARE. Greenville—Green & Flinn (Inc.) 
succeeded by Shields Lumber & Coal Co. 


FLORIDA. Bradenton—The retail lumber yard 
of the Ellsberry Lumber Co. has been discon- 
tinued. The company still operates the saw and 
planing mill at Wimauma, Fla. 

Somerset—Ellsberry Lumber Co. sold to Pal- 
metto Lumber Co., of Palmetto and Dunan Lum- 
ber Co. and Updegraff Lumber Co., of Bradenton. 


IDAHO. Bonners Ferry—J. R. Meeker is re- 
ported to have sold his tie mill to Jess Bemis. 

Dietrich—Borden Mercantile Co. succeeded by 
Cc. F. Borden. 


ILLINOIS. Chicago—Baumann-Poe Mfg. Co. 
changing name to Poe Mfg. Co. 

Chicago—Joy-Tarbell Lumber Co. will 
Office to yard at 5527 W. 66th St. 

Round Grove—Austin & Meyers succeeded by 
Austin Bros. 

Westfield—Westfield Lumber Yard sold to 
Charles Kirchner, of Kansas, III. 

INDIANA. Bloomfield—Sawmill of Showers 
Bros. sold to Roy Van Meter who will remove it 
to site on Illinois Central and operate. 

Ladoga—Myers & Myers Lumber Co. sold to 
J. W. Pinnell Lumber Co., of Indianapolis. 

Mulberry—Neher Handle Co. succeeded by 
Neher Handle & Specialty Co. 

LOUISIANA. Basile—E. Aguillard sold to G. J. 
Deville Lumber Co. (Inc.) 

Capitan, Duson, Lafayette and Sunset-—-Hopkins 
Bros. Co. sold to Krause & Managan (Inc.) 

Erath—Reaux Lumber Co. succeeded by Gary 
Lumber Co. 

Ri Algonac—W. E. Warner succeeded 

W. E. Warner & Sons, incorporated; capital, 
$100 000. 

MINNESOTA. Thief River Falls — Prichard 
Lumber Co. succeeded by Central Lumber Co. 

MISSISSIPPI. Columbus—Southern Lumber & 
Breet Co. succeeded by Badger Lumber & Supply 

0. 

Grenada—Day-Winton Lumber Co. (Inc.) sold 
to D. L. Fair Lumber Co. of Louisville. 

MISSISSIPPI. Laurel—C. G. Hull Lumber Co. 
announces removal of offices and headquarters 
from Laurel to Nashville, Tenn. 

MISSOURI. Oregon—Crossan & Zingerle Lum- 


(Ine.) sold 


move 


ber Co. sold to Oregon Lumber Co. 
MONTANA. 


Ballantine — MelIntyre-Saunders 


Hardwood * 









Lumber Co. succeeded by Payne-Saunders Lum er 
Co. 


NORTH DAKOTA. Larimore—O. H. Phillips 
Co. sold to Thompson Yards (Inc.) 
OKLAHOMA. Skiatook—R. C. Montgomery 


Lumber Co. (Inc.) succeeded by Spurrier Lumber 
Co. 

PENNSYLVANIA. Brookville—J. C. Lucas, 
dealer in rough and dressed lumber and general 
planing millwork, at 441 Madison St., has just sold 
his business to the Carr Lumber Co. Mr. Lucas 
has been operating for 41 years. 

Wister—F udd-Thompson Hardwood Lumber Co 
changing name to A. L. Budd Hardwood Co. 


TENNESSEE. Nashville—C. G. Hull Lumber 


Co., of Laurel, Miss., moving general sales office 
to Nashville. 
TEXAS. Goose Creek—J. N. Thornton sold te 


Stewart Heights Lumber Co. 


WASHINGTON. Auburn, Bothell, Kent, Puyallup 
and Renton—Colby & Dickinson (Inc.) sold to 
Columbia Lumber Co. 


New Ventures 


ALABAMA. Anniston—aAnniston Box Co. has 
been formed here by H. K. Regar & Sons (Inc.), 
of Cedartown, Ga., to establish a plant for manu- 
facture of boxes. 

Montgomery—Lester Lumber Co. (Inc.), organ- 
ized by Leonard L. Shertzer, to conduct wholesale 
hardwood concentration yard. Will grade, dress 
and resaw to order. : 


ARIZONA, Phoenix—Maris Lumber & Supply 
Co., new concern. 


CALIFORNIA. Macco Lumber Co. 
is opening a retail lumber yard with L. D. Milne 
as manager. 

Rosemead—Rosemead Lumber Co. 
gan business. 

San Francisco—J. W. Bender and G. L. Carleton 
will operate at 1999 Bryant St. under name of 
Redwood Block Floor Co. 





recently be- 


COLORADO. Montrose—Roy Short reported plan- 
ning to open yard. 
F'LORIDA. Winter Park—L. J. Douglas has 


formed the Service Lumber Co., which has leased 
the property of the E. A. Young Lumber Co. 

GEORGIA. Darien—The Southern Woodworking 
Co., organized by D. R. Forsyth and F. W. 
Stevens; will erect buildings and manufacture 
novelties and handle a general line of building 
materials and hardware. 

Gainesville—Thompson & Randolph have started 
a planing mill and retail lumber yard. 

Lumpkin—LeGrand Lumber Co. organized to 
operate a general sawmill business. 

McRay—Wiley Williams has started a lumber 
business. 

Talbotton—Southmount Mfg. Co. has started a 
planing mill. 


ILLINOIS. Ullin—Ligon Lumber Co. starting 
new yard. 
MASSACHUSETTS. Newton—Cortell Supply Co. 


has begun business handling lumber and other 
building materials. 

NORTH CAROLINA. Goodsonville—Goodsonville 
Lumber Co. has begun a retail lumber business. 

OKLAHOMA. Cheyenne—Dascomb-Daniels Lum- 
ber Co. has started a retail lumber business. 

Rankin — Dascomb-Daniels Lumber Co. has 
started a retail lumber business. 

OREGON. Lebanon — Harris Lumber Co. has 
started a sawmill. 

Medford—R. O. Stephenson opening retail lum- 
ber yard. 

SOUTH CAROLINA. Lexington—C. O. 
has started a planing mill. 


Amick 


TEXAS. Bagwell — Bagwell Lumber Co. has 
started a sawmill. 

Dumas—Foxworth-Galbraith Lumber Co. is es- 
tablishing a lumber yard. 

Gageby—Dascomb-Daniels Lumber Co. opening 


retail yard. 
Lubbock—J. J. Murphy has started a _ retail 
lumber business. 
Zyback—Dascomb-Daniels Lumber Co. 
retail yard. 
WASHINGTON. Blaine—H. L. 
Co. has started a shingle mill. 
Fisher—W. E. Craig has engaged in the saw- 
mill business here. 


Incorporations 


CALIFORNIA. 
incorporated. 

San Francisco—Harry S. Thomson Lumber Co., 
incorporated; capital, $100,000. 

COLORADO. Aspen—Koch Lumber Co. rein- 
corporated; capital, $50,000. 

CONNECTICUT. Waterbury—Brass City Lum- 
ber Co. increasing capital from $20,000 to $200;- 
000. 

FLORIDA. Micco—Yellow Pine Co. of Florida, 
incorporated; 50 shares, R. L. Coleman, et al, 

Williston—Williston Crate Co., incorporated. 

GEORGIA. Lumpkin—Ingram & Le Grand Lum- 
ber Co., incorporated; capital, $50,000. 

ILLINOIS. Chicago—Mummert Lumber & Grain 
Door Co., incorporated; capital, $50,000. 

Chicago—J. A. Stubbs Box Co., incorporated. 

LOUISIANA. Bogalusa—Lamar Lumber Co. in- 
creasing capital from $1,150,000 to $1,325,000. 


opening 


Jenkins Lumber 


Eureka—Graham Lumber Co. 








Red Cedar 


Shakes 


WE can supply all 


your needs in carloads, 
mixed carloads or part 
carloads. Any car of 
lumber or shingles from 
the Northwest can be 
routed via our Seattle 
warehouse to load 


shakes. 


W 


We can furnish any special 

grade of Red Cedar Shingles 

— especially 24" shingles up 
to 1" in thickness. 


COAST CEDAR SHINGLE CO. 
White Building - Seattle, U.S. A. 








Douglas Pacific 
Fir /poustasFir\ "eec* 


~ VIZ a 
Douglas Fir 


Exploitation 
& Export Co. 








EXPORT SHIPPERS— 
CARGO and PARCEL 
SHIPMENTS TO ALL 
FOREIGN MARKETS 

















1125 Henry Building, 
SEATTLE, WASH. 


BRANCHES: 
SAN FRANCISCO, CALIF, 
PORTLAND, ORE. 
CABLE ADDRESS, all offices, FIREXCO 


Cc. I. F. OFFERS 


on Request 
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Douglas Fir 
and Western 
Hemlock 


Lumber and 
Timbers 


Here is the place to 
get any stock you re- 
quire—green or dry, 
rough or surfaced, any 
size or grade. Just 
send us a memoran- 
dum of your require- 
ments and let us dem- 
onstrate our service 
to you. 


We cut timbers all 
sizes up to 80 feet in 
length. 


Car and Cargo 
Shipments Anywhere. 


DEMPSEY 
Lumber Co. 


TACOMA, WASHINGTON 














{| We Can Quickly 
Fill Your Orders 


for all standard 
items in lumber, + 
lath and shingles <y 
right from our 3 <. 
a yy we 
nd. ur daily 
capacity of 225,- || © CoG 
000’ lumber; 150.- <y 2 


000 lath and 50,000 
% 


shingles keeps well 
balanced stocks. 

White River Lumber Co. 
ENUMCLAW, WASH. 


Re » 














House Doors, 1-2 or 5 panel, 

Casement or French Doors, 

Garage Doors, 

Turned Columns & Newels, 

Square Built-Up Columns, 

Gutter, Pickets, 

Square or Turned Balus- 
ters, Porch Rail, 

Mouldings, Battens, Lattice, 

K. D. Window, Door and 
Cellar Frames. 


John D. Collins Lumber Co. 
White Bidg., Seattie, Wash. 


WE 
SHIP 


the following 
either in straight 

or mixed cars, 
with yard stock: 














HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 Se. Dearborn St., CHICAGO 


Hammond—John 
capital, $10,000. 

Plaquemine—Schwing Lumber & Shingle Co., 
incorporated. 

MAINE. Bangor—Carter Lumber Co., incorpo- 
rated. 

MICHIGAN. Detroit—W. F. Hurd Lumber Co., 
incorporated; capital, $3,000. 

. MASSACHUSETTS. Hudson — Overland Door 
Co., of Massachusetts, Maine & New Hampshire, 
incorporated; 1440 shares, no par value. 


MISSOURI. Joplin—Western Land & Lumber 
Co., incorporated. 

Joplin—Southwestern Sash & Door Co., increas- 
ing capital from $25,000 to $75,000. 

St. Louis—Collins Timber Co., 
capital, $50,000. 


NEW YORK. Hancock—Hancock Lumber & 
Supply Co., incorporated, capital, $10,000. 

Lockport—Trans Pacific Lumber & Pulp Export 
Corporation, incorporated; 200 shares no par 
value; F. Howard Lerch, 128 Walnut St. 

New York, Manhattan—Eagle Lumber Corpo- 
ration, incorporated; capital, $10,000; Louis 
French, 451 E. Houston St. 

Patchogue—Patchogue Lumber & Supply Cor- 
poration, incorporated; capital, $10,000. 

Rothester—Kernis & Co., incorporated; capital, 
1,000 shares, no par value; to deal in lumber, 
ecard racks, awnings, etc. Andrew A. Kermis, 532 
Remington St. 

Syracuse—Floor-Wiegand Co., incorporated; cap- 
ital, $10,000; wood products. 

NORTH CAROLINA. Lexington—Blackston Lum- 
ber Co., incorporated; capital, $175,000; to deal in 
lumber and building supplies. 

OREGON. Eugene—Peters-McDonald Lumber Co., 
incorporated; capital, $10,000; sawmill. 

Noti—Long Tom Lumber Co., incorporated; cap- 
ital, $10,000. 

TENNESSEE. Memphis—F. J. Daugherty Lum- 
ber Co., incorporated; capital, $25,000; wholesale 
lumber. 


TEXAS. Breckenridge—Clay Lumber Co. in- 
creasing capital from $250,000 to $300,000. 


Lumber Co., incorporated; 


incorporated; 








Fort Worth—John E. Quarles Co, increasing cap- 
ital from $120,000 to $300,000. 

VIRGINIA. Marshall—Marshall Planing Mills, 
incorporated. 

WASHINGTON. Aberdeen—Mill & Logging Sup- 
ply Co., incorporated; capital, $50,000; logging ma- 
chinery. 

Bellingham—Hogg-Houghton Logging Co. de- 
creasing capital to $75,160. 

Bellingham—Columbia Lumber Co. increasing 
capital to $500,000; sawmill. 

Olympia—Hubble Log Dump, incorporated; cap- 
ital, $18,000. 

Seattle—Seattle Lumber & Cross Arms Co., in 
corporated; capital, $2,500. 

Spokane—Peters Lumber & Supply Co., increas- 
ing capital from $50,000 to $75,000. 

WISCONSIN. Shawano—Shawano County Lum- 
ber Co., incorporated; capital, 500 shares, par 
value, $100; to deal in wood products. 

Stoughton—Stoughton Lumber & Fuel Co., in- 
corporated; capital, 500 shares common, $100 par 
value; 250 shares prf., $100 par value. 


BRITISH NORTH AMERICA 


ONTARIO. Toronto—Ontario White Pine Lum- 
ber Co. (Ltd.), chartered with capital of $100,000; 
opening office at 501 McKinnon Bldg. 

Kitchener—Kitchener Lumber Co. (Ltd.), char- 
tered with capital of $50,000. 


Casualties 


CONNECTICUT. Bridgeport—Frank Miller Lum- ° 


ber Co., loss by fire caused by sparks from emery 
wheel, $75,000. 

MISSISSIPPI. Holly Bluff—Lake George Hard- 
wood Lumber Co. lost 500,000 feet of cypress logs 
and lumber by fire which threatened mill. 

NEW YORK. Brooklyn—Steinberg & Klanzer, 
loss by fire in lumber yard, $50,000. 

WISCONSIN. Tomahawk-—Raymond Lumber Co., 
loss by fire. : 








JACOB L. RUMBARGER, the oldest lum- 
berman in Philadelphia, if not in Pennsyl- 
vania, died Friday evening, March 8 in his 
94th year. Though a native of Pennsylvania, 
Mr. Rumbarger had lived many years in 
other places, including Indiana and West Vir- 


ginia, when those States were considered 
“far west” and a wilderness. Mr. Rumbarger 
was born Jan. 18, 1836, at Warrior’s Mark, 
Huntington County. As a boy he lived in 
Jefferson County when the lumber trade 
was at its height. From 1850 to 1860 he 
cut white pine and hardwood in that section 
and aided in floating each year’s cut down 
streams to the _ mills. During that period 
he saw the introduction of circular saws and 
steam power. In 1858 Mr. Rumbarger mar- 
ried and two years later with his wife and 
infant son set out by oxcart for the West. 
They arrived without mishap at Kingston, 
Ind., where the youthful lumberman built 
a log cabin for his little family. Four years 
later he established one of the first sawmills 
in that section, and began a successful career 
of about twenty years in lumber operations 
which he later continued in West Virginia. 
But this period was broken by the Civil War. 
ae failed and the lumber business suf- 
ered. 

At the outbreak of the war, Mr. Rum- 
barger aided in preparing for war emergencies 
by providing logs to build temporary trestles 
where Confederates had burned the railroad 
bridges. He also had a part in the construc- 
tion of the Union Pacific Railroad, shipping 
lumber west from Indiana. He supplied tim- 
ber for the Providence (R. I.) city hall, 
shipping the first quarter-sawed oak after 
he had been instructed how to cut it by an 
English architect. Thus he inaugurated the 
quarter-sawed oak industry in this country. 
Mr. Rumbarger often recalled the trials of 
the pioneer lumberman—the dangers of mov- 
ing log rafts down-stream, the difficulties of 
shipping when American railroads ran on 
varied gauged tracks, and so on. From West 
Virginia Mr. Rumbarger and his family— 
there were then five children—returned to 
his native State. He continued the lumber 
business in Philadelphia and was active until 
his retirement in 1907. He was mentally 
active up to the time of his death. 

The deceased was a member of local lumber 
associations and a devoted communicant of 
the Logan Methodist Episcopal Church. Mr. 
Rumbarger’s death followed five years after 
that of his wife, who succumbed shortly after 
the couple had celebrated their sixty-fifth 
wedding anniversary. hey were of the 
same age. Besides his children, he is sur- 
vived by several grandchildren and great- 
grandchildren. 


PATRICK C. LYNCH, secretary, treasurer 
and general manager of the Blue Jay Lum- 
ber Co., Blue Jay, W. Va., died at a hospital 
in Richmond, Va., March 5 following an 
operation. Mr. Lynch, who was born at 
Warren, Pa., May 5, 1860, and was therefore 


past 68 years of age had a long and suc- 
cessful career as a lumberman in Pennsyl- 
vania and West Virginia. He was first a 
manufacturer of hemlock shingles at Spar- 
tanburg, Pa., about 1888 and later operated 
a saw mill on Blue Jay Creek in Forest 
County, Pennsylvania, calling his company 
the Blue Jay Lumber Co. Having been suc- 
cessful in this he, with George Barlow, a 
banker of Corry, Pa., bought a tract of timber 
near Sand Patch in 1897 and started an oper- 
ation calling it also Blue Jay Lumber Co 
Having cut out at that point, he, together 
with P. P. Griffin of Lock Haven, and C. L. 
Goodwin of Greensburg, formed a _ corpora- 
tion in Sept. 1903 for the purchase of a large 
tract of timber in Raleigh County, West 
Virginia, and erected a large band sawmill, 
the enterprise being also called Blue Jay 
Lumber Co. That company is still operating 
and besides its extensive lumber business, 
has been, during most of its existence, an 
operator of coal mines in the New River 
field. Mr. Lynch was the resident owner 
and manager of these enterprises which were 
all successful. He was a man of tremendous 
energy and of the highest character and was 
held in the highest esteem by his associates, 
his employees and the people of his com- 
munity. He was active in politics in his 
county but never held office. He was a 
devout member of the Catholic Church and 
also belonged to the order of Elks. Besides 
his widow Mr. Lynch leaves four sons: For- 
rest H. who has been his assistant as man- 
ager, Charles, Chester and Griffin, and, two 
daughters, Grace and Mrs. E. J. Fourney, 
all of Blue Jay, W. Va. 


LEON G. BROWN, commission lumber 
salesman, of Huntington, W. Va., died Feb. 28 
at the home of his son, G. M. Brown, in that 
city. Mr. Brown was taken sick with pneu- 
monia on Dec. 18 and was making a good 
recovery from that when he was _ stricken 
with heart trouble on Feb. 20 and died eight 
days later. He was born in Jamestown, 
N. Y., July 18, 1844, a son of Nathan and 
Caroline La-Fevre Brown. He was engaged 
with his ‘father in selling sash, doors, build- 
ers’ supplies from flat boats on the Ohio 
River from about 1866 to 1884 at which time 
he purchased the Builders’ Supply Store of 
A. B. Palmer, at Huntington, W. Va., which 
business he operated until 1894. After that 
date he sold lumber and builders’ supplies 
for manufacturers to the dealers in his sec- 
tion. He was probably the oldest and best 
known lumber salesman in the Ohio Valley. 

Mr. Brown was a member of Western Star 
Lodge A. F. & A. M. and of Huntington 
commandery, Knights Templar, Huntington, 
W. Va., also member of the Presbyterian 
Church, and of the G. A. R. Post of Huntins- 
ton as he served in the Union Army _ in 
Co. F, 112th N. Y. Infantry in the Civil War. 
Funeral services were held at the Arther 
Funeral Home in Huntington, W. Va., and 
were attended by a large number of lumber- 
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men from this section. ‘The remains were 
taken to Jamestown, N. Y., for burial. A 
son, G. M. Brown, survives and will continue 
the business. 


JAMES THATCHER HODGE, 42, vice pres- 
ident and manager of the William L. Rawn 
Co., lumber exporter, Seattle, died March 7 
at his home there after a month’s illness. 
Mr. Hodge was well known as an expert in 
foreign trade for the last fifteen years and 
was rated as one of the most promising of 
the younger business men in Seattle because 
of his interest in civic affairs. Mr. Hodge was 
porn in Ohio. He graduated from Corneli 
University, going to Seattle twenty years 
ago. He was one of the founders of the 
Northwest Trading Co. which did an ex- 
tensive business during the war. Subse- 
quently Mr. Hodge organized his own 
company under the firm name of J. T. Hodge 
& Co. For the last two years he has been 
associated with William L. Rawn. He was 
also an active member and a former vice 
president of the Pacific Lumber Exporters’ 
Association. He served as a captain of 


artillery in the world war. Mr. Hodge is 
survived by his widow and three small 
children. 


EMIL A. FRANKENBERG, aged 60, secre- 
tary-treasurer of the Brooke Lumber Co., of 
Pataskala, Ohio, for the last eleven years, 
died at his home March 11], as the result 
of a stroke of paralysis. He had been in 
the retail lumber business for almost 40 
years having - been affiliated with several 
concerns of Pataskala previous to the or- 
ganization of the Brooke Lumber Co. He is 
survived by his’ wife, five daughters and 
three sons, a brother and two sisters. He 
was born just west of Columbus but his 
parents moved to Pataskala when he was 
quite young. He was secretary of Pataskala 
Lodge A. F. & A. M., having served in that 
capacity for ‘sevén years. He was also a 
member of a numberof other Masonic bodies, 
the Order of the Eastern Star, the Knights 
of Pythias and the Modern Woodmen of 
~ Masoui .aineral services were 
eld. : 


STEPHEN HOLLANDS, former mayor of 
Hornell, -N. Y., and for. many years engaged 
in the lumber, coal and feed business there, 
died on March 10, after an illness of several 
months, aged 72. He was born in Mansfield, 
Pa., and went to Hornell to take a position 
as clerk in a hardware store in 1872. The 
next year he and his brother, George, formed 
the George Hollands Co., dealer in lumber, 
coal and feed. Later George Hollands sold 
out to L. W. Rockwell and still later Ste- 
phen Hollands acquired the entire business. 
In 1883 he was elected to the board of edu- 
cation and served on that body for thirty 





years. In 1923 he was elected mayor and 
re-elected in 1925. Two years later he re- 
tired. Surviving are four sons, William G., 


president of the Steuben Trust Co.; Herbert 
R. and Stephen C., who conduct the Hollands’ 
business, and Walter Hollands, and one 
daughter, Miss Mary Louise. 


CHARLES SUMNER RUSSELL, president 
and treasurer of Dant & Russell (Inc.), of 
Portland, Ore., died at his home in that city 
on March 11. Mr. Russell was born at Al- 
mont, Mich., in 1859. He had been in the 
lumber business since early manhood having 
entered the business with the Stephens Lum- 
ber Co., of Waters, Mich. He went to Port- 
land in 1893 and soon after joined in forming 
the Dant & Russell organization. He was 
active in the business until about six months 
ago when his health failed. A widow and 
= son, W. S. Russell, of Portland, survive 

m. 


MRS. CORNELIA BUTTLES KNEELAND, 
64 years old, widow of Di M. Kneeland, 
Michigan and Wisconsin lumber manufac- 
turer, died March 9 at her home in St. 
Louis, and was buried in Milwaukee, Wis., 
on March 12. Mrs. Kneeland was born in 
Milwaukee, May 5, 1864, the daughter of 
Anson W. and Cornelia Mullie Buttles, pio- 
neers of Milwaukee County. For several 
years after her husband died she lived in 
Boston, but for the last seven years she 
had been a resident of St. Louis. She is 
survived by a daughter, Mrs. George A. An- 
drews of St. Louis and a son, Pierson Knee- 
land of Phillips, Wis. 


MRS. ALICE MOORE, aged 70, sister of 
the late William Buchanan, once president 
of the Louisiana & Arkansas Railway, died 
at her home in Texarkana, Friday, Mar. 8, 
and the funeral was held in the same city 
the following day. Mrs. Moore was ‘the 
mother of Robert, William, Henry and Gil- 
bert Moore, owners of the Red River Lum- 
ber Co., of Shreveport; and a sister of Rob- 
ert Buchanan of Stamps, Ark., and James 
Buchanan of Texarkana. 


HENRY W. FIX, 66 years old, a retired 
lumberman, died at his home in St: Louis 
on March 6, and was buried on March 9. 

r. Fix was connected with the Lothman 
Cypress Co. of St. Louis for 28 years, retir- 


ing about three years ago. He also was 
treasurer of the North St. Louis Planing 
Mill; vice-president of the Water Tower Bank 
and president of the Angelica Land & Tim- 
ber Co., all of St. Louis. He is survived 
by his widow, Mrs. Emma Zoeller Fix. 


MRS. MARGARBT HARBERG, widow of 
John Harberg, who was for many years con- 
nected with the Wright & Wilhelmy Co., 
wholesale hardware, Omaha, Neb., and mother 
of Roy Harberg, owner of the Harberg 
Lumber Co., Springfield, Neb., died at her 
home in Omaha, Wednesday evening, March 6, 
after a protracted illness. 


GEORGE W. LANGFORD, lumberman of 
Saluda, S. C., died recently at his home in 
the Cool Spring section of Saluda County. 
He was 61 years of age, and was a native 
of Lexington County, S. C. Besides being 
engaged extensively in the lumber business 
and farming, Mr. Langford was active in 
politics. He was chairman of the board of 
commissioners of Saluda County at the time 
of his death. 


GEORGE E. SPRAGUE, of the Eastern 
Millwork Bureau, died recently at his home 
in Greenwich, Conn. Mr. Sprague was born 
at Edinburgh, Scotland, May 1, 1897, and was 
enrolled in the International Concatenated 
Order of Hoo-Hoo Dec. 2, 1926. He had an 
extensive acquaintance among eastern lumber 
dealers and was very popular. His death 
followed a serious -operation. 


WILLIS EUGENE CARD, 74 years old, 
lumber inspector for the N. P. Bowsher 
Manufacturing Co., of South Bend, Ind., died 
recently in a hospital there following an 
illness of nearly a year. He went to South 
Bend when five years old with his parents 
from Ottawa, Ill., where he was born. He is 
survived by the widow and two daughters. 


JOSEPH H. COATES, 81 years old, who 
built the first sawmill at Sauk Rapids, Minn., 
died March .11 in a St. Cloud, Minn., hospital. 
At various times Mr. Coates was a member 
of the state legislature, judge of probate 
and justice of the peace. His death followed 
an extended illness. He is survived by a 
widow and four children. The sawmill was 
destroyed by a cyclone in 1887. 


H. C. MESCH., president of the Kiel Wooden 
Ware Co., Mellen, Wis., and well known 
among northern lumbermen, died on March 7 
and was buried on March 11 at Kiel, Wis. 
His death was unexpected and a shock to 
his many friends in the lumber world. Mr. 
Mesch was an active member of the Birch 
Club. 


Cc. H. HUDEL, president of the American 
Lumber & Manufacturing Co. and widely 
known throughout Wisconsin and the Middle 
West, died in Milwaukee on March 3 


Timber Land Sales 


VIDALIA, GA., March 11.—Daniel Bros., 
who a few days ago purchased the tract of 
timber near Higgston known as the McLemore 
tract, are installing a sawmill which when 
completed will have a daily capacity of around 
fifty thousand feet. It is said the company 
has around ten years cut bought and con- 
tracted for in this vicinity. The McLemore 
tract is probably the largest tract of virgin 
timber in this section of Georgia, the trees 
being original growth and having never been 
turpentined. 


ATLANTA, GA., March 11.—A timber tract 
near Hazlehurst, Ga., was recently sold by 
the Downing Naval Stores Co. to the Heaton 
Hardwood Lumber Co., of Hazlehurst, the 
tract estimated to contain about 15,000,000 
feet of hardwood timber. The company is 
investing nearly $100,000 establishing a large 
mill for development of the property. 





HAZARD, KY., March 11.—In the Wootons 
section of Leslie County, McGlone Bros. pur- 
chased several hundred acres of timber, 
largely oak, which they propose opening for 
development this spring. Stave mills will be 
installed. At Troublesome Creek, Jones & 
Miller, of Hazard, bought 400 acres of tim- 
ber lands. 

G. W. Metcalfe and others closed a deal 
on 300 acres of timber on Cutshin Creek east 
of Hazard. 





California’s lack of rain this season is prov- 
ing a source of considerable anxiety, not only 
to agriculturalists but also to lumbermen. The 
season to date has been an exceptionally dry 
one, and with the coming of balmy, summer 
weather so early, fear is felt that there will 
be little more rain. Fire hazards are, of 
course, the chief concern of the lumbermen. 
High in the Sierras, it is reported, the snow- 
fall this year has not been much short of 
normal. 
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TRY OUR 
No. 2 Common S45 


Dimension 


The grade is good —You will 
like it. 

Straight cars any length or mixed 
with other items of yard stock in 
any assortment. 


Shipments “Right Now.” 


Pacific States 


Twasn” Lumber Co. 


WASH. 
REPRESENTATIVES : 
S. B.Marvin, 518 Peoples Gas Bldg., Chicago, Ill. 
K. J. Clarkson, 833 McKnight Bidg., Minneapolis, Minn 
James A. Harrison, P.O. Box 745, Sioux Falls, S. D. 
Frank Probst, P.O. Box, 1187, Fargo, No. Dakota 
O. G. Valentine, P. O. Box, 171, Denver, Colorado 
H.E.Wade, - - - - = Lincoln, Nebraska 




















The Polleys 
Lumber Co. 


Pondosa 
bes. Pine 


Selects 


General Offices and Mills: 
” SnPMilwaukee Rys. Missoula, Mont. 


Manufacturers of 


samme 





SITKA SAT 


We cut our own 
timber, in a modern 
Band Mill, equipped with latest 
type Kilns and High Speed Planers. 


Our Specialty is Shop. 


(Strong to Edge Grain) ‘ 


‘Also Spruce Finish $4S 
(13/16 x 1/2” Off in Width) 
Capacity 150,000 Ft. 
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WINCHESTER BAY LUMBER CO. 


REEDSPORT, OREGON 








HIGH LINE STRUCTURAL _ GRADE 
DOUGLAS FIR 


Saves Space—No Bulk, yet Strong. 


ERNEST DOLGE, Inc. 
TACOMA, WASH. 
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Co PORTLAND, ORE. C3 


= 


When You 
Need FIR 


Long Dimension 
Plank, Timbers ana 
Long Joists 








Service 





Quality 


WRITE OR WIRE, 


The Griswold Lumber Co. 


Failing Bldg, PORTLAND, ORE. 























Griswold-Grier Lumber Co. 
SALES AGENTS: Evergreen Lumber Company. 
CAR CARGO 


Willapa Lumber Co. 


Fir 
Old 
Spruce 
Growth | Hemlock 
Our Specialty 
Vertical Grain Uppers 


Carefully dried—Well manufactured. 
Mills: - + RAYMOND, WASH. 
General Sales Office: PORTLAND, ORE, 
Chicago Representative 
Western Wood Products Co., 2251 S. Loomis St. 
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Put 


“Come on Home” 
in your 


Home Town Library 


“Come on Home,” by Douglas 
Malloch, “the Lumberman .” 
should be in every public ubrary 
in America, 

Wouldn’t you like to be the one 
to put it in the library in your 
home town? (It ought to be in 
the high school library, too.) 

For $3.00 we will send you, post- 
paid, three copies—one for your- 
self, one for the library, and one 
for the high school. (Regular 
price, $1.25 a copy.) 

Can you think of as fine a thing 
to do, at so little expense?—any- 
thing so likely to delight librarian, 
teachers and pupils, and to pro- 
enuad y love of home in your home 
own 


Address the Publisher, 


Americanfiunberman 


431 South Dearborn Street, 
il, 





(If you prefer, and will send us the names 
and yy with ote, we will gene the 
ior ary an gh school 
with a letter from us saying they are a aitt 
from you ) 
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News Notes from Amat! 


Aberdeen-Hoquiam, Wash. 


March 9.—T. W. Tebb, sales manager Pacific 
Lumber Agency, states that prices on lumber 
are being held very firm by the mills here. 
While the volume of business is not as great 
as was expected for last month, the out- 
look is good, and it is thought that with the 
opening of the spring in the East the demand 
will increase. The demand for car material 
is very good. 

Thorpe Babcock, former manager of the 
North Western Lumber Co., of Hoquiam, is 
the guest of Neil Cooney, manager of the 
Grays Harbor Commercial Co., over the week 
end. Mr. Babcock has entered the brokerage 
firm of Blyth, Wittwer & Co. in Seattle. 

The North River Logging Co., with a capi- 
talization of $75,000, has just been formed by 
Edward A. and Frank D. Hobi, formerly of 
the Hobi Logging Co. Construction work on 
a spur track to the main line of the Oregon- 
Washington Railroad & Navigation Co., two 
miles south of Arctic, will be started at once. 


Denver, Colo. 


Mareh 11.—Spring weather arrived last 
week, and wholesalers report that orders are 
beginning to come in from country yards, 
where stock had been low. There is consider- 
able building being done in Denver. 

The Andersen Lumber Co., of Bayport, 
Minn., frame manufacturers, through the Mc- 
Phee & McGinnity Co., was host to 150 local 
contractors and lumber dealers at a banquet 
one evening last week at the Oxford Hotel. 
R. E. Spencer of the R. E. Spencer Lumber 
Co., this city, was chairman. H. H. Horton, 
western representative of the Andersen com- 
pany, gave the principal address. An entér- 
tainment stunt was a competition between 
two Denver carpenters in nailing up window 
frames. A motion picture was also shown. 


Kansas City, Mo. 


March 12.—Demand for lumber shows a 
slow gain in this market. Salesmen in off the 
road Saturday reported a big volume of busi- 
ness waiting to be placed as soon as the 
weather is more favorable, particularly in 
nerthern States like Iowa, Nebraska, Illinois 
and Indiana. Farther south builders have be- 
gun to get into action, but retailers report 
having many orders they are unable to deliver 
because of bad roads. In the South and 
Southwest, demand is good and retailers are 
laying in a little stock ahead of immediate 
demands. Oil field demand is rather slow. 
Local builders, in some instances, have had 
to blast off the top soil to get a start on 
houses wanted in a hurry. 


Minneapolis, Minn. 


March 11,—With the first faint signs of 
spring, the market begins to take on more 
activity. Aside from the main highways, 
roads are in bad condition. Inquiries, how- 
ever, are increasing, and prices in a number 
of lines are showing unmistakable strength. 

Railroads are active in the northern pine 
market, placing orders for car repair and 
maintenance materials. Railway budgets re- 
cently compiled indicate that purchases of 
northern pine this year will be larger than 
during 1928. 

Northern white cedar men report an in- 
crease in orders for poles and certain sizes 
of posts. Spring orders being placed by the 
phone and telegraph companies indicate a 
strengthening market. Cedar dealers are 
cheered by announcement of telephone com- 
pany budgets, which allot considerable funds 
to construction work. The 4-, 5- and 6-inch 
posts are in demand, but 2- and 3-inch are 
weak. 

Lath inquiries and orders are being received 
in greater volume. The sash and door plants 
of the Twin Cities still are operating on short 
schedule, with every thaw raising hopes for 
an early renewal of normal business. 

Few transit cars are appearing at the 
Minnesota Transfer Railway Co. tracks, Dur- 
ing the week preceding last Wednesday, one 


or three cars of lumber was moved and three 
new ones arrived, leaving a total of five. One 
ear of shingles arrived and one was left over 
from the preceding week. There are a num- 
ber of unsold cars of shingles in storage. 

John E. Holm, since 1922 connected with 
the Chisholm (Minn.) offices of the King 
Lumber Co., has been transferred to the main 
office at Grand Rapids, Minn. 


Milwaukee, Wis. 


March 12.—Operators here are reporting, 
without qualifications, that business is good. 
Building operations generally are getting un- 
der way. The big demand held back by the 
weather, has begun to arrive. Common lum- 
ber is active. Country trade is opening up 
with more activity. Prices of softwoods are 
stiff. The hardwood market is strengthen- 
ing constantly. 


St. Louis, Mo. 


March 11.—The market for southern pine 
is confusing to the trade. Transit cars are 
being disposed of with difficulty, and in some 
instances at a loss, while on the other hand 
mill shipment orders that are offered by deal- 
ers are just as difficult to place with the 
mills. It is believed that this situation is 
due to the fact that weather in consuming 
sections is still too cold to permit of outdoor 
building operations, which would absorb 
transit cars while mill shipments are desired 
of material needed by industries. Dealers 
in the northern cities are complaining of poor 
business during January and February, on 
account of the cold weather, but are hopeful 
that demand will soon assert itself. 

The shingle situation also is puzzling. While 
extra stars in transit have declined 10 cents, 
mill shipments have advanced 10 cents, and 
are now quoted at $4.51 and $4.71, f. o. b. St. 
Louis, respectively. Transits are said to be 
weaker because the Pacific coast mills got 
into production and made shipments before 
the East was ready to take care of thie offer- 
ings. 

West Coast lumber is slightly weaker, and 
increased offerings make it much easier to 
place business than it has been in several 
weeks. 

The second annual Building Material Show 
will be held at the Coliseum during the week 
beginning April 20. 


Brookhaven, Miss. 


March 11.—Pine orders last week were 
slightly under normal production, but orders 
fit the stock sheets mighty well: Weather 
was extremely bad during February, so ship- 
ments were held down and mill stocks in- 
creased. Orders for export have been ex- 
tremely heavy, especially for sawn timbers, 
and prices were very much more than re- 
cently prevailed. The mills have had sawn 
timber orders for almost thirty days and have 
not been able to ship a car, due to the heavy 
pressure of interior business. The box fac- 
tories are sold ahead for several weeks and 
they can only quote now for delayed shipment. 

Production of 3-inch flooring is being cur- 
tailed as demand is shifting to 4-inch. The 
4-inch rift has been selling rather heavily 
and a number of flat grain items are badly 
oversold. B&better and No. 2, 4-inch flooring 
have been very heavy sellers. B&better drop 
siding has been selling in good volume, par- 
ticularly No. 117, stocks of which are light. 
No. 1 drop siding stocks are light, and consist 
mostly of patterns Nos. 104 and 105. No. 2 
drop siding has continued to sell quite well, 
and a number of items are oversold. Orders 
for Nos. 104 and 106, No. 2 are heavy. No. 3 
drop siding has been selling in good volume. 
Ceiling, %x4-inch, has been selling in very 
heavy volume, particularly in longleaf. Nos. 
1 and 2, and %x4-inch have been very heavy 
sellers. No. 2 ceiling has been the feature 
and is oversold at most mills. Stocks of par- 
tition, %x4-inch, are being kept low. Bevel 
and square edge siding have been selling fairly 
well. Molding orders have been light. 
B&better finish has been selling fairly well to 
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industrials, and thicker finish has sold in good 
volume. No. 1 and C finish is oversold in 5/ 
and 6/4 and stocks of 4/4 are light, and as 
export saps absorb the longleaf, mill stocks 
are mostly shortleaf. . 

No. 2 4-inch fencing remains very heavily 
oversold. No. 2 6-inch fencing and flooring 
continue to sell in heavy volume, and are 
oversold. No. 2 longleaf and shortleaf 8-inch 
boards are available in fair volume, but 10- 
and 12-inch are in rather short supply. The 
5/ and 6/4 continue to sell in good volume, 
and stocks of 5/4 No. 2 are low. \No. 3 4-inch 
fencing continues to be sold well ahead for 
crating. No. 8 6-inch fencing and flooring 
sales have shown a decided increase. No. 3 
shortleaf boards remain badly oversold, and 
as prices on the longleaf have been reduced 
about $1 a heavier volume of orders is 
coming in. No. 4 boards are sold ahead to 
grain door operators, and there is a heavy 
inquiry for export dunnage. 

No. 1 dimension stocks are still very badly 
broken, particularly the dry, and No. 2 stocks 
are even more badly broken, while No. 3 di- 
mension is sold up close to the green. 

Lath are a little sluggish and while mills 
have nice order files, some such business is 
for delayed shipment. 
eager for orders and are quoting slightly under 
$4 f.0.b. mill. No. 2 lath are still more sluggish 
but output-is rather light. Pine shingles 
have been selling fairly well, and stocks are 
fairly low, especially in No. 1 heart and better. 


Jacksonville, Fla. 


March 11.—Demand for southeastern woods 
has shown little improvement. Prices on all 
pine items are weak. The pine market, how- 
ever, has gained some impetus through the 
placing of several large orders for industrial 
timbers and lumber, for mills and villages in 
Alabama and Georgia, all of which were given 
southern wholesalers. There is a fair demand 
for yard and shed stock, particularly upper 
grades of finish and flooring. Ceiling, siding 
and partition are moving very slowly, and the 
accumulation at the mills is such that con- 
cessions are being made. This is also true 
of small timbers and framing. Longleaf tim- 
bers in prime and merchantable grades, as 
well as all heart timbers, are in fair demand, 
and the railroads are taking a considerable 
amount of cypress trunking and capping, car 
siding and lining as well as cypress timbers 
for bridge and other outside construction. 

There is a good demand for all hardwood 
items except oak. Poplar is probably the best 
mover, and mill stocks are very low. The 
furniture and automobile industries are taking 
a good volume of sap and red gum, hickory, 
ash-.and other woods. The export market is 


only .fair,. but prices are firm. 


Jackson, Miss. 


March 11.—Pine manufacturers and whole- 
Salers are greatly. pleased with the improve- 
ment in the weather. There have been nics 
placements of orders covering regular yard 
stock and 3- and 4-inch B&better flooring. No. 
1 and C flat grain flooring is ‘in surplus, but 
prices are firm and some mills report nice 
sales. No. 2 flooring continues in its strong 
position, but sales have been lighter than they 
were. A larger volume of ceiling is moving, 
mostly in mixed cars, with only B&better in 
surplus. Lath are gaining strength, slightly 
heavier volume of business being booked. 

Timbers, both longleaf and shortleaf, are 
exceedingly strong, with plenty of takers for 
all offerings. Most mills report heavy order 
files covering special cutting in heart and the 
large sizes in square edge and sound and 
merchantable. Export demand has been brisk, 
and most quotations covering timbers are for 
60 to 120 days’ shipment. Dimension has be- 
come stronger, as with the bad weather of 
the last eight weeks this item is in very short 
supply, with stocks broken. Those in close 
touch with the situation believe that desirable 
iene in dimension will show an advance in 
price, 

Hardwood sales last week were much better, 
most of the stock going to the automobile in- 


Some mills are a little - 


trica’s Lumber Centers 


dustry. The furniture trade also furnished 
some business, and the crating plants are 
coming into the market. Saw logs have been 
scarce, and some items for quick shipment are 
bringing better prices than prevailed last 


| Duluth, Minn. 


March 11.—Steady improvement in demand 
for all classes of northern pine is reported 
by interior sawmills. Heavier shipments of 
medium and lower grades are going out over 
the territory. Line lumber yards are being 
compelled to stock up to a greater extent. In- 
terest in the lath market is gaining. Sales 
of box lumber remain an outstanding feature. 
Woodsmen are reported to be making satisfac- 
tery progress in getting out their winter cuts. 


Bogalusa, La. 


March 11.—At a banquet at Pine Tree Inn 
last Wednesday night, of officers and stock- 
holders of the Great Southern Lumber Co., 
the Employees’ Stockholder Club was organ- 
ized, with W. A, Chandler as president; E. A. 
Strattman, vice president, and Mrs. L. L. 
Webb, secretary. At this banquet were pres- 
ent 291 of the 327 employee stockholders of 
the Great Southern Lumber Co. and its allied 
enterprises, the Bogalusa Paper Co., Bogalusa 
Turpentine Co., and Bogalusa Stores Co. It 
was decided to hold meetings of the club 
every three months, with three main objects 
in view: To promote a closer relationship be- 
tween employee stockholders, to keep em- 
ployee stockholders informed about the stock 
ownership plan, and to discuss ways and 
means whereby better results can be obtained 
through the operation of the various com- 
panies. 

With a view to recognizing loyal and effi- 
ecient services of employees, and to enable 
them to participate in the earnings beyond 
their salaries and wages, the board of di- 
rectors of the Great Southern Lumber Co. in 
1921 adopted the employee stock ownership 
plan. How this idea was conceived and how 
it has grown in significance and importance 
was told at the meeting by Mr. Chandler, who 
is superintendent of the lumber manufactur- 
ing operations here. 

Col. A. C. Goodyear, president of the Great 
Southern Lumber Co. was one of the prin- 
cipal speakers and assured all those present 
that he was completely sold on the stock- 
holder plan and on the stockholder idea 
of operating the club. He reviewed re- 
sults that have been obtained for the 
employees through the stock ownership 
plan and called attention to the steady in- 
crease in dividends since 1924. Col. Good- 
year paid a glowing tribute to the late Col. 
W. H. Sullivan, to whom he referred as “a 
great leader in this community, whose life 
was devoted to its development.” Col. Good- 
year expressed his belief that there is ‘an era 
of prosperity in view during the administra- 
tion of President Hoover, and added, “I think 
altogether we are in excellent shape and un- 


- less I am mistaken the earnings of the com- 


pany this year will be the greatest in -its 
history.” He also referred to the redwood 
program and gave some information concern- 
ing the redwood properties in California that 
have been acquired by the Great Southern 
Lumber Co. A number of women stockholders 
were in attendance, and during the evening 
were asked to rise and’ make themselves 
known. 

Local properties of the New Orleans Great 
Northern railroad were inspected here last 
Wednesday by a party of officials of the Bur- 
lington railroad, headed by President F. E. 
Williamson. The party was joined in Jack- 
son, Miss., by D. T. Cushing, general manager 
of the Great Southern Lumber Co., R. H. Laft- 
man, vice president of the Bogalusa Paper 
Co., and Mayor E. R. Cassidy, who accom- 
panied them to Bogalusa. After visiting the 
railroad properties here; the railroad party 
also visited the plants of the Great Southern 
Lumber Co., the Bogalusa Paper Co., and the 
reforestation tract. Col. A. C. Goodyear, who 
was a former schoolmate of President Wil- 
liamson of the Burlington, joined the party 
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CC White Pine 
alifornia Sugar Pine 
and Arizona Soft Pine 
Best Stock for Factory and Pattern Lumber. 
Ask LOUIS WUICHET, Inc. 
Room 712 Railway Exchange CHIC AGO, ILL. 


Tel. Harrison 1295 




















ALIFORNIA 


WHITE PINE 


Soft and Light 
BOX, SHOP 
CLEARS 


Our Service 
will please 
you. 
Try 
us. 


We are prepared 
to furnish mixed 
cars of boards, 
dimension mould- 
ing and clears to 
the yard trade. 


Clover Valley 


YALTON, 
Lumber Co., ‘Churornia 
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Buyers for 
Planing Mills 
and 


Woodworking 


Factories 


will find some very attractive values in 
our high quality, carefully milled 


NO. 2 SHOP AND BETTER 


California White Pine 


Write us now about your lumber requirements 
and ask for stock list. Our annual production 
of 35,000,000 feet insures prompt service. 


Feather River Lumber Co. 


3 DELLEKER, CALIF. 3 











Every Lumberman 
Should Have This Book 


“Tote -road and 
Trail,” the new vol- 
ume of verse by Mr. 
Malloch now. ready 
for delivery, is the 
most important -and 
entertaining that 
has come from his 
pen. It represents 
the ripe genius of 
nearly forty years’ 
association, as boy 
and man, with the 
lumber business. It 
assembles in a sin- 
gle volume the best 
that he has written 
hitherto unpublished 
in book form. 


No book of verse 
will afford a lum- 
berman or logger 
greater joy, or serve as a more v¥ clcome gift 
to his friend. 

“Tote-road and Trail’ has been printed 
in the manner of which it is worthy; bound 
in clota, gold stamped. and witk gilt top. 
The illustrations are in full color, from a 
series of oil paintings by Oliver Kemp, the 
New York artist. Sent, postpaid, for $1.50, 


American Lumberman 
431 S. Dearborn St., CHICAGO, ILL. 
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DOUCLAS MALLUCH 
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Wire Rope for 
Logging 


By whatever method logging is 
done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 
work ever since logging has been 
done with mechanical equipment. 














Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York, Chicago 


Denver 
San Francisco 


No. 1 

















DAVENPORT 
HOTEL iteatguariers for 


Lumbermen of 
the Northwest 


Spokane, 


U.S.A. 





Reasonable Rates 
Informal 
Numerous Dining 


Rooms, including 
Coffee Shop 





Circulating Ice Water 


Washed Air 
Ventilation 


























FIGURE ee 
Any House 


in 7 Minutes 


With the wonder book, “ Automatic 
Building Costs,” you can figure the 
cost of any house, frame, brick, or tile, 
any price,in 5 minutes. Simple to use, 
absolutely reliable. Sounds unbeliev- 
able, but it’s true. 


We will send this book for 10 days 
FREE examination to any * accredited 
lumber dealer. If you don’t think it 
will save you 10 times its cost the 
first year, return it and the trans- 
action is closed. 


SEND NO MONEY 
Just Mail This Coupon J 


 péasetan AA SAL A A A SS FS 


American Lumberman 
| 431 South Dearborn St. l 
Chicago, Illinois. 


Send “Automatic Building Costa” After 10 days1 | 
will either return the book by parcel post insured or 
remit $15 in full payment. | 








i Subject to approval of the management. 


a me em ee 
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| 
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here and accompanied 
tour. 

Visitors to Bogalusa during the last week 
included Dr. C. E. Curran, chief of the pulp 
and paper section of the Forest Products La- 
boratory, Madison, Wis., and Dr. M. W. Bray, 
also a member of the laboratory staff. They 
visited the plant of the Bogalusa Paper Co. 
and were entertained at the Pine Tree Inn 
by R. H, Laftman, vice president of that com- 
pany. 

A. C. Long, director of sales of the Great 
Southern Lumber Co., reports an active de- 
mand both for yellow pine and redwood, with 
the market showing a decided tendency to 
stiffen. Under his general direction, the sales 
department made an enviable record last year, 
and with the assistance of O. H. Campbell, 
in charge of pine sales, and C. E. Klumb, in 
charge of redwood sales, he expects to see 
1929 made a banner year. 


Birmingham, Ala. 


March 11.—The weather has been unfavor- 
able, and it has been impossible for retailers 
to make deliveries. Contractors who are fig- 
uring estimates have been trying to get lower 
prices on the lumber required. Some dealers 
have continued their efforts to try to make 
a profit by selling car-to-job on a margin of 
$1.50. Mili price lists are about the same as 
on Feb. 15. Stocks at the mills have been 
increasing somewhat, especially those of 3-inch 
flooring and drop siding patterns Nos. 105 
and 116 in 6- and 8-inch. The slowness in 
demand for flooring 


it on the inspection 





are running full time. Reports indicate that 
demand for longleaf is better than at any 
previous time this year. 


Shreveport, La. 


March 11.—A slight increase in demand 
from Texas and Oklahoma is noted by some 
wholesalers here. Trade from the East is 
rather slow. Orders make a good total and 
prices are firm. Some items are growing 
scarce, notably 12-inch boards, especially in 
18- and 20-foot lengths. It has been hard 
to dry yard lumber. Shipments of air dried 
stock have been very slow. However, last 
week there was more favorable weather, and 
the mills are working hard to get out old 
orders. - Production has been below normal 
on account of bad logging conditions. 

Hardwood demand has improved a little, 
but there is not much dry stock available 
for shipment. There have been reports of 
advances in gum prices. Demand for floor- 
ing oak is extremely light. 


Atlanta, Ga. 


March 11.—Though flood waters in south-. 


ern Georgia are receding, logging is at a 
standstfll, and few mills have any surplus 
of logs. Movement of pine was better, but 
unfilled orders increased due to heavy indus- 
trial demand. Orders for yard stock were 
low, bad weather having slowed up building 
and loan money being tight. Industrial call 





and low grades has 





caused some reduction 
in mill prices on occa- 
sional lots of these 
items, while retail buy- 
ing has been slow, mill 
order files appear to be 
in healthy condition. 
Specially cut timbers 
and joists are the most 
active items, but there 
is also a good call for 
cut-to-length crating 
and trim, and _e ship- 
ments of inside finish 
have been increasing. 
Some large orders for 
car decking’ have been 
received, for shipment 
to Pullman plants at 
Bessemer and Fairchild, 
and demands for the 
same stock have come 


from other interests. 
Railroad stocks as a 
rule have been slow, 


but several roads have 
been buying more lib- 








erally recently and 
there are indications of 
larger orders. Car stock 
prices have a better 
tone. 


The splendid elm pictured has a measured span of eighty-five fect. 
It is one of the fine trees growing in the Morton arboretum near 


Naperville, Ill. 





The Birmingham 
building code committee reports that it will 
have the new code ready for submission dur- 
ing the late summer. 

The Tuscaloosa Lumber Co., Tuscaloosa, 
Ala., says that it is not yet ready to. open a 
Birmingham office and enter the trade here. 

B. V. Sanders and associates have secured 
additional timber in the Oneonta (Ala.) dis- 
trict, and will have two more mills operating 
within the next few weeks, while they will 
have their Ashville (Ala.) plants operating by 
the middle of April. 


Macon, Ga. 


March 11.—Roofer manufacturers report the 
market fully as strong as it has been. -Prices 
show a tendency to advance, but there have 
been no material changes. <A steady move- 
ment has started again. There is a big home 
demand in connection with the opening of sev- 
eral important manufacturing centers in the 
South, in which mill villages have to be built. 
Demand continues strong from the North and 
East. 

Longleaf manufacturers were called upon 
during the last few weeks to furnish much 
of the material necessary to make hasty re- 
pairs on damaged bridges, trestles and rail- 
road properties, the result of March floods. 
Wholesalers here reported that manufacturers 
are also getting plenty of other orders, and 
that where the mills are able to operate they 


featured the market last week, tire interests 
placing orders amounting to several hun- 
dred thousand dollars for plant and village 
construction in Georgia and Alabama. Rail- 
roads were buying car materials and tim- 
bers. Roofer demand from the North was 
fair but southeast trade was dull. The 
weather has been holding up roofer produc- 
tion and few mills have any surplus. 


Houston, Tex. 


March 13.—There is an excellent demand 
for car materials. The mills are selling large 
quantities of No. 1 heart face decking at $50, 
and square edge and sound decking at $42@45. 
All yard stocks are moving briskly and there 
is a good export demand. In the hardwood 
line best prices are being paid for 4/4 No. 
1 and select quartered red gum, which has 
advanced to $44. Shingles are quiet. Lath 
are being sold at fair prices as fast as pro- 
duced, 

The Taylor Lumber Co., retailer, is occupy- 
ing its new home at 321 Smith Street, Hous- 
ton. Fire destroyed the old building at 517 
Preston. The company was established 22 
years ago. It has a string of line yards 


extending into the Rio Grande Valley. The 
concern does a considerable amount of home 
financing and building. 
lor-made Homes.” 
Announcement is made by the Reading Iron 
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Co., of Reading, Pa., that E. W. McHenry has 
peen appointed its district sales representa- 
tive, with headquarters at Houston. This ap- 
pointment became effective March 1. 


Laurel, Miss. 


March 11.—The pine market has remained 
practically unchanged during the last week. 
Prices are firm and demand is good. Local 
mills report that last week orders exceeded 
both shipments and production. Eight-inch 
shiplap, 6-inch siding and center matched are 
exceedingly strong. Car siding and decking 
are still being bought in large quantities by 
the car companies, and all longleaf special 
cutting can also be readily sold. Retail yards 
are laying in good stocks. Improved 
weather in Europe has helped the export 
market very much, and it is now very active. 
Sawn timber orders covering several million 
feet have been placed with the local mills 
during the last week. The revolution in 
Mexico has caused exporters to be very 
cautious in their business dealings in that 


a Norfolk; Ve. 


March 11.—The North Carolina pine market 
has taken on a little more life. Fair days 
and high winds have helped to dry up 
quickly the country roads, woods, and also 
lumber in piles. Inquiries for better grades 
have been more numerous. 

There is slowly developing a better demand 
for 4/4 edge No. 2 and better kiln dried. 
Buyers prefer good circular sawn stock be- 
cause of difference in price and because most 
mills include stock widths with edge. Edge 
4/4 No. 3 continues very quiet. No. 2 and 
better 4/4 stock widths have not been so 
active. There has been no change in price 
on No. 2 and better stock widths. No. 3 4/4 
stock widths have been showing a little more 
life. There is a rather good demand for 
mixed cars of better grade cypress. The 
other items of good lumber have been quiet 
but sales should pick up considerably before 
the end of the month. , 

Edge 4/4 No. 1 box, kiln dried rough, has 
not been so active, but there is a good de- 
mand for dressed and resawn kiln or air dried. 
Good air dried stock is far from plentiful. 
No. 1 4/4 stock box, rough and dressed, con- 
tinues in good demand in all widths, and 
prices are maintained. Edge No. 2 4/4 box 
continues very quiet, but there is a good 
demand for No. 2 stock box. Edge box rough 
5/ and 6/4, have again become active, as has 
6/ edge box dressed and resawn. Box bark 
strips, 4/4 dressed, have been more active, 
but prices are lower than they were thirty 
days ago. There is a very good demand for 
low grade poplar, gum and cypress, dressed 
and dressed and resawn, also rough gum and 
poplar. 

There has been a slightly better demand 
for flooring, thin ceiling, dressed finish etc. 
but it is still very difficult to sell solid cars 
of one width. Bark strip partition seems to 
be moving better and is strong. Kiln dried 
6-inch roofers have also been moving well. 
Air dried roofers have not been very active 
except in 4- and 5-inch widths, which are 
inquired for freely worked D4S or into 
roofers. Dressed framing is moving a little 
better. Lath seem to be moving a little bet- 
ter and price of kiln dried has strengthened 
somewhat to around $5.25 f.o0.b. Norfolk, but 
air dried do not bring as much. 


Seattle, Wash. 


March 9.—John D. Collins, wholesale lum- 
berman, said: “Business is very quiet. East- 
ern orders are slow. Prospects look better 
than they did last year, as more inquiries are 
coming in. However, these have not re- 
sulted in much business. Mills are able to 
supply reasonable orders. Railroad orders 
call for clear lumber and the mills are fairly 
well stocked for this demand.” 

After six weeks’ shutdown, the Klement & 
Kennedy Lumber Manufacturing Co.’s mill 
at Fortson has resumed operation. Edward 
S. Beal, Seattle representative, said the mill 
has obtained part of an order for 300 car- 
loads of car material placed with western 
Washington mills. Haskins & Haskins, fir 
operators at Mineral, Wash., will begin opera- 
tion March 15. This is a small mill, espe- 
cially adapted to cutting rail materials. The 
Union Mill & Timber Co. at Baring, Wash., 
resumed operation March 18, turning out 
general forest products. 

E. A. Anglin, of the Lloyd Hillman Co., 
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Seattle, has taken an interest in the Newberg 
Shingle Co., Rainier, Ore., and will leave 
Seattle to assume new duties on March 15. 

Jerry Startup, well known among Seattle 
lumbermen, has returned to the city after an 
absence of several years and has become 
associated with the H. J. Miller Lumber Co. 
Mr. Startup is retaining his connection with 
the Umpqua Mills & Timber Co., at Reeds- 
port, Ore., and will act as a mill sales agent 
among local wholesalers. 

The Charles Nelson Co. and the Crown 
Lumber Co. have moved from pier D on the 
waterfront to 6624 White Building. 

Cc. J. Hogue, manager trade extension de- 
partment of the West Coast Lumbermen’s 
Association, gave a lecture on “Forests and 
Forestry in the Northwest” at the Seattle 
Chamber of Commerce March 7, under the 
auspices of the Puget Sound Academy of 
Science. 

Frank Kelly, of the Pacific Coast Lumber 
Co., Boston, a wholesale firm, spent four 
days in Seatle last week while on a trip 
along the Coast. 


Portland, Ore. 


March 11.—The feature of the lumber mar- 
ket here this week was the strong demand 
from offshore destinations, particularly Aus- 
tralia, for merchantable spruce, manufactur- 
ers reporting many orders and a lot of in- 
quiries. With other items in good demand, 
the spruce market is in excellent shape. It 
is also reported from various sources that 
western pine demand has shown a marked 
increase during the last week. Fir business 
is reported quite active, at firmer quotations 
than have prevailed for some time. Logging 
operations are being resumed in the Columbia 
River district after the longest winter shut- 
down in many years. High grade fir logs are 
scarce. 

Lord & Bushnell, of Chicago, have moved 
their Pacific Northwest buying office and 
wholesale department from Tacoma to Port- 
land. The new office here is in the Failing 
Building, with L. M. Daniel as manager. A. 
B. Chaney, jr., son of A. B. Chaney, treasurer 
of the company, arrived here Monday from 
Chicago to be connected with the office here. 


Baltimore, Md. 


March 11.—Thomas.A. Myers & Co., whole- 
sale pine distributors have secured the con- 
tract to furnish part of the lumber for the 
new pier which the city is building at the 
foot of McComas Street. This pier will be 
about 1,000 feet long and several hundred feet 
wide. The contract calls for about 600,000 
feet of both longleaf and shortleaf, much of it 
for the roof. The order for the piles and 
timbers went to other bidders. 

Daniel MacLea, president MacLea Lumber 
Co., this city, and a former president of the 
Baltimore Lumber Exchange, has gone on a 
trip to the Far East, and expects to visit 
the Philippines. Mr. MacLea has felt the 
death of his wife some months ago keenly, 
and decided on the trip in the hope of divert- 
ing his thoughts. 

Peter J. Feitner, of the Osceola Cypress Co., 
of Osceola, Fla., stopped here last week on 
his way north and called on wholesalers. He 
stated that the cypress business was fair, 
having shown some improvement in recent 
weeks. 


New York, N. Y. 


March 11.—The lumber business seems still 
to be marking time. A cold wave hit the 
district on Saturday, but the week opened 
clear. There have been no changes in prices 
since last week, but they were holding uni- 
formly firm. Items of Inland Empire stock 
are holding recent advances. North Carolina 
items were also firm. Fir arrivals are cur- 
tailed and the market is in good condition. 

Theodore Henry (Inc.), ‘wholesalers of 
southern pine and fir, have moved into new 
quarters at 10 East Fortieth Street. 

The Hold-Meredith Lumber Corporation 
after March 15 will be in the Bartholomew 
Building, 205-17 East 42nd Street. 

The Pacific Lumber Co. has moved its east- 
ern office to the new Chanin Building, 122 
Bast 42nd Street. 

A. B. Hammond, of the Hammond Lumber 
Co., was a recent visitor-in New York. 

R. S. Kellogg, secretary of the News Print 
Bureau, is again at his office in this city, 
having returned with his bride from a wed- 
ding trip to the Isle of Pines. Speaking of 











Tycos 
Direct Set Record: 
ing Regulator 


Temperature and humidity affect your 





profits. Kilns cannot give good results 
unless these two factors in their opera- 
tion are properly controlled. 


The temperature, humidity and circula- 
tion of the air dries the wood. Whether 
your kilns are old or modern you cannot 
expect best results until suitable equip- 
ment is used to control these two im- 
portant factors—humidity and tempera- 
ture. 


Make your kilns a better investment. 
Other mills are receiving dividends from 
their Tycos Direct-Set Recording Regu- 
lators. Let us show you how we can 
help you. 


Taylor /nstrument Companies 
ROCHESTER, N. Y., U.S. A. 
CANADIAN PLANT MANUFACTURING DISTRIBUTORS 
TYCOS BUILDING IN GREAT GRITAIN 
TORONTO SHORT & MASON, LTD., LONDON 


WEEDS need not 


cause fires....destroy 
them this easy way !!! 


Simply dilute 1 gallon of Wilson's Weed Killer to 40 
gallons of water and just sprinkle around your lumber 
piles and buildings. . . at the mills or in your yards. One 
good application a year is sufficient. This is cheap fire 
insurance! Send in a trial order today! 1 Gallon $2.00; 
5 Gallons $8 00; 10 Gallons $15.00; 25 Gallons $30.00; 
50 gallons $50.00; freight allowed on 5 gallons or over, 
East of the Mississippi River. 


Booklet mailed on request. 


Nl 
Department R 
SPRINGFIELD, 
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Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it, 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 
OF NEW YORK 
511 Locust St. 220 So. State St. 537 Mer. Exch. Bldg, 

St.Louis, Mo. Chicago, Ill. San Franci 
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ANNOUNCING THE NEW 


LANGE DUPLEX 
AUTO GLASS EDGER 


Lange engineers designed this new machine to 
enable two men to handle a large volume of 
work at the same time on a single sturdy, com- 
pact unit, without interference. Has 16 inch 
horizontal roughing plate and 12 inch vertical 
roughing, smoothing and polishing wheels. 
Dual motor drive. All parts correctly spaced. 
No other unit for anything like our price offers 
you so much glass edger value. Price, complete 
with motors, tools, supplies 


d instruction book, f. o. b. .0O 
a $175 


USE LANGE TOOLS AND SUPPLIES 


With any glass edger you will get better results 
if you use Lange Tools and Supplies, and save 
money besides. Write for Supply Catalog No. 


| HENRY G. 
LANGE MACHINE WORKS 


166 North May Street Chicago 
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q 431 South Dearborn St., Chicago. 


A New Book by the 
“Lumberman Poet” 


The Hea 
Content 


BY 


Douglas Malloch 





Here are 125 happy, hopeful 
and helpful poems which will, 
indeed, “make living a joy.” 


You will want to pass extra 
copies along to ag friends — 
and the price makes it possible. 


But especially you want it your- 
self. 


$1.25 Postpaid 


Address 


The American Lumberman 
PUBLISHER 





























the situation in that country, Mr. Kellogg 
says, “The Isle of Pines is a rather quiet 
country at this time from a business stand- 
point, but exceedingly interesting to persons 
who want to get completely away from the 
regular run of tourist traffic. A number of 
Americans and Canadians went down there 
fifteen to twenty-five years ago and made 
various investments when they thought the 
Island was to be permanently controlled by 
the United States. However, they suffered a 
great disappointment when it was_ turned 
over to Cuba in 1925. There formerly was 
a lot of pineapple growing, but this was 
completely destroyed by some kind of a plant 
disease and then the hurricane in 1926 
ripped things up generally.” Continuing, Mr. 
Kellogg said that they met a splendid lot of 
people, found living expenses cheap and he 
was so favorably impressed that he plans 
to take another winter vacation in that 
country when the opportunity offers. 

The annual meeting of the Building Mate- 
rial Salesman’s Club of Westchester County 
will be held March 25 at the Elks Club, in 
White Plains. 

The Brister & Koester Lumber Corpora- 
tion has moved to larger quarters on the 
twenty-third floor of the building at 1776 


Broadway. 
Boston, Mass. 


March 12.—The New England market has 
been quiet. Oak flooring continues very firm 
at recent advances. A slight improvement 
has been reported in demand for eastern 
spruce frames and base continues firm at 
$42. The Portage Lake mill is expected 
to resume sawing next week. For random 
lengths of spruce the market is very quiet. 
No. 2 common Idaho white pine was advanced 
$1 last week. Roofers are selling at $31 for 
8-inch air dried. Southern pine flooring is 
selling slowly at steady prices. Reports on 
the hardwood situation continue very encour- 
aging. 

The Veneer Products Co., of Fitchburg, has 
begun business in Fitchburg, Mass., with 


Review of Overseas Lumber Trade 
WASHINGTON, ‘D. C., March 11.—Totel Finnish 
lumber sales for 1928 were 2,269,080,000 feet, 
as compared with 2,530,464,000 feet for 1927, 
a decrease of 10.3 percent, according to cable 
advices received by the Department of Com- 
merce, Sales up to Feb. 15 for 1929 delivery 
totaled 891,000,000 feet. Prices are firm but 
below those of last year owing to the re- 
ported Russian production. 

The London Timber Trades Journal of Feb. 
2 states that sales of Russian lumber for 1929 
delivery total about 724,000 standards (stand- 
ard equals 1,980 board feet). Of this total 
550,000 standards are to go tothe United King- 
dom, 91,000 standards to The Netherlands, 
54,000 standards to Germany, 16,000 to Bel- 
gium, 7,000 to South Africa and 6,000 to 
France. It is also reported, from a sup- 
posedly excellent source, that 60,000 stand- 
ards—118,800,000 feet—have been sold in the 
United States for 1929 delivery. If subsequent 
developments show that 60,000 standards ac- 
tually have been sold for delivery in the 
United States this year, the total Russian 
sales figure must be raised to nearly 800,000 
standards, since no account of the 60,000 
standards is taken in the analysis of the 
724,000 standards mentioned above. 


Increase in Mexican Imports 


Imports of lumber into the Monterey (Mex- 
ico) district for the last quarter of 1928 
showed an increase of approximately 45 per- 
cent over those for the preceding quarter, 
but a decrease of 21 percent under those for 
the same quarter of 1927, according to a re- 
port from W. E. Copley, American vice consul. 
The increase during the last quarter of last 
year consisted chiefly of hardwoods purchased 
by furniture manufacturers to replenish de- 
pleted stocks. There was also an increase in 
imports of southern and western pines 
amounting to 10 percent over the September 
quarter of last year. The imports for the 
last quarter of 1928 were 81 cars, valued at 
$80,178. 

Mr. Copley’s report indicates that there has 
been considerable construction activity in 


capital of $100,000. John A. William is presi- 
dent and treasurer, and Robert F. Dumphrey 
is clerk, both Fitchburg men, 

Wells Blanchard, of the Blanchard Lum- 
ber Co., returned last Friday from a pro- 
longed visit to mills and shippers in the 
Northwest. 


Pittsburgh, Pa. 


March 12.—Business in the bituminous coal 
fields is not as active as had been hoped for, 
due to the fact that there is still an overpro- 
duction of bituminous coal, which keeps prices 
so low that many mines can not operate. 
Prices of all lines of lumber are undeniably 
stronger. No. 2 southern pine boards and 
roofers and No. 2 and better dimension are in 
better demand at slightly advanced prices, 
The white pines, including California, Idaho 
and Pondosa, are quite active, but there has 
been no recent material change in prices. 


Philadelphia, Pa. 


March 11.—The lumber fraternity of Phila- 
delphia was well represented this week at the 
annual convention of the New Jersey retailers, 
held Thursday and Friday at the Hotel Tray- 
more, in Atlantic City. 

For the first time in twenty-two years, one 
of the four Coulbourn brothers was unable to 
attend their annual meeting held last week. 
The Coulbourns, prominent wholesalers of this 
city, opened their selling organization in 1907. 
This year, G. G. Coulbourn, of Suffolk, Va, 
senior partner, is recovering from an operation 
for appendicitis at the Johns Hopkins Hos- 
pital in Baltimore. 

J. Gibson MclIlvain has returned to his lum- 
ber interests in Philadelphia, after an enjoy- 
able gunning trip in North Carolina. 

Charles Atherton, a star golfer among the 
lumbermen, has been winning laurels on the 
links at St. Petersburg, Fla., during the last 
two weeks. 

Edward Strong, of the Forest Lumber Co, 
is spending his winter vacation at Sedgefield 
Inn, Greensboro, N. C. 






Monterey recently. 
business districts of the city has been greatly 
augmented by dwelling improvements along 


Building activity in the 


the numerous recently paved streets. While 
southern pine is preferred for remodeling and 
repair of dwelling houses, native pine is gen- 
erally used on account of lower price. From 
60 to 90 days and frequently longer are re- 
quired to fill orders for native pine. In many 
instances contractors and dealers have ad- 
justed themselves to this inconvenience. 
There are occasions, however, where it is 
more economical to use imported lumber than 
to delay operations while awaiting delivery 
of native pine. The ten cars of imported 
pine, mostly southern pine, received during 
the last quarter of 1928 represented emer- 
gency orders, except for two cars of southern 
pine for form work in connection with the 
construction of the new Federal Building now 
in progress, 

The southern pine trade is slowly adjust- 
ing itself to the increased import tariff, which 
became effective last June, but the new rates 
on red and sap gum are causing much con- 
cern to the furniture industry, which uses 
large quantities of these woods. 


Germany’s Annual Wood Consumption 


Germany’s annual wood consumption 
amounts to about 66,000,000 cubic meters. It 
is estimated that Germany now cuts about 
52,000,000 cubic meters annually. Of the total 
consumption, 25,500,000, cubic meters, or 40 
percent, is consumed for fuel, while some 
39,000,000 cubic meters is used for construc- 
tion and industrial purposes. About 1,500,000 
cubic meters is re-exported. 

The forest area of Germany is 49,000 square 
miles, or 27.2 percent of the entire area of 
the country, and German production suffices 
for about two-thirds of her needs, the other 
one-third being imported, i. e., common soft- 
woods, chiefly from Poland, Russia, Czecho- 
slovakia and the Baltic and Scandinavian 
countries; also softwoods for special purposes 
from widely distributed countries. The United 
States’ share of this trade consists prin- 
cipally of quality softwoods and hardwoods. 
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Track-type Tractor Catalogs 


Two very interesting catalogs have been com- 
piled by the Allis-Chalmers Manufacturing Co., 
of Milwaukee, Wis., describing the Monarch 
“50” and “75” track-type tractors manufactured 
by this company at Springfield, Ill., operated as 
the Monarch Tractors Division, Springfield 
works. Early this year the Allis-Chalmers com- 
pany brought out the Monarch “35,” which 
was first displayed at the Cleveland Good Roads 
Show. This model track-type tractor offers a 
maximum of 36 drawbar horsepower, three 
apeeds forward and one reverse, 1.84, 2.75, 4.00 
and 2.12, respectively; the motor speed under 
full load being 9.30 revolutions a minute. In 





general design, construction and appearance the 
“35” is similar to the Monarch “50” and “75” 
tractors, the track being of extra length, pro- 
viding maximum traction ability, and an even 
distribution of weight. 

The new catalogs (the covers of which are 
reproduced herewith) devoted to the Monarch 
“50” and “75” will tell just what the tractor 
user would like to know about these models in 
a pleasing and readable manner, by actual 





photographs, and instructive details. The Allis- 
Chalmers Manufacturing Co. will gladly send 
copies of these catalogs to interested parties 
upon request to the Monarch Tractors Division 
of the company at Springfield, Il. 





Exchange Forestry Instructors 


Irmaca, N. Y., March 11.—For the first 
time in the history of forestry schools, it is 
believed, an exchange of professors in the 
field of forest utilization has been approved by 
two of the leading universities of the country. 
Announcement is made that the University of 
California and Cornell University have ar- 
ranged for an exchange between Professors 


*<. Emanuel Fritz, of the former institution, and 


A. B. Recknagel, 


of the latter. Both are 


graduates of Yale Forest School, and both 
have been connected with the Forest Service 
in times past. Both, also are well known in 
the lumber industry, having made valuabie 
contributions to the promotion of practical 
forestry and wood utilization. Prof. Reckna- 
gel will go to California for the fall semester 
of 1929, and Prof. Fritz will go to Cornell for 
the. spring semester of 1930. Prof. Fritz in- 
structs in wood technology and lumbering, 
while Prof. Recknagel specializes in wood 
technology, forest utilization and forest man- 
agement. 


Dealers Expect Good Business 


LaNnsING, Micu., March 11.—In a story ap- 
pearing in the March 9 issue of the AMERICAN 
LUMBERMAN, the statement is made by A. J. 
Hager, president and general manager of the 
Hager & Cove Lumber Co., of this city, who 
is also president of the chamber of commerce, 
that the lumber dealers of Lansing look for- 
ward to a very good business this spring and 
summer. As an indication of the outlook, Mr. 
Hager stated that on Monday, March 4, 5,000 
more men were at work in the city than was 
true a year ago. This renewed activity is due 
to the fact that the auto body and auto wheel 
companies and several other large plants are 
getting into normal production and with this 
many additional men steadily employed, the 
outlook has nothing but a rosy hue. 

Other dealers in Lansing who were inter- 
viewed by a representative of the AMERICAN 
LUMBERMAN last week concurred with Mr. 
Hager in expressing their idea of excellent 
business prospects. D. S. Olds, secretary and 
general manager of the Hall Lumber Co., prob- 
ably the oldest established concern of its kind 
in Lansing and which is located near the busi- 
ness center, declared that while business has 
been rather quiet the last sixty days owi1g to 
the unusual and continued winter condition, he 
expected boom times ahead. The factories are 
adding to their help, he declared, and the 
workers must have homes to live in. Mr. 
Olds looks for considerable speculative build- 
ing of medium and lower priced homes. He 
mentioned particularly East Lansing, where the 
State agricultural college is located, saying 
that there was considerable building promised 
there of homes averaging in cost around $7,500 
and up. This should produce considerable 
business, he thought. “Our yard is well stocked 
up in anticipation of a big spring and summer 
business,” he said, “and the stock looks like 
mighty good property right now, considering 
the state of the market.” 

The Capitol City Lumber Co. says prospects 
are excellent, which will be welcomed after the 
quiet period of the last two months. G. A. 
Wilbur, of the company, said that it has done 
some remodeling following the campaign in- 
stituted by the Weatherbest Stained Shingle 
Co. One job in particular turned out so well 
that the company officials were agreeably sur- 
prised to see what could be done, but unfor- 
tunately, however, they neglected to take a pic- 
ture of the house before the remodeling was 
done. The Capitol City company is glad to 
draw plans for prospective home owners and 
will arrange to get loans, though most of the 
negotiations are conducted through a local 
building and loan association. 

The Rikerd Lumber Co. operates a good 
sized mill in addition to its retail yard busi- 
ness and has been able to keep its plant oper- 
ating steadily during the winter season. Right 
now its yards are well stocked in anticipation 
of a big spring and summer business. H. W 
Rikerd, of the company, has been wintering in 
St. Petersburg, Fla., though he was expected 
to return to Lansing about the middle of the 
month 
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Heapguarters for the new Lake States Na- 
tional Forest District have been established in 
the Appraiser’s Store Building, Milwaukee, 
Wis., with E. W. Tinker, district forester, in 
charge. Permanent quarters will be established 
in the new Federal Building when it is ready 
for occupancy. 





Send them to a 


SIMONDS 
SERVICE 
STATION 


Prompt Delivery 
on New 


Saws of all Kinds- 
Points and Shanks- 
Knives - Files - Hack 
Saw Blades - Holder 


Bits - Abrasive 
Grinding Wheels- 


SIMONDS SAW AND STEEL CO. 
“The Saw Makers” 
ESTABLISHED 1832—FITCHBURG, MASS. 


Chicago, Il. New Orleans, La. San Francisco, Cal. 
Boston, Mass. —— ° Tenn. Los Angeles, Cal, 
Detroit, Mich. Atlanta, Ga Seattle, Wash, 


New York City Portland, Ore. 
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GRONWALL & GOMPANY 


Incorporated 
Specialists in Financing 
Lumber Companies 


And in the Sale of 


TIMBER LANDS 


and 


Manufacturing Properties 


231 So. LaSalle St. 
CHICAGO 




















ASK FOR PRICES ON: <== 
Oak and Maple FLOORING 


Guaranteed for quality and milling, delivered any 
quantity—anywhere. 


Pin this ad to your inquiry and you receive a nice present. 





3404 WEST 48TH PLACE, CHICAGO 





Collections 


If you can’t collect it let the 


people handle it for you. They are the 
people for intelligent collection service. 
Rates low for results obtained. 


No charge if no collection, unless spe- 
cial services rendered. 


Ask Department 3 to send Pamphlet 
49-C giving rates. 


Use Clancy’s Red Book Service for ac- 
curate credit ratings. 


LUMBERMEN’S CREDIT 


ASSOCIATION 
$08 So. Dearborn 8t., CHICAGO 
Eastern Headquarters: 35 5. Wiliam St, NEW YORK CITY 








GILBERT NELSON & CO. 
Public Accountants 


11 SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 














C.B. Richard & Co. “™ 

29 Broadway, NEW YORK Casteme Brokers. We 

Ocean Freight = sef'iicout ini 
Brokers for exports & 











Special department handling export lumber shipments , 





C. T. Schurg, of Langstaff, Schurg & Co. 
(Ltd.), Emo, Ont., spent several days in Chi- 
cago last week and reported a good demand 
for lumber, box shook etc. 


James R. Andrews, of Escanaba, Mich., when 
in Chicago on March 11 reported that dry mill 
stocks of northern hardwoods were scarce in 
the face of a good demand. 


F. H. Young, of the Garver Lumber Manu- 
facturing Co., Cape Girardeau, Mo., was in 
Chitago this week calling on his friends in 
the local hardwood industry. 


The Joy-Tarbell Lumber Co. has recently 
moved its loop office, formerly located in the 
Continental and Commercial Bank Building, to 
its yard at 5527 West 66th Street. 


L. E. Thomas, president of the Reading Iron 
Co., Reading, Pa., has returned to headquarters 
following a two weeks’. business trip to the 
Texas and Oklahoma oil territory. 


J. P. Russell, of the Marlin Lumber Co., 
Elkins, W. Va., when in Chicago on Tuesday 
of this week stated that the company was en- 
joying a nice run of hardwood orders. 


John J. Kantzler, of John Kantzler & Sons, 
retailers of St. Clair, Mich., spent a day in 
Chicago March 12 en route home following a 
trip to some of the Pacific coast mill opera- 
tions. 


Ernest L. Cook, for the last year manager 
of the McGregor Bros. & Co. lumber yard 
in Laurens, Iowa, has resigned to become man- 
ager of the Young Lumber Co. yard in Dun- 
nell, Minn. 


H. J. Bowman, Tupelo, Miss., was in Chi- 
cago this week visiting relatives and attending 
to business matters. Mr. Bowman has been 
engaged for some years past in operating small 
sawmills in Mississippi. 


Ray Doak, of Hedrick, Iowa, has become 
manager of the W. O. Sloan Lumber Co. plant 
at Farson, Iowa. Blue Caseltine, manager at 
Farson in recent years, has been transferred 
to another branch of the company. 


W. Vogedes, of Richard P. Baer & Co., 
Baltimore, Md., spent several days in Chicago 
this week in the course of a business trip 
through the consuming territory. He reported 
booking a nice volume of hardwood orders. 


Harvey R. Beatty, of the I. N. R. Beatty 
Lumber Co., Morris, Ill. was in Chicago last 
week calling on his friends in the local trade. 
He reported the retail business picking up in 
his section, and looked for a good spring trade. 


E. T. Williams, sales manager of the R. D. 
Walker Lumber Co., southern pine manufac- 
turer of Mobile, Ala., spent several days in 
Chicago this week conferring with Baxter, 
Robison & Montgomery, local representatives. 


J. Hobelsberger, sales manager of the Roddis 
Lumber & Veneer Co., Park Falls, Wis., was 
in Chicago on March 8 sizing up the northern 
hardwood situation and visiting his friends in 
the local trade. He reported that the company 
is enjoying a good volume of business. 


The E. C. Robinson Lumber Co. has ap- 
pointed Sam Phelps manager of its yard in 
Pigott, Ark., and he will leave within a short 
time to assume his duties there. For the last 
month he has been manager of the W. O. 
Sloan Lumber Co. yard in Martensdale, Iowa. 


John Hutchison, of the Hutchison-Moore 
Lumber Co., Laurel, Miss., was in Chicago 
on March 12 conferring with Shook Bros., 
local representatives. Mr. Hutchison reported 
a good volume of southern pine business, and 
increased activity in hardwoods, with prices 
strong. 


H. W. Krueger has resigned as general 
manager of the Shawano Lumber Co., Shaw- 
ano, Wis., and has incorporated the Shawano 
County Lumber Co., which will specialize in 
northern hardwoods, with offices in Shawano 
and Chicago. 


The Erie City Iron Works, of Erie, Pa., has 
announced the appointment of the Schley-Nash 
Co., of Pittsburgh, Pa., as sales representative 
for that company in Pittsburgh territory. The 
Schley-Nash Co. is located in the Columbia 
Bank Building in Pittsburgh. 


Larry Smith, commission lumberman of De- 
troit, Mich., when in Chicago on Wednesday 
of this week reported that weather conditions 
are holding up building operations in Detroit, 
and as a result demand for lumber has not 
yet got its stride. Mr. Smith looks for a better 
volume of business this year than in 1928. 


Charles W. Ewart, nephew of A: L. Paine, 
former manager of the National Lumber & 
Manufacturing Co., Hoquiam, Wash., who was 
identified with the National plant for several 
years, returned last week from a three months’ 
trip to Africa where he went to shoot big 
game. Mr. Ewart met with great success and 
succeeded in getting an elephant, buffalo, rhi- 
noceros, eland and lion in addition to many 
smaller animals. 


William N. Edwards, of the Lord & Bush- 
nell Co., Chicago, adjutant of Aviation Post 
No. 651 of the American Legion, extends an 
invitation to lumbermen aviators or those who 
were in the flying service during the war to 
run up to the aviation meetings in the Old 
Town lunch room at the Sherman Hotel held 
every Tuesday noon at 12 o’clock. Members 
of the post gather regularly to listen to some 
good speaker discuss some phase of aviation. 


Robert K. Eaton, of the Robert K. Eaton 
Lumber Co., returned last week from a three 
weeks’ visit to various mill operations in the 
Southwest, Inland Empire and on the Pacific 
coast. He found less lumber on sticks than 
in several years, bad weather having curtailed 
production in the manufacturing centers he 
visited. Most of the mills have good order 
files but shipments are delayed on account of 
the broken condition of stocks, and the fact 
that many planing mills are inactive. 


H. K. Brooks, of the Brooks-Scanlon Lum- 
ber Co., prominent manufacturer of Pondosa 
pine of Bend, Ore., spent several days in Chi- 
cago this week in the course of one of his 
periodical visits to the company’s representa- 
tives in the East and middle West. While 
here Mr. Brooks conferred with the Robert K. 
Eaton Lumber Co., which handles the Brooks- 
Scanlon products in the Chicago and Milwau- 
kee territory. Mr. Brooks stated that the mill 
at Bend, Ore., had 30,000,000 feet less lumber 
on hand at this time than in several years, and 
expressed himself as quite optimistic regarding 
the outlook for spring business. 


Elected World’s Fair Trustee 


Ralph J. Hines, senior vice, president of the 
Edward Hines Lumber Co., - been elected a 
member of the Chicago Worlf’s Fair board of 
trustees, and with one exception he is the 
youngest member of the board, sharing the 
distinction of being the “baby member” with 
Samuel Insull, jr., he being 29 years old, while 
Mr. Insull will not be 29 until next month. 

The new trustee, whose father, Edward 
Hines, is one of the original founder members 
of the World’s Fair, is a brother of the late 
Edward Hines, jr., in whose memory the Ed- 
ward Hines Jr. Hospital was endowed and 
named. Ralph J. Hines is an alumnus of Yale 
University and Christ Church, Oxford, Eng- 
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land. He is prominent as a polo player, and 
holds membership in the Onwentsia Country, 
Racquet and Hamilton clubs. 


Visits Southern Hardwood Regions 


BALTIMORE, Mp., March 11.—James Bowen 
Burrell, of the Liverpool timber brokerage 
firm of John H. Burrell & Co., got back to 
Baltimore last Saturday after an extended 
trip through the southern hardwood regions. 
He planned to stay over until today, mean- 
while seeing some of the exporters and also 
conferring with Harvey M. Dickson, secretary 
of the National Lumber Exporters’ Associa- 
tion. Mr. Burrell, who is a son of the late 
head of the firm, stopped here several months 
ago soon after landing in New York, and left 
later for Mobile and other points. Meanwhile 
he has been inquiring into hardwood conditions 
in various sections, and getting information 
of value to him in judging the export market. 


Look for Good Spring Business 


A more optimistic spirit prevails among the 
yards located in what is known as the “lumber 
district,” some of the prominent operators in 
that section looking forward to a better busi- 
ness in 1929 than experienced for the last year 
or two. 

The large distributing yard of the Red River 
Lumber Co. at 2452 Loomis: Street presented 
a busy scene to the representative of the 
AMERICAN LUMBERMAN, and from all appear- 
ances it looked as though the white pine which 
this company produces at its Westwood 
(Calif.) plant is meeting with a ready sale. A 
representative of the Red River Lumber Co. 
reported an improvement in trade within the 
last week, due largely to the break-up of win- 


ter. More inquiries are coming out for the 
company’s products, and the sash and door 
department is all set for the spring rush, which 
is expected to materialize with the opening of 
building operations. 

Maisey & Dion, 2349 Loomis Street, stated 
that hardwood trade last year was somewhat 
ahead of 1927, and business shows signs of 
improving at present. The concern has less 
stock on hand than at the same period in 
1928, as the movement has been more active. 
They have been able to get slightly better 
prices as a result of the higher values in 
effect in northern and southern hardwoods. 

“We are getting a lot of orders for small 
stuff,” said Thomas J. Curley, of the William 
C. Schreiber Lumber Co., 2220 South Throop 
Street. “As soon as building operations start 
up we look for a good volume of business.” 
Mr. Curley stated that there is some figuring 
going on in the building line, but actual orders 
have not yet been placed, although it looks like 
a fair volume this spring. There is a good 
demand for sap gum, which is strong in price. 
Poplar and magnolia are moving fairly well, 
the latter to store fixture interests which are 
substituting this wood for birch. The furni- 
ture trade is using poplar in fair quantities. 


Minnesotans Delayed by Revolution 


MINNEAPOLIS, MINN., March 11.—Four Min- 
nesota residents, including Mr. and Mrs. Ru- 
dolph M. Weyerhaeuser, have reached Laredo, 
Tex., safely after being marooned in Mexico 
a short time because of the disrupted trans- 
portation conditions due to the revolution. Mr. 
Weyerhaeuser is chairman of the board of di- 
rectors of the Northwest Paper Co. at Cloquet 
and an officer in other Weyerhaeuset compa- 
nies. 





New Insulating Board Plant | 


A new insulating board is to be manufac- 
tured by the Chicago Mill & Lumber Corpora- 
tion, of Chicago, according to announcement 
made last week by Walter P. Paepcke, pres- 
ident. This product, the first of its kind to 
be made entirely of southern hardwoods, will 
be manufactured in a new plant at Greenville, 
Miss., near the mill where the concern is now 
producing hardwood lumber, wooden shipping 
containers and other products. Construction of 
the new building is already under way, and 
when completed in August 150 men will be 
employed at tke new plant, which is expected 
to turn out 75,000,000 square feet of insulating 
board yearly. -It is capitalized at $1,500,000. 








GEORGE W. POWERS 
Greenville, Miss.; 
Production Manager 
Insulating Board 
Plant Chicago Mill & 
Lumber Corporation 


O’NEILL RYAN, 
Chicago; 


Sales Manager of the 
Insulating Board Di- 
vision Chicago Mill & 


Lumber Corporation 


Strength, lightness 
and rigidity will be 
among the features of 
this new board, which 
will have for its base 





| 





W. P. PAEPCKE, 
Chicago; 
President of the 
Chicago Mill & Lum- 
ber Corporation 





material only the best 
grades of southern hard- 
wood fibers. The fin- 
ished board will meas- 
sure 4 feet wide and 
¥Y-inch thick, the length varying with the pur- 
pose for which it is to be used. This new 
board, which will have heat insulating and 
sound-deadening qualities, can be stained or 
painted for interior or exterior uses. The 
product will be sold direct to large corporate 
users, and retail lumber and building material 
dealers all over the world. 

Greater efficiency will be brought about in 
all lumber operations at the Greenville plant 
with the start of production of insulating 
board. Much of the waste now thrown away 
in the making of fine hardwood and wooden 
shipping containers can be utilized by the new 
board plant. 

The two principal officials in charge of the 
insulating board division of the Chicago Mill 
& Lumber Corporation are O’Neill Ryan, sales 
manager, who was formerly assistant general 
manager of the Celotex Co., and George W. 
Powers, who will be in charge of production. 
Mr. Powers comes from the Insulite Corpora- 
tion where he worked in the same capacity. 
Sales headquarters will be maintained in the 
Conway Building, Chicago. 





figure your 
invoices ! 


Let any cler 


Figu invoices on 
lumber is never a matter 
of arithmetic.—when a 
Meilicke Lumber Calcu- 
lator is used. 

This is not a general 
calculating device which 
can be used for anything. 
It talks in board feet, 
and gives costs and ex- 
tensions per thousand. 

This ad pinned to 
your letterhead will 
bring you one on ten- 
day free trial. 


Meilicke Systems, Inc. 
3472 North Clark St., Chicago, IIL s 



















Time Saving Devices 





Every Business 


of consequence ought to have proper card representation. 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s largest card 
users—superiority of engraving and the 
convenience of the book forn 
style explains why. 






Send for tab 
of specimens, 
detach them 
one by one 
and observe 
their sharp 
edges and gen- 
eral excel- 
lence. 


The John B. W 
Established 1857 
Engravers Plate Makers Die Embossers 
1108 South Wabash Avenue CHICAGO 


OTEEL COMPANY 


: 
TTSBURGH. PA 
“y CLOMER BVILOINR 
CHICASO 


Company 








GREENHOUSE 


material of heart cypress 


Tidewater Red Cypress 


Doors-Sash-Frames-Moulding 
Special or stock 


SELDEN CYPRESS DOOR CO. 


Manufacturers PALATKA, FLA. 











el ee °CTENCIL 
Ep.SMITH IS WORKS. 
(1_OG HAMMERS amg, 


Py \) ® . 
GOES ape Mannix RUBBER STAMPS y--8 
426 CAMP ST. — NEW ORLEANS, LA. =~ 

| . 











—SAWS=} 


Their Care and Treatment 
By H. W. DURHAM 


This book will serve as a reliable guide for those who wish 
to know the art of saw fitting, or who wish to learn the prop- 
er methods of sharpening and keeping saws in order. 

During twenty-five years the author visited a large num- 
ber of sawmills, investigating the methods used in saw- 
sharpening shops, and much useful information obtained is 
embodied in this work. 

This book is bound in cloth, stamped in gold, and con- 
tains 269 pages with index. 


Price, delivered, $1.65 
American Lumberman 
431 So. Dearborn Street, Chicago, II. 
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Lumber Prices 








Following are f. o. 


SOUTHERN PINE 








b. mill sales prices as reported from Kansas City, Mo., for the weék énded Marchi 1: 











Flooring Partition | Fencing, 818, 10-20 Byrkit —_ | 6. & Shortieaf Bi- Shiplap 
1x3” E.G.— 1x4”— No. 1— | 4 an®. © ..cccces 3.25 j mension, SiSiE ‘ ™ u pau 10- 20’ I 
B&btr. 10- 12’...$65.22 | Bé&btr ......... 42.00 | 1x4” connie 33.76 8 and 10’..... . 18. 36 at PRS 45.16 1 x8 yy eeeeaaes 34, 41 
“** "43 38 | : 1x6”... sees . 12/ and longer... gE Fie 4.27 x ccssece 40, 
Ne. 2; 6-30"... 43.38 | Finish, All 10-20 | No. 2— | a ace se 24.82 | No. 2 (10-20) 
1x8” F.G.— | B&better Rough: ie Leer 21.10 No. 1 Dimension, __ 18&20’....... oa. aeeerr 4.88 
et aoe 7: 39:08 | 1x5 and 10”.. 48.00 | 1x6” ........ 23.28 8181B | Se Fy 30. wane eS F eegoone 5.19 
No. 2) 6-20’..... 23:12 | B&better Surfaced: os oe 19.67 Short- Long. peseeee gia me. e: call 6-20’): ~~ 
1x4” E.G.— A Seas | 4a cp codacs 17.81 | oy 4” 10°.2038 29.72 1862070... og68 | 1x10" 222222, 18.98 
B.G.— cS PS ee 8, 2 , 107.29. 
No. 1, 6-207...) 46:63 | 1x8 and’ io". S446 | Nevteanoabye 127-2543 2809 | ON 8M Teli! 2ake | Longleaf Timbers 
1, 6-207..... 6: ¥ ‘15 | ae eee ‘ 
1x4” F.G.— Be erry 65.36 SE sonia ene 35.03 18&20’.31.18 33.16 16/...... 24.00 | No. 1 Sq. EH&S 
B&btr, 10-20’ 41.04 | 5/4x4, 6&8"°> 62:85 | 1x10" "1.1; 39:98 ” 10°.26.20 26.00 20’... 24.97 S48, 20” and 
No. 1, 10-20'.... 35.55 | 5/46, 10812”. 77.00 | Jx12” "TilTth Bass | 2% 6% 10 aoe eaes | 2210", 19%..... + 26.81 under: 
No. 2, 10-207... 24.95 6/4 & 8/4x4 _ | No. 2 (all 10 to 20/): LAR et} a 16’...... 25.65 penne 29.65 
; bie ¥ 6&8” a oe 1.50 Six8” Fe eae ae 87 seaiee’ Ba ae 30.24 18&30/.....: 26.43 OF 6 wieiiewea< 36.15 
Ceiling 6/4 & 8/4x5 a dd aon 35-08 aaa . 2x12”, 10’...... 24.25 12” .occeeeeee 42,16 
es 1oxi2” ..". $2.00 | 1x12” (2.2/7! 29/86 | 2x 8”, Oe gs us 30.94 12’...... 25.32 Car Material 
% x4”, 10x20’— a Su f ” : ' No. 3 (all 6x20’): 12’.25.55 27.03 BO cescee 24.69 as 
ST bansececi 32.50 urface ix8” 18.38 16’.26.08 29.93 18&20’...... 38.00 | (All 1x4 & 6”): 

a 32.13 ~~ “BR + 1x10” |.) °°"! 48'92 18&20’.28.52 81.10 | no 3 B&btr, 9 and -18/ 49. ¢6 
5 ag ttl er 1x5 and 10”.. 48.00 | 1x12” ....... 18.80 | 2x10”, 10/..... $2.50 SL cknwees 3098 | ie and a0. 448s 
~_ Car Sills 12’.28.31 31.22 2x6” 16-77 au vee 

op Siding Casing and Base = gig sq. E&E— 16’.29.13 33.41 ang” 111 * 47193 | 12 and 147.... 45.00 
1x6”, 10-20 B&better: Up to 9”, 34-36’. 61. 00 18&20’.31.21 34.05 a - No. 1— 
er 39.79 4 and 6”..... 63.81 | 387-38" ..,...4. 4.00 | 2x12”, 12’.29.25 37.50 Plaster Lath ‘+ I atancawees ee 
iS SR eae UN es 56.25 | Up to 10”, 34-36” ‘6 35 16/.36.10 46.39 | No. 1, %”, 4’... 3.93] 16’ .......... 40.63 
Rs citkenss 55 25.28 | 5and10”..... 67.50 |. 4068" cc cn ces 8.39 18&20’.36.94 44.19 | No. 2, %”, 4’... 3.00 | No. 2 random... 20.42 

| i 
ENGELMANN SPRUCE INLAND EMPIRE PINES DOUGLAS FIR 
Prices f. 0. b. Chicago on air dried Engel- | Portland, Ore., March 9. {Special telegram to Amertcan LumBERMAN] 

mann white spruce boards, D&M, shiplap, Manufacturers’ "Association has prepared the Pottiand, Ore, March 12.—F. o. b. mill 


siding and ceiling: 


rop | 


Inch— 4” 6” 8” 10” 12” 
a ty al a $56.00 $56.00 $72.00 $87.00 | 
btr.,* 6-16’. 49.00 54.00 54.00 67.00 82.00 

No. 1, 6-16’. 50.00 54.00 58.00 

No. 2, 8-16’. 42.50 41.50 41.50 41.50 49.00 
No. 3, 8-20’. 34.00 36.50 37.50 37.50 38.50 
No. 4, 4-20’. 32.50 34.50 35.50 35.50 35.50 
5” &6 /4— 4”"&wdr. 4, 6&8” 10” 12” 
D&btr., 6-16’..... $67.00 $69.00 $72.00 $82.00 
No. 1&btr., 6-16’. 64.00 66.00 69.00 79.00 
wee. 3, GEO’... cece 60.00 62.00 65.00 76.00 


For 5/&6’4 in No. 2, 4- 
$6; 6-inch, $9; 10-inch, 
widths, add $6; No. 4, 

$Furnished when available. 

*Contains 40 to 60 percent Dé&better. 


Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot, 35; for other 
lengths, including 18- and 20- foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, $1. 
Bevel siding, %-inch, odd lengths, 3- to 20- 

Hw 2 ce not over 20 percent shorter than 

‘00 


Dé&bdtr., 


, 8- or 12-inch, add 
“4 $8; in No. 3, all 


4-inch..$28.00 EE, 4-inch....... 18.00 
6-inch.. 31.00 6- inch Sey pe 3 


Spruce pe pine lath, 4-foot; No. 1, $7.75; No. 


“? 





RED CEDAR SHINGLES 


Seattle, Wash., March 9.— East 
four. or five bunches, & 4 b. mill, _—— 
First Grades, Standard Stock 
Mixed with 
Stratent tamer or 
es 
Extra stars, 6/2....$ 2.75 2.80 $ 2.80 ° 
Extra clears, 5/2... 32:00 3.20 3.10 3.25 
nt neeniee ees 3.90 4.00 4.00 4.10 
ee ion oo 3.95 4.00 
Perfections ........ A > ad 5.00 5.00 
RS SR oy 11.75 
Dimensions, 5” 5/2. % 300 4.00 


Pirst Grades, Rite-Grade Inspected Stock 
Extra clears, 6/2.... 


2.80 2.85 
Extra clears ...... 3.45 3.50 
EY ‘cedeadewen 4.00@ 4.10 
ER a aie tt oo ol 4.45 
Perfections 5.00@ 6.05 


Second Grades, Standard Stock 


Common stars, 6/2.. 1.05 1.15 1.20@ 1.25 
Common stars, 5/2.. 1.55@ 1.60 1.50 1.60 
Common clears... 2.00@ 2.10 2.15 2.30 
British Columbia Stock, Seattle Market 
I A 3.90 
EE técmacecdias 4.25 
PE Paid cuisine 5.05 
Perfections ........ 2 


5.25 
«+ 12.26 


Royals (No. 1’s). 





following list of average selling prices f. 0. b. 


Spokane, as shown by orders reported by 
members during week ended Wednesday, 
March 6. Reports of prices shown as S258 in- 


clude sales of stock worked other than 82S on 
which the prices have been reduced to an 
S2S basis by using the working charges shown 
in the Western Pine Manufacturers’ Associa- 
tion lumber price list of July 15, 1926. Prices 
of selects and random length larch and fir 
include sales of specified length stock with 
the prices reduced to the random length basis 
by using the sorting charges from the same 
list. Averages include both direct and whole- 
sale sales. Where prices shown are net to 
wholesaler they have been increased by 5 
of the estimated mill price. RL means ran- 
dom length. AL means’ all lengths, regard- 
less of whether random or specified lengths 
are called for. Quotations follow: 


Pondosa Pine 


Feet Average 
Sold Price 
6,000 1x8” No. 1 common 82S AL. - $38. 41 
282,000 1x8” No. 2 common 82S AL... 26.72 
277,500 1x8” No. 3 common S2S AL... 20.68 
918,000 fh, No. 4 common —_ RW RL 15.42 
35,500 1x6” D select gs F es alec wat 5.82 
52,000 5&6/4x4”"&wdr D sel 533° AL...” 51.55 
42,000 1x6” C select S2S RL......... 61.28 
37,500 SOS (tae Swee. C sel S2S RL,. .64.41 
62.206: G6 C. Bevel SIGing. . ooo nc ccevsee: 35.9 
1381, 000 5&6/4 No. Sabir shop S28 cen, 
wi" pad > 6 POW ate Me's u's be + 38.43 
Grae s ne Md oP POT ee Pee 18.42 
Oe vg a cae a aias e tae eee’ 21.98 
10,000 1x8” No. 1.common S2S RL... 43.30 
93,000 1x8” No. 2 common 82S RL...’ 32.47 
104000. 1x8” No. 3-common S2S AL... 23.07 
4, 


4/4. No; 4 coming 45 RW RL. 18.18 
84,500 1x6” D select § RL 4 


eee wwe 


5,000 ba6/4x4"Sewdr D sel S2S RL... 75.40 
2,000 1x6” C select S8S RL:.......-. 5.00 

500 5&6/4x4"&wdr C sel’ S2S RL,. 92.00 
S200 & Se BONE. Bes ata cicveetes 43.00 

Larch and Fir 

19,500 2x6” 16’ No. 1 dimension....... 20.03 
3,500 2x10” 16’ No. 1 dimension.... 20.50 
9,000 1x8” No. 3 common 828 RL 19.50 
10,000 4” C&btr vert gr fig RL...... 38.41 
17,000 6” C&btr D/S or rustic RL... 34.03 





POPLAR BEVEL SIDING 


Louisville. March 11.—The poplar sid- 
ing market » iL steady, with demand fair, 
and production normal. Local prices read: 


No.1 No.2 
FAS Select com. com. 
DOD ccisvebsisades $50 $40 $30 $24 
DD 6s cavédetedien 50 38 28 22 
Se. ‘ci ctrcdsvheawves 50 36 34; 18 





prices on actual sales of fir, March 8, 9 and 
11, direct and wholesale, reported by West 
Coast mills to the Davis Statistical Bureau, 
were as follows: 


Vertical ae: —— 


NF oc. saeees $41. * Bi 50 $30. ” 
iat oh Se ae 42.60 
ae” “\eaeaeaes nue i 00 cece 
Flat Grain Flooring 
 éx6s «henna 25.50 20.25 ssa 
De - cuwweckeeran Jeet 35.50 29.25 wales 
Mixed Grain Flooring 
1x4” foaetwe wees énee os $15.75 
Ne oy bia Wala ace 26.00 20.25 
Be wes vvie teawe 25.00 19.75 
Drop Siding, 1x6” 
ee eee 34.50 29.25 ee 
Se ee 33. - 30.50 — 
De -wtenmennnees ores 19.25 
Pinish, Kiln ‘Driea ane Surfaced 
, Ale 8 $81.25 
Sl EE Eee sin 25. $42.60 $ 
enigty ‘Common — and Shiplap * ~ 
’ ; 1x8” x10” “1x12” 
NE a re 37. 00 $19.00 $18.50 $22.50 
EE ae 13.00 18.75 13.75 14.50 
a RP ers eieepet ” 10.00 a ee te 


me. 1, thick— P 
12’ 16’ 18’ ae gaase’ 26-32 
4”.$18. a $18. 75 $21.00 $21.50 $21 
6”. 17.75-17.75 19.50 19.75 19. "8 $22. 75 $25. 00 
8”. 18. £0 18.75 19.50 20.00 20.00 23.25 24.00 
10”. 19.25 19.25 20.00 20.00 19. oS 23.50 25.50 
12”. 19.25 19. a. 20.50 20.60 20.75 24.25 26.00 


2x4”, 8’, $18.7 10’, $18.75; 2x6”, 10’, $16.75 
neaten— a 2x6” 2x8” 2x10” 2x12” 
No. “TE 00 $11.50 $33, we $12. Ke ae 1" 
No. 3" ier 9.50 7.00 * - 

No. 1 Timbers 
8x3 to 4x12” to 20’, BSurfaced........... $20.50 
5x5 to 12x12” to 4045, rough.............- 18.25 
5x5 12x12” to 40’, surfaced..........e20- 20.25 

Fir Lath 
BE. 3, BTR, GET. cccccevcvecsvesseBece $3.25 
Ba&better, Flat Grain Car Siding, 9 or 18’ 

WE Ema wee cee ob 06 coves he Feed 240% . -$40.00 
Be rv ouch sae eGles oo + deaemeteren ave ved, 40.00 





SOUTHERN PINE TIES 


Wew York, March 11.—Following are quota~ 
tions on southern pine railroad ties f. o. b.- 
New York: 


All 8’ 6”— ap Heart 
i Bogut: RS ea ea ier $1.35 $1.70 
> .sccnekveshrh neds eanneak - 1.26 1.60 
M. . S6ks oe venouesth se epeles ecoe meee 1.40 
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WEST COAST SPRUCE 


[Special telegram to Amertcan LumBerman] 


Portland, Ore., March 12.—The following are 
prices for mixed carlots prevailing heré today: 


yiaies Factory stock— 
1x12” .......$66.00 4/4 ...$33.00@35.00 
ix4—10” .... 55.00 tr «++ 34.00@35.00 
Bevel, siding— 6/4 ... 36.00@40.00 
onences Be 8/4 - 37.00@42.00 


x4 
%x6”, Flat gr. 27.00 Lath ...... 4.25 
Vert. gr.31.00 Green box 18.00@19.50 


WEST COAST LOGS 


[Special telegram to American LumBerman] 


Portland, Ore., March 12.—Log market quo- 
tations: 


Wee, peter: No. $21@22; No. 2, $16.50@ 
; No. 3 W 519012. 50; Beslers. $32. 
“Ungraded, $15@16. 
Cedar: ‘3150 8. 
Hemlock: Ungrated, 
: » $2 eoane : re $20@24; No. 
3, $14@17. 


Everett, Wes 5, me 9.—Log quotations: 
Fir: No. $26; No. $19; No. 3, $13. 
Cedar: Ratts of shtnels logs only, $21; lum- 


ber logs, $35. 
2, $12@14; No. 3, $12@13. 


Hemlock: No. i 
Spruce, No. 1, $24; No. 2, $18; No. 3, $12. 





Vancouver, B. C., March -- 7 aaa log mar- 
ket quotations are as re: 

Fir: No. 1, $20; No. $18: “No. -. hs 73 

a Sorted firsts ee seconds: » $22; 

$15; No. 3, $10. 

a tt, shingle’ booms, $26; $20 and $11; 
lumber logs, ey and $21. 

Hemlock: 12. 

Spruce: $27 and $14 

Pine: $25, $19, and $12. 


NORTHERN PINE 


Duluth, Minn., March 11.— Following are 
prices on northern white pine f. o. b. Duluth: 


Common Rough Boards and Fencing— 





10@12ft. 14 ft. 16 ft. 

Wo. 2, 3% Gi ccccees $44.00 44.00 $49.00 
BD scccaccve 46. 46.00 48.00 

| of Pr 51.00 51.00 49.00 

SEEE weerecces 58.00 55.00 54.00 

BEES cecceces 80.00 80.00 78.00 
eS. © eee 35.00 35.00 40.00 
8 ee 36.00 36.00 39.00 

SS ARS 39.00 38.00 37.00 

EMOG. ccvccipe 42.00 40.00 38.00 

EMES vceseses 50.00 46.00 45.00 

2. f ee 27.50 27.50 28.50 
ORS 30.50 30.50 31.50 

8 32.00 32.00 32.00 

BERG cecvcces 33.00 32.00 32.00 

SE ccnesexe 34.00 33.00 33.00 


For all white pine (Pinus Strobus) Nos. 1 


and 2, add $1: for S1S or S2S add $1. For 
add 41,60. add $1. S4S, D&M, drop siding etc., 
a 


6-foot and longer, 4-inch, $26; 
6- faa wry *e S inch h, $29; 10-1 inch, $29: 12-inch, 
$30; 1x4-inch and wider, $27.5 


No. 1 Piece Stuff, S1IS1E— 


10’ 12’ 14’ 16’ 18&20’ 
2x 4”. ...$35.50 $33.50 $32.50 $33.50 $35.50 
2x 6” ... 33.50 33.50 32.50 32.50 34.50 
2x 8” ... 35.50 35.50 33.50 33.50 35.50 
2x10" ... 37.50 38.50 38.50 37.50 37.50 

2812” - 38.50 39.50 39.50 38.50 39.50 


No. 2 piece stuff, $3 less than No. 1. For 
rough, deduct $1. For D&M, add $1.50. 
Canadian 
Bébtr. 


% D B C&bt. 
Ot esos et 56 $35, 00 $25. 00 $17.00 $32.00 
6” ...... 46.00 41.00 30.00 20.00 34.00 


‘WISCONSIN HEMLOCK 


The following are f. o. b. mill prices: 
No. 1 Hémlock Boards, 81 





_— 
8’ 10,12&14’ 16’ 


BE Oe” Sevedceecccenet’ $28.00 + $29.00 $30.00 
eens Pere 31.50 32.50 34.00 
| eae re 32.50 33.50 35.00 
EE 0.4 vende ee Keene 35.00 36.00 37.50 
AMEE covinne Chebdeibe 36.00 37.00 38.50 


For merchantable 81S deduct $2 from price 
of No. 1; for No. 2, deduct $4. 

For shiplap or flooring, add 50 cents to 
prices on No. 1 boards. 

Crating stock, S1 or 2S, 6” and wider, 6’ and 
longer, No. 2, $28; No. 3, $23. 


No. 1 sneeee, s181B— 


10’ 12’ 14’ 16’ 
2x 4” $32.00 $32.00 $32.00 $31.00 $33.00 
2x 6” ... 30.00 31.00 31.00 31.00 32.50 
2x 8” ... 31.00 32.00 32.00 31.00 32.50 
2x10” 31.00 34.00 35.00 35.00 34.00 
2x12” 31.00 35.00 35.00 35.00 35.00 


For No. 2 dimension, deduct $4 from price 
of No. 1. 





WESTERN RED CEDAR 


Seattle, Wash., March 9.— Prices for red 
cedar siding in mixed cars, new bundling, 
8- to 18-foot f. o. b. mill: 


Bevel Siding, 44-inch 


Clear od “B” 
ee $28.00 $25.00 $18.00 
SU Re eee 30.00 25.00 22.00 
| a 35.00 31.00 23.00 

Clear Bungalow Siding 
-inc %-inch 
0 ee Pere eee 47.00 $39.00 
RS tte. ee ata a ok eaveie - 56.0 43.00 
SPE. eas Hae ae eee howe - 65.0 sad 
Clear Finish, 8- to 1¢ 
$2 or 48 Rough 
a re ens $ 75.00 $ 71.00 
BE aristn ind suas aco ae we wa ene 80.00 76.00 
ee ON Gs fe 0a 4 ee aeade 90.00 86.00 
Se SB vb od.00 666.becave - 105.00 101.00 
Clear Ceiling or Flooring, One Side V or B 
BES OME GTNCM 36 OO BS os ccccccccccece $45.00 
Discount on Mo 
Made from 1x3” and under............. -50% 
ee SPOR CUO .CeOMescoccccscccnces -40% 


For 50,000 — or more, additional dis- 
count 5 


| . n 
Clear ‘Lattice, 848, 4- to 16’ 
100 ie, 2. 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the week ended March 2: 


Plooring 

Edge grain—Bé&better ....... $63.75 $61.25 
Flat grain—Bé&better ....... 41.00 40.75 
SS Grea ae 35.25 
Yh eeetgamenae: . 26.00 

Partition and Siding 
Drop siding, B&better, 1x6”............ $39.00 

Pinish and Moldings 
Finish, 1x5G10" BGmeteel......cccccesia $63.75 
Finish, 5/4x5&10” Bé&better............ 72.25 
Cee: Be <S 6 oc ae scceadiccdane 69.00 
Discount on moldings, 15%” and under.. 37% 
%” and over... 33% 

Boards and Shiplap 
Boards and shiplap, = ol Se rer $35.75 
ge a ree 27.50 
Silene. Jae", Dek Bscsskes ob ccewissceas 24.50 
I Ss Ee Decncdicescoceceseewces 18.50 

Dimension 
i: 3. Be OR eo bi vie wosswrens $25.00 
es ee SE Ee bec e-d ge sp e'cee sie 26.75 
MT. ngs a owike ce wanes 32.00 
Mo. &,. Be Bi 5. Bh OE TO... occ ccscccccece 23.25 
So. Oe OE. beens doeeeceanes 27.25 
Lath 

ee Oo ee iewcirccscebers cue cmcne atau $5.00 





NORTH CAROLINA PINE 


Norfolk, Va., March 11.—Following are typ- 
ical average f. o. b. Norfolk prices, made 
during the period Feb. 16 to 28, as reported by 
the North Carolina Pine Association: , 


IN aa ec ct dl eel Sec a's wibielw 6 Mikes aiare $47.14 
EE goa: 5 Scan aerate axe g Gk oa. Ree eee ee 31.96 
NE eins oo CS ale, a Ala uch ams Beate ws: 6 ee Ma Oe wae 25.38 
NE ac ocivit he SA ie Selon saa bale pew Ql rt 21.91 
Wo. 1 No. 2 
B&better = 1 box box 
2 gece er $46.51 wee wee 
Be bw bone 46.0 ve — 
reer ee 47.97 $38.11 $27.54 $24.10 
mee” 62etr ees 49.00 ee hares ore 
| ee 49.93 38.55 ceil 25.80 
BD aypince Seow 54.34 39.83 28.37 24.81 
MEET ‘etn.nts eee 68.51 47.61 30.34 25.63 
Edge— 
CE a ee ere are $50.25 
B&better, B)4xi0” SE LY eR eee) Ti ee ay a kway 65.3 
B&better, NE oi S55 chew es cee Cease 71.83 
EE eae 52.25 
bate Strips— 

ORE RSES BOLE 9 NT EO ta eee Oe eee See $18.50 
Lath, a wee, A “QPUNIIN <0 5s obo Witceee a worn 6 $ 5.43 
Dressed 21%” 3” & 
Flooring— Width Wider 

DEE. ccébawevisand ean $42.75 $41.51 
ef eee eee 37.11 36.85 
_ strip partition, No. 2&better....... $35.46 
Box bark strips, dressed or resawn..... 18.75 
No. 2 *Air 

Roofers dressed dried 
MS te cae Sates 6s Cok 6c KWS $28.15 $20.87 
ee oe tcscd alae wanes ox eee 28.52 21.00 
a ar ell AS $25 TPS PS A 2 EE 30.00 21.08 
BE wugijcaidtih Oboe oki wecwks 30.71 21.59 


*F. o. b. Macon, Ga. 





CALIFORNIA PINES 


San Francisco, Calif., March 9.—The follow- 
ing average prices f. °. b. mill, those on com- 
mons covering 1-inch stock only, were reported 
by the California White & Sugar Pine Manu- 
facturers’ Association for the period ended 





March 6 
California White Pine — 
All widths— 
No.1&2 clr. Csel. D sel. No. 3 clr 
a eee eo 50 $65.25 $52.50 $42.5 
ere ee 70.50 64.75 50.50 66.25 
ip OE 67.75 57.25 47.00 52.00 
Sea e 78.75 67.75 55.50 64.50 
California Sugar Pine 
eee 95.75 82.50 66.50 53.75 
eer rer 86.85 72.00 56.50 . 60.25 
ee ok se een 85.75 66.50 49.00. 59.75 
De? deesaite 97.20 79.25 66.75 79.80 
White Pine Shop ° 
RE 32.00 No. 1 dim, 1lyfx 3.00 
No. 1, 5/4xa.w.. 39.75 %W.-.-...... ’ 
No. 2, 6/4xa.w.. 28.85 Mixed Pines 
eos ee 41.50 
SS erry ae ‘ 
Sugar Fine Shep oe phd, 30.50 
WG sehen ohss oe 42.00 Wie, ¢ 558i 22.75 
No. 1, 5/4xa.w.. 46.00 teva siaape thee. 21.00 
No. 2, 6/4xa:w.. 34.25 Timbers ....... 31.50 
Australian mare — . 28.60 
J, * eee 52.25 Lath— 
OO ee 50.75 ae 4,25 
GFE vescass 45.75 ING ee ints ‘ 3.6 
ye ae 54.00 
10/4&Th.xa.w. 81.25 Dimension .....; 15 


Cincinnati, Ohio, March 11.—Average whole- 
sale prices, carlots, Cincinnati base, on Ap- 
palachian “soft texture” hardwoods today: 

4/4 5/4&6/4 8/4 
QUARTERED WHITE OAK— 
F oe cccces  GlLB0Q@145 vite 2 tt 165 
Selects ...... 105@110 110@115 115@120 
85 85@ 90 90 


No. 2 com.... 45@ 50 54@ 59 55@ 60 

Sound wormy. 45 47 64 59 57 62 
QUARTERED RED OAK— 

EE micntnaibnetea $115@120 

No. 1 com.... 665 eae es 

No. 2 com.... Ds ache: etek . wetim tae 
PLAIN WHITE AND RED OaK— 


Co ae ie 110 si1seeis sisces 
Selects ...... 80 80@ 85 100@105 


No. 1 com.... $0 68 68 73 135 92 
No. 2 com.... 40@ 45 48@ 55 55@ 58 
No. 3 com. 26@ 28 27@ 29 33@ 38 


Sound wormy. 49@ 561 
Basswoop— 


FAS .......-. 75@ 77 7@ 80 85@ 90 
No. 1 com.... 657 60 62@ 67 70@ 75 
No. 2 com.... 32@ 35 37@ 42 42@ 47 
CHESTNUT— 
| ee $ 80@ 85 $ 95 198 $105@113 
No. 1 com.... 48 54 54 60@ 65 
No. 3 com. 22@ 23 23 Hy 23@ 24 
Sd. wormy and 
—. 2 com. 32@ 34 386@ 38 38@ 40 
No. 1 common 
& Better, ; 
sound wormy 35@ 38 88@ 40 40@ 42 
BrrceH— ; L 
| apn 7) saatataedasred $105@115 $110@120 
and Ts as Oe s 65@ 70 .70@ 175 
No. 2 com.... 35 40@ 42 42 
BEECH— 
eS aa $ 60@ 65 $ 65@ 70 $ 70@ 75 
No,-1 com..:.. °40 43 45 48 45 50 
No. 2 com.... “25@ 28 28@ 30 30@ 33 
PoPLAR— 
Panel & ‘No. 1; 
13” & & wider $140 $150 $160 
YS yore 105 ' 120 130 
Saps & Sel... 80 95 110 
Nea $380 41 wen i160 
YY. Vee 47@ 49 
No. 3 B...3.. 30@ 32 38@ 35 3° 
MaPLE— 
| IPR ree $ 70@ 75 $ 76@ 80 
fg ge TEES @ $ 76@ $ 87@ 94 
and sel. ... 46@ 51 58@ 68 69@ 77 
No. 2 com.... 34 36 40 42 46 





BLACK WALNUT 


Cincinnati, Ohio, March 11.—The following 
are today’s prices on American black walnut, 
£. = = Cincinnati: 

- hes wide: 4/4, $240; 5/4, $250; 6/4, 

‘is ve ‘$160; 5/4, $165; 6/4, $170; 8/4, 


No. 1: 4/4, $95; 5/4, $110; 6/4, $120; 8/4, 


ne 
©, 2: 4/4, $40@42.50; 5/4, $45; 6/4, $465; 
s/h, $55. st 7“ 


76 
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Following are prices 


NORTHERN HARDWOODS 


of northern hardwoods, f. o. b. Wausau, Wis.: 


———— 











AsH— Sorr MAPpLEe— Harp —, 

FAS Sel. No.1 No.2 No.3 4/4 . 62.00 52.00 42.00 25.00 20.00 0.3 
4/4 ...$ 75.00 $ 60.00 $ 55.00 $ 41.00 $ 21.00 5/4 . 70.00 60.00 50.00 33.00 21.00 4/4 .. “8 86. 09 a es. 60 3 30, 00 B "S. Go g it 0 
5/4 ... 85.00 70.00 65.00 41.00 1.00 6/4 . 82.00 72.00 60.00 37.00 21.00 5/4 
6/4 ... 105.00 90.00 65.00 41.00 31. 00 8/4 . 94.00 84.00 69.00 39.00 21.00 6/4 ... 90. 00 70:00 BB. 00 36.00 30.00 
8/4 . 110.00 95.00 75.00 45.00 22.00 8/4 ... 102.00 82.00 67.00 38.00 21.09 
meee Rock ELmM— 10/4 ... 115.00 95.00 80.00 650.00 30.09 
4/4 $8.00 68.00 45.00 30.00 20.00 sh ‘ \. ‘ + 16/4 . 170.00 145.00 130.00 .... : 
5/4 90:00 70:00 52:00 -3600 21°00 5/4 ... 80.00 55.00 30.00 20.00 
8/4 95.00 75.00 70.00 45.00 21.00 8/4 ... 88.00 68.00 37.00 *25.00 wider, $30; 12- inch and wider, $4 ‘o. 

10/4 = 110.00 100.00 90.00 60.00 , 10/4 ... 98.00 78.00 52.00 pis Regular stock contains 50 ‘percent or more 
12/4 ... 115.00 105.00 95.00 60.00 1... 12/4 --- 108.00 88.00 57.00 *30.00 14 and 16 foot, and the following percentages 
3/4 * “79°00 64.00 38.00 24.00 ees *Bridge plank of 12-inch and wider, 4/4, 10 percent; 5/, 6/ 
5/8 76.00 61.00 34.00 24.00 and 8/4, 20 percent; 10/ to 16/4, 30 percent, 

‘ , : Basswoop— Harp MAPLE RouGH FLoorING STtock— 
Meike fer beings & ede. ero ee war. 4/4 73.00 63.00 650.00 32.00 23.00 No.1 No.2 No.3A 
e e e ° ° le le oO. 
Pr See eS ae foot & ler, a 5/4 75.00 65.00 50.00 34.00 ‘24.00 com. com. com, 
Price of No. 2 and better, 4- and 6-foot 8/4 $4.00 74:00 60:00 36:00 26:00 874 1.2L *tg00 *38:00 see 
aan 2a. Wer aclect sok ane 1a 4 . y Y ‘ ees Bn. cnc eeeohbeven . .00 28.00 
, 10/4 90.00 80.00 65.00 45.0 coos |§=6 Bao 
mere birch. 6- » 36-Soat, saeem, ee faee 12/4 100.00 90.00 75.00 665.00 oe FAS Sel No. No.3 N 
clear, ; one an wo ace clear > xo- ° le le oO. 
: : . i ; Key stock, 4/4, $75, or on grades, FAS, $85; 4/4 $ 60.00 $45.00 $40.00 $25.00 $19.0 
ree TO ee reat ea’ Ame two face No. ‘i, $70; 5/4, $80, or on grades, FAS, $90; 5/4 65.00 55:00 45:00 °3000 ‘ane 
fo No. 1, $70. 6/4 70.00 60.00 650.00 35.00 22.00 
Sort Erm— One and two face clear, 6- to 16-foot, 1x4- 8/4 80.00 «++. 60.00 40.00 25.00 
FAS Sel. No.1 No.2 No.3 inch, $65; 1x5-inch, 5/4 No. 2 com. & better...... 52.00 een 
4/4 65.00 55.00 45.00 26.00 22.00 oO Enp DrieED WHITE MAPLE— 
5/4 70.00 60.00 48.00 28.00 23.00 RED Oak— A No.1 
6/4 80.00 70.00 58.00 32.00 23.00 4/4 ... 100.00 80.00 65.00 40.00 17.00 4/4 ......ccccccccccccce $100.00 $ 85.00 
8/4 $5.00 75.00 63.00 36.00 23.00 65/4 . 105.00 85.00 70.00 42.00 19.00 574 1... 22 rrirr rrr 110.00 90.00 
10/4 95.00 85.00 70.00 40.00 che 6/4 . 110.00 90.00 75.00 45.00 19.00 6/4 00 115.00 95.0 
12/4 100.00 90.00 75.00 45.00 8/4 . 115.00 95.00 80.00 650.00 21.00 g/4° 1. iii i iti 127.00 107.00 
Following were sales prices made on southern hardwoods during the week ended March 5, Chicago basis: 
4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
Ficurep Rep Gum— — Oaxk— enon a 
caeeenaetdacts 0p eeteeeene Bewt ec saws r Oi ie ater a ade Bek 
oie PAS: 137'35.0123.25 Se eee ie eM ek cae eae eee Torso— sod DD wveceererers snsworreneen sesceenenons 
a  “penkeinensee adeakawirok’ Qtd. FAS... 54.50 mae * CO Fee ew eh 55.00@ 58.50 
Rep GumM— No. l&sel. MRICS. mee eeME teas F dale eth dwelt 45.00@ 47.50 
Qtd. FAS...100.50 94.75 108.75 109.75 Mite) csminehcecen:  Gagdsegivahna. heuemerauedes 35.00 
No. 1&sel. 53.75@ 65.00 58.25@ 64.75 58.00@ 66.75 64.00@ 71.50 Pin. FAS. ee a eee 
No. 2..... 38.25@ 45.00 wie ies ae OO No. lésel. + 37.50 41.00 See Gee ao, ee 
Pin. FAS... 96.75@103.50 Vil Ut) 5 eepeeeprerrry o. 2... ° Ere 27.00 . 
No. 1ésel. - se 8e a, .<tondgwiabss 62.00@ 63.25 66.50@ 67.25 Portar— 7.00@ 28.50 ..........., 
ee NN a ee en eedeteles. Sabasewetans et 98.75 
Sap GumM— Saps &sel. 62.00@ 66.75 67.50@ 71.75 .1...° 0°..." 73.00@ 75.75 
Qtd. FAS... 62.25@ 66.25 66.75@ 72.25 61.00@ 67.00 66.25@ 71.25 Dnt ED -wvcchedsenee ' odescexoereg? “Cocwie 
No. 1&sel. 47.50@ 49.50 48.00@ 57.25 49.25@ 51.50 51.00@ 64.50 No. 2-A.. 34.25@ 45.75 aati Givens  andaraa de weniie. Sia sokicaeee 
(UR aa paral Sp tea gaa ie algo Eg at nett eC ’ ; No. 2-B.. 29.0 ey «  srvuccebvee .canctccel te 
Pin FAS..: 6i. 50@ 71.25 62.75@ 65.50 63.00@ 63.50 $5,009 69.25 De sass EE UE wewdevdawess viccacdaveces. carn nce 
No. 1&sel. 41.00@ 50.50 45.25@ 50.76 48.00@ 49.50 50.25@ 54.25 AsH— = © TTT TTT tte teeseres se eeeeeseees 
No. 2..... 25.75@ 37.50 29.00 28.00 29.75 | eee SR ere cae sae 88.25 88.50 @102.25 
No. 3. EE... cose cs Get chevachdgad" spanwdeenreh SS 5 Perr tee 56.25 64.25@ 72.25 
ome Mase No. 2..... 30.75@ 34.00 ............ 28.25 40.75@ 43.50 
 eapee BEM.” ¢ 5. ube ettSel eulseanenets esc0buenewkd a i Ske dake SE EE nckcnensneed © Saduci¥en ew co onks see 
No. 2.. ——— é64§4o§ ‘@i:dte‘paeidiecawos gate wenle eee ethaeiria warte dies ICKORY— 
HARD MAPLE— OF FAS Ae tek FeCRERECHeOe e200 bedkemesene 75.00 71. 00 
og a eee ee ee PCD Serkendesers saneasbinkes 50.00 51.00 
oe orgie tae SAE: ay POINT eee ate a°)6=3§6hli(C(t”Sséfaé bh eeereee ee MEMENGESS evtaberiuts sbdeddeeenae-Mibot boda ccs 30.00 
WHITE OAK— Sort ELM— 
Qtd. FAS. ..125.25@130.00 134.25@142.50 139.25@145.00 142.25 @ 151. .00 PAS “ vecey 54.75@ 66.25 65.50 66.75@ 68.50 73.75 
es eee ee eie ee. silk ded ah No. 1&se Z 48.50 51.75@ 53.5 "5 
Pin. FAS. 86.00@ 101.50 110.50@115.50 103.00@125.50 121.50@125.00 “i ee es oe ee ee 31.7) = teh 
No. 1&sel. 55.75@ 65.00 73.25 71. 50@ 77.25 86.00 Corron woop— 
No. 2..... 47.50@ 49.50 ies ee he abd xed No. 1ésel 38.50 BM bd coterabve » Gadeie Cache seietl ee 
i 1 les evlewnecevnt® "ecahadeseak’ o 2... a i aes. - ai ene eee es 
i ¢..- 23.00@ leit selpeepbare nih 30.25 MAGNOLIA— 
SI a ares: a Ye ee ee 81.00 83.50 83.25 
: SS Ss eee 140.50 145.25 No. 1&sel. 50.00@ 54.00 ’ 57.50 .. ; 
Pin PAs. 85:50 ee 94.25 125.25 @126.50 No. 2 29.25 34:75 Sit ava ee) See 33:28 
No, 1&sel. 52. 50g 58.00 69.50 a? ° Iopireeweteet BircHo— 
Se anode ED . GED cs «J caadevbeswee. ‘epeseacecces ! es ee ee ee ee eee 
Shortleaf Dimension -inch Scan 
PHILADELPHIA PRICES 10. to'16-fon8 t WEST VIRGINIA WOODS 
Philadelphia, Pa., March 11.—Wholesale prices 2x4” a ce esate $30.00 2x10” ccane wee $31.00 _ Philade 9 
secured from authoritative sources exclusively 2x6” ........-. et - Gee . svssacaes 32.00 | virgini ee Pa., March 11.—Prices of West 
for the Antenicaw LUMBERMAN areas follows! | 2X8" 007 0.0°7. line semis caantite ter ae Mies tae 
Southern Pine, Merchantable—1905 North — Pine Flooring BER f : 
(Dock Delivery, Philadelphia) ¥ 0.2&btr. No.3 No.4 a SES OS eee 
Mississippi {tx2%- RS ck waae NO 87 00 $62.00 “el Ash: FAS 4/4, $100@105; 5&6/4, $115@120; 
Southern Northern and x2%” flat......... 47.50 40.00 $29.00 | 8/4, $125; 10@12/4, $135@140. Common, 4/4, 
snenee e. There iy Goorris an yd Dried ry Carolina Roofers $60; 5&6/4, $70; 8/4, $80. 
7+ = epereseeren 39.00 42.50 1.00 133" Bre F800 | Tek BZ 2% --35-58 | onestnnt: FAS 4/4, $85@88; 5&6/4, $1100 
= i pbeebad 40.00 44.50 © 1.00 inch thick, $1 more. 115. Common, 4/4, $56@58; 5&6/4, $62@65. 
5&10x10” ......... 48.00 49.50 54.00 Red Cedar Bevel Siding Sound wormy, 4/4, $36@38. No. 2, 4/4, $27@29. 
nr: . 2. heoee 60.00 64.00 ee "eee ai eaone Preyer per . -$39.00 Poplar: F : 25. 
Po eeeeih it 56.00 61.00 62.00 I a aan red wee 8 dee bil +0 SRB. Ee res! ~~ . tg S100@ 125; yo tg 4 
2@4x14” .......... #3 67.58 a Gee ae ee eee ees cece 0400 | Veer Sane, S-inch and up, 4/4, $80; 5as/6, 
.cadeved : 64.50 69.00 $87@90; 8/4, $95. Common, 4/4, $60@65; 
ss Sabepecess: : sia £5.00 Maple Flooring f.0.b. ery? tahx2 i" 5&6/4, $70@73; 8/4, $78. No. 2-A common, 
@H16x16" ......... aie 80.00 sceMA First grade..........° 47.80 $3875 | 4/4, $45; 5&6/4, $49; 8/4, $52@54. No. 2-B 
Lengths 22 to 24 feet, a a $2. 32-foot MERA Second grade.......... 72.50 74.50 | common, 4/4, $30; 5&6/4, $32@33; 8/4, $34@36. 
an 2 feet additional, “add $1.00 to oot MFMA Third grade........... 52.50 54.50 Red Oak: FAS 4/4, $95@100; 5&6/4, $115@ 
Bach 1 foot over 32 feet, add $1. Sonne, Pine ron i ite 120; 8/4, $120@125. Common and select, oe 
Pine Flooring, 25/32x2%-inch Face ” . . $60@63; 5&6/4, $72@75; 8/4, $75@77. No. 
Longleaf meet ae, % $8 .cccvever $ 6550 $59.50 $46.25 $37.75 | Common, 4/4, $45@47.50: 5&6/4, $47@50: 8/4, 
¢ ry) fT eee 79.50 64.50 44.25 38.25 
B&btr, ht. rift. .$93.00 No. I sap fiat. $46. oe 1X 8" oo. eeeeees 74.50 64.50 44.25 39.25 | $50@55. 
I Bigeea b R a S ae: Bee been Ste ae wt eben: be 
‘ Oomanes Roof 13” and up..... 104.50 nag 53. 43. ; , . 
eee TY sentria aga O° nem ones 4/4, $65@70; 5&6/4, $75@80; 8/4, $80@85. No. 
ae . 28.00 Deo” x 9%: BORGO BIOUED ccccccccsces $6.50 cht — 86. 75 delivered | 2 common, 4/4, $50@53; 5&6/4, $55@58; 8/4, 
1x8” eyes . 29.00 1x12” $x 11%.. 31.50 Hemlock .......... 4.90 c.1.f.— 5.50 delivered | $60@63. 
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OAK FLOORING 


Following are carlot quotations, Chicago 
basis, on oak flooring: 
1§x2%” Ha 5x2” %x1%” 
ist qtd. wht...$121.0 121.00 $94.00 iy 00 
ist qtd. red... 91.00 86.00 73.00 68.00 
Qnd qtd. wht... 81.00 71.00 63.00 63.00 
2nd qtd red... 76.00 71.00 63.00 61.00 
ist pln. wht... 84.00 72.00 65.00 53.00 
1st pln. red.... 79.00 71.00 59.00 55.00 


gnd pin. wht... 75.00 64.00 46.00 45.00 
2nd pln. red... 75.00 64.00 45.00 45.00 
ee Wires ss 63.00 49.00 37.00 38.00 
Se ea 61.00 49.00 37.00 38.00 
DO «severe 30.00 24.00 16.00 15.00 

1x2” %x1%” 
SS eerie $98.50 $98.50 
ee On CS screen sb dews ne wee © 98.50 98.50 
On ated. wht. & red..cccccoccss 79.50 78.50 
Oe | aR a er Peter ce 77.50 78.50 
Oe eee ere errr 70.50 73.50 
ee ere 66.50 66.50 
I agg: covrm igi aia ele 65.50 65.50 
| RSS eee 45.50 45.50 
ny aa ate a ee 45.50 465.50 


DOE. asiccth terres eesaveee wed 17.50 17.50 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple flooring, as reported to the 
Maple Flooring Manufacturers’ Association, 
averaged as follows, f. o. b. cars flooring mill 
basis, during the week ended March 9 


MFMA MFMA MFMA 
NE elo ayateeed $76.59 $62.94 $43.63 
i a Gwen. cake 








For Editorial Review of Current Market 
Conditions See Page 33 


NORTHERN PINE 


CHICAGO, March 13.—Local retail yards are 
buying common grades of northern pine in 
small lots. There is a good inquiry for all 
grades, particularly from the industrial trade. 
An active demand is reported for pattern 
lumber. Dry assortments of stock in the 
North are becoming badly broken, some mills 
being entirely out of certain items. The 
market is strong. 


BUFFALO, N. Y., March 12.—The brighter 
weather of this week is giving encouragement 
to dealers in northern pine, and they are look- 
ing for considerable improvement in trade 
in the next few weeks. A strong tone pre- 
vails through the list. Lower grades are 


ee EASTERN SPRUCE 


BOSTON, MASS., March 12.—The last few 
days have brought some improvement in de- 
mand for eastern spruce frames. Production 
is still light and base quotation firm at $42. 
Another large mill will begin sawing next 
week. Provincial random is moving. slowly 
but offerings are moderate and prices keep 
about steady. Scantling is $33@34. Boards 
are very scarce, quiet and firm. Lath are 
moving slowly and prices are a bit easy. 


HARDWOODS 


CHICAGO, March 13.—Practically every 
item on the northern hardwood list in ship- 
ping dry condition is being called for by the 
consuming trade. Furniture factories are 
Placing orders for Nos. 1 and 2 common 
maple, basswood and birch. Automobile body 
interests are actively in the market for thick 
No. 1 and better hardwoods, also some No. 2 
common and No. 3 for crating. Country in- 
terior finish plants are buying regularly se- 
lects and better birch in all thicknesses, 1 to 
2-inch. Flooring plants are taking in floor- 
ing maple green on account of the fact that 
there is no dry stock available. Prices are 
very firm. Sap gum is moving freely, but 
some grades are scarce. Prices are firm on 
most southern hardwoods. 





CINCINNATI, OHIO, March 11,.—Common 
sap gum 4/4 is up an average of $1. Furni- 
ture factories are buying mostly in hand-to- 
mouth lots. Automotive demand is good for 
8/4 and thicker ash, hard and soft maple, 
southern elm and magnolia. Oak flooring is 
in better demand and up an average of $3 
this week. 


BUFFALO, N. Y., March 12.—The hardwood 
demand keeps up in a fairly satisfactory way 
and more stock is moving than earlier in the 
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salt ut** — light-weight ladders. 


are making money. 
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‘ “OTHE Babcock beam is growing Sy ern the sale 


of Babcock Spruce Ladders is growing-—and 
Aue the sale of our spruce ladders is growing because ‘i 
they are meeting buyers’ requirements for strong, 


dealers who are selling Babcock Spruce Ladders 


Write for the Babcock catalog — Remember we pay the freigh . 


THE W. W. BABCOCK CO., Bath, N. Y. 
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Birch 
Maple 
Beech 
Basswood 
Elm 
Norway 
White Pine 
Hemlock 





Quality 


from Quality Timber 


Stack Lumber Co. 


MANISTIQUE, MICHIGAN 


NORTHERN 
HARDWOODS 











year. Many concerns are now preparing for 
expected improvement by laying in supplies. 
Automobile plants are taking quite an amount 
of maple, ash and other woods. Gum is going 
into the furniture trade to a fair extent. 
Some dealers find quartered oak moving better. 


ST. LOUIS, MO., March 11.—The southern 
hardwood market is reported to be stronger, 
and mills are getting higher prices for such 
items as inch FAS plain and quartered white 
oak and inch sap gum, and quotations are 
especially strong on No. 2 sap gum, which 
ig very scarce. The St. Louis yards are re- 
ported to be buying more freely. 


HOUSTON, TEX., March 12.—No. 1 and se- 
lect quartered red gum 4/4 is being sold this 
week at $44, mill, an advance of $2 over the 
previous week. Inch FAS magnolia is sell- 
ing at $68, and No. 1 common and select at 
$41. Sap gum and magnolia are selling well. 
Demand for oak flooring has improved con- 
siderably. Ash is quiet. Not much tupelo is 
being sold, as production is small. There ‘is 


a considerable volume of export shipments at 
good prices. 


FIR, SPRUCE, CEDAR 


CHICAGO, March 13.—Retailers are more 
actively in the fir market than for several 
weeks, ‘Industrial trade is on a fair basis. 
Railroad demand for car material continues 
good, and has.caused. a stiffening of 4- and 
6-inch clear strips, so that drop siding, floor. 
ing and ceiling are bringing higher prices. 
Sitka spruce is moving freely to industrial 
cohsumers. Most of the mills are oversold 
and are turning down orders. Prices are 
strong. There is a fair movement of Engel- 
mann spruce to retailers and industrial con- 
sumers. Mill stocks are badly broken and 
prices hold firm. 


KANSAS CITY, MO., March 12.—Demand 
for fir is showing some increase each week 
and prices generally are strong. Mixed car 
orders are the rule, but more straight car 
inquiry is being received, particularly for 
boards and dimension, these latter being hard 


ieee ae 








(ee ee 


_aeenanasaeneetsnion 


a a ES 


oe 


Es 


suas. 











78 


AMERICAN LUMBERMAN 


March 16, 1999 








PRODUCTS OF THE FOREST 


ENTERPRISING 
lumber dealers 
are selling their 
customers the 
idea of eating breakfast 
in a specially constructed 
room off the kitchen. 



































Playing an increasing part 
in the production of “pro- 
ducts of the forest” are 


Nicholson and Black Dia- 


The customer saves time 
and money and the dealer 
sells more lumber. It is an 
excellent idea all around. 


mond Saw _ Files. 
well balanced and durable, 
they give you the best 
file value money can buy. 


Sharp, 


At hardware and mill supply dealers 


eet, NICHOLSON FILE CO. 


Ge PROVIDENCE, R. I., 


et omy 


Providence Factory 
NICHOLSON FILE CO. 


—> 


Philadelphia Factory 
G. & H. BARNETT CO. 


U.S.A. 








to place. 
terest now. 


Wholesalers are taking more in- 


BALTIMORE, MD., March 11.—The move- 
ment in fir is holding up quite well here. Quo- 
tations are steady, with the tendency upward, 
though no advances of consequence have been 
made of late. 


NEW YORK, March 11.—A gradual im- 
provement in fir supply and demand is noted 
from week to week, with prices very firm. 
Retailers are buying very sparingly and stocks 
in the yards are not heavy. 


CYPRESS 


CINCINNATI, OHIO, March 11.—There is 
good inquiry for red cypress dimension and 
C and B finish for repair and interior work, 
and country retailers are taking small lots of 
pecky for fencing and barn and siding work. 
Yard stocks are subnormal for this season, 
but it is expected that retailers will com- 
mence to replenish them around April 1. 


ST. LOUIS, MO., March 11.—The market 
for yellow cypress in low grades is strong, 
while upper grades are not so strong. How- 
ever, the scarcity of No. 1 common is being 
reflected in the price of inch shop. The de- 
mand for red cypress continues good. 


HEMLOCK 


CHICAGO, March 13.—Northern hemlock is 
in good demand from retail yards and in- 
dustrial consumers, with only a very limited 
supply of dry stock at shipping points. Prices 
are firm at $3 off the new list. 


NDW YORK, March 11.—Eastern and west- 
ern hemlock prices are holding: firm on a 
quiet market. There is a fair demand for 
timbérs, but wholesalers report that -evén this 
is nothing to boast of. 





BOSTON, MASS., March 12.—Dry eastern 
and northern hemlock boards are very scarce 


and firm, though demand is dull. Some in- 
quiry is now developing for heavy lumber 
and plank to be used in spring road work 
and bridge repairs, mostly supplied by smal] 
local mills. Western hemlock is _ quiet. 
Wholesalers are resisting the firm prices de- 
manded on the Coast and there is very little 
mill shipment business. 


WESTERN PINES 


CHICAGO, March 13.—There is a pretty fair 
demand for Inland Empire woods, according 
to local distributers. Industrial consumers 
are wel! represented in the market for the 
lower grades of Idaho pine, and retailers are 
taking fair quantities of Nos. 2 and 3 com- 
mon boards and selects in both Idaho and 
Pondosa pines. California sugar pine is mov- 


.ing well to the sash and door factories. Mill 


stocks are still badly broken, all items of 
10/4 and thicker being particularly scarce. 
Prices are firm. 


KANSAS CITY, MO., March 12.—Factory de- 
mand for western pines continues very good, 
and retailers are getting into the market in 
somewhat larger numbers. There is a heavy 
demand for shop and a good call for finish. 
Common boards and small dimension also are 
in good demand. 


BUFFALO, N. Y., March 12.—Demand for 
the California pines is spotty, but a fai? 
amount of stock is being moved by some deal- 
ers. Recent unfavorable weather has kept 
down the activity at the retail yards, but with 
spring not far away more buying is looked 
for. Firmness is shown in prices of both 
CaHfornia white and sugar pine, owing to 
the lack of stock at the mills. There is spe- 
cial strength in thick stock and in the lower 
grades. 


NEW YORK, March 11.—All Inland Empire 
items are holding recent price advances, 
though demand is light. There is no weak- 
ness in Idaho lists. California pine prices, 
after a substantial advance a week ago, are 
very firm, Mills that have been unable to 


supply gaps in local stocks for the last few 
months are reportéd further handicapped by 
bad weather. 


SOUTHERN PINE 


CHICAGO, March 13.—Southern pine de- 
mand continues to improve, practically a} 
consumers being represented in the market, 
There is a brisk business in car repair and 
maintenance material from the railroads. Re- 
tailers are replenishing stocks for spring 
trade, now that the weather is warming up, 
thereby permitting building operations to get 
under way. Prices are firm. 


KANSAS CITY, MO., March 12.—There is a 
strong demand for No. 3 common, and prices 
have advanced. No. 2 also is in heavy de- 
mand and prices are stronger. Buying hag 
become a little more general, and demand 
from southern territory is in very good vol- 
ume, Mixed car orders are predominating, 
not many buyers coming into the market for 
future requirements. There is a better de- 
mand for timber, and a good industrial de- 
mand for other items. 


CINCINNATI, OHIO, March 11.—Inch No, 
2 pine is stronger, a better demand coming 
frem country retailers. Air dried 6-inch 
boards continued scarce, with prices higher. 
Dimension is hard to get, as southern pro- 
duction of air dried stock is below normal 
for this season, due to continued heavy rains. 
The building trade here is held back from 
buying by bad weather, but inquiries indicate 
an active season. Prices generally are about 
$2 over December low. 


ST. LOUIS, MO., March 11.—Transit cars of 
southern pine are said to be a trifle weaker, 
but prices are as strong as ever on mill ship- 
ments. Orders are reported difficult to place, 
because rainy weather has hampered produc- 
tion. The weather in the consuming sections 
is still generally far from satisfactory for 
outdoor operations. 


BOSTON, MASS., March 12.—Southern pine 
demand is slow. Yard stocks are quite mod- 
erate. There have been no. important 
changes. Arkansas partition is holding re- 
cent advances. Some Bé&better rift longleaf 
flooring is offered at $73, and shortleaf at 
$68. Roofers are firm at $31 for 8-inch air 
dried. ; 

HOUSTON, TEX., March 12—An offer of 
$18.50, mill, for 6-inch No. 3 pine dimension, 
was the best of the last week. A substantial 
order was booked by one concern at that fig- 
ure. Some mills are sold out on No. 3 di- 
mension and boards. Demand for all car ma- 
terials is active. No. 1 heart face decking is 
quoted at $50, and square edge and sound 
decking at $42@45, mill. B&better longi- 
tudinal car siding is $76. All yard stocks 
are in good shape. 


SHINGLES AND LATH 


KANSAS CITY, MO., March 12.—Shingle 
demand is light, and prices are not being so 
well maintained. The better grades are firmer 
than the cheaper. Demand for lath has im- 
proved, their being a good demand for red- 
wood and California pine. Some fir lath are 
being taken in mixed cars with cedar siding. 
Siding demand also is a little better, the call 
here being mostly for California pine and 
redwood. 


NEW YORK, March 11.—Arrivals of eastern 
spruce lath are just about at the zero mark 
and wholesale prices here, with supplies be- 
coming low, are holding around $7. The mar- 
ket for shingles is quiet, but stocks of all 
western items are ample. 


HOUSTON, TEX., March 12.—Shingles are 
quiet and prices are unchanged. Extra clears 
are $3.10; extra stars, $2.75. Lath are in 
good demand at $3.75 for No. 1, and $3.25 for 


No, 2. 
CLAPBOARDS 


BOSTON, MASS., March 12.—The clapboard 
trade is dull. Retail stocks are generally 
light. Eastern spruce and native white pine 
clapboards are very scarce and firm. Whole- 
salers have moderate stocks -of Coast clap- 


boards, but are encountering a firmer atti- 


tude among the producers about the price of 
additional supplies. 
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BOXBOARDS 


BOSTON, MASS., March 12.—Some attrac- 
tive boxboard offerings are being made by 
small operators eager to turn their winter 
work into quick cash. Large producers have 
been confining operations to actual contracts 
with responsible buyers. Round edge white 
pine inch boxboards are $27@30. 


LUMBER TRANSPORTATION 


New Rate Schedule to Southwest 


New tariffs are being prepared by Agent 
H. G. Toll, of the Transcontinental Freight 
Bureau, Chicago, covering reductions in 
freight rates from north Pacific coast points 
and from California to the Southwest. It is 
understood that the new schedule of rates 
will become effective as soon as filed with 
the Interstate Commerce Commission, which 
it is expected will be within the next few 
weeks. 

The matter of rate reductions from the 
Northwest to the Southwest has been before 
the Interstate Commerce Commission since 
1921, when the West Coast Lumbermen’s As- 
sociation filed a complaint—I. C. C. Docket 
No. 13,211—in an attempt to bring about a 
parity, or near parity with lumber rates from 
the California and southern Oregon group te 
the Southwest. In that complaint it was al- 
leged that the wide difference between the 
rates from the respective origin groups was 
unduly preferential of California and south- 
ern Oregon shippers and prejudicial to ship- 
pers in the Pacific Northwest. Numerous 
hearings have been held before the commis- 
sion and the interested railroads since that 
time, the result of which is that Agent Toll 
has been instructed to proceed with imme- 
diate publication of reduced rates from the 
Northwest to the Southwest. It is not known 
at this time just what the actual rate reduc- 
tions will be. 














Railroad Freight Car Purchases 


In the latest issue of Railway Age, in- 
quiries and orders for railway cars are re- 
ported as follows: 


INQUIRIE 
Mississippi Central, 50 automobile cars of 40 
tons’ capacity and 50 box cars of 40 tons’ 
capacity; Chicago, Rock Island & Pacific. 500 
steel underframes for box cars to be built in 
its Armourdale, Kan., shops. 

OrpDERs—St. Louis Southwestern, 15 caboose 
car underframes from the Virginia Bridge & 
Iron Co.; Texas & Pacific, 700 automobile cars 
from the Pressed Steel Car Co., 300 automo- 
bile cars from the American Car & Foundry 
Co., 500 stock cars and 50 caboose car under- 
frames from the Pullman Car & Manufactur- 
ing Corporation. 


Gain in Revenue Freight Loadings 


WASHINGTON, D. C., March 13.—Loading of 
revenue freight for the week ended March 2 
totaled 976,987 cars, the car service division of 
the American Railway Association. announced 
today. This was an increase of 69,650 cars 
above the preceding week this year, which in- 
cluded a holiday, with increases being reported 
in the total loading of all commodities excep* 
coal, The total for the week of March 2 was 
an increase of 17,493 cars over the correspond- 
ing week in 1928 but a decrease of 12,876 cars 
under the corresponding week in 1927. 

Miscellaneous freight loading for the week 
totaled 365,707 cars, an increase of 12,751 cars 
above the corresponding week last year and 
12,817 cars over the same week in 1927. 

Coal loading totaled 195,072 cars, an increase 
of 23,372 cars over the same week in 1928 but 
18,082 cars below the same period two years 
ago. 

Grain and grain products loading amounted 
to 46,455 cars, a decrease of 7,154 cars below 
the same week in 1928 but 2,986 cars above 
the same week in 1927. In the western dis- 
tricts alone, grain and grain«products loading 
totaled 32,590 cars, a decrease of 5,106 below 
the same week in 1928. 

Live stock loading amounted to 25,490 cars, 
a decrease of 5,130 cars under the same week 
in 1928 and 2,541 cars under the same week 
in 1927. In the western districts alone, live 
stock loading totaled 20,002 cars, a decrease 
of 3,797 cars under the same week in 1928. 

Loading of merchandise less than carload 
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Andersen Frames is that so y diff 2 
ent sizes can be made from ¥ few stock 
sizes, which saves us both habor and 
time in assembling.” 


‘Andersen dealers everywhere are find- 
ing that these quality stock frames swing 
other business to them. Why not Swing 
to Andersen Frames? Our representative ~~ 


will gladly outline our dealer proposition os so 


to you.” Write us, or wire collect. \-~~ 
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Andersen Tame are 
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(7) Dependable because 
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(3) Patented, exclusive weather- 
tight features including 
groove for wide blind-stop. 


(4) Absolute accuracy of sill- manufacturer. 
ing saves re-Gtting time and 
expense. “A frame up in (8) pe Andersen Trade Mark 
10 caeeat jie-stamped in every sill. 


FRAME CORPORATION., Bayport, Minny) 





lot freight totaled 255,537 cars, a decrease of 
3,176 cars under the same week in 1928, and 
4,937 cars under the corresponding week in 
1927. . 

Forest products loading amounted to 64,190 
cars, 7,530 cars below the same week in 1928 
and 4,991 cars below the same week in 1927. 

Coke loading totaled 13,854 cars, 2,503 cars 
above the same week last year and 1,276 cars 
over the corresponding week two years ago. 

Ore loading amounted to 10,682 cars, 1,857 
ears over the same week in 1928 and 596 cars 
over the same week two years ago. 

All districts except the southern, central 
western and northwestern reported increases 
in the total loading of all commodities com- 
pared with the same week in 1928, while all 
except the eastern, Pocahontas and southwest 
ern districts reported decreases compared 
with the same period in 1927. 

Loading of revenue freight in 1929 com- 
pared with the two previous years follows: 

1929 1928 1927 
Four weeks in Jan.3,570,978 3,448,895 3,756,660 
Four weeks in Feb.3,767,758 3, 590, 742 3, 801,918 
Week ended Mar. 2. 976,987 959,494 989,863 


| ree 8,315,723 7,999,131 8,548,441 


Rates on Wooden Paving Blocks 


WASHINGTON, D. C., March 12.—Fourth Sec- 
tion Order No. 10,021 issued by Division 2 of 
the Interstate Commerce Commission author- 
izes carriers parties to J. E. Johanson’s tariff, 
I, C. C. No. 1899, to establish rates on wooden 
paving blocks, not exceeding 18 inches in 
length, the same as contemporaneously applied 
on lumber from points in Arkansas, Louisiana, 
Mississippi, Missouri, Oklahoma and Texas to 





Vicksburg, Miss., points in Illinois, Central, 
Eastern Trunk Line and New England terri- 
tories and points in Virginia, West Virginia 
and Canada, as described in that tariff, and 
to maintain higher rates from, to and between 
intermediate points. The rates in no case may 
exceed the lowest combination. This author- 
ization applies in those instances in which de- 
partures from the long-and-short-haul provi- 
sion exist in the rates on lumber. The order 
contains the usual limitations concerning 
length of haul, percentage of circuity etc. 


Hymeneal 


Wesley Frost Moore, banker, of Mansfield, 
La., and Miss Kitty Vance Peyton, daughter 
of Mr. and Mrs. Joseph W. Peyton, of Shreve- 
port, La., were married last Thursday morn- 
ing, March 7, at the First Methodist church, 
of Shreveport, whose pastor, Dr. R. E. Goor- 
ich, together with Dr. S. A. Steel, of Mans- 
field, and Dr. George S. Sexton, president of 
Centenary College, officiated. The wedding 
was of social igmportance because of the 
prominence of the young couple and their 
families, and it was also of widespread: inter- 
est in lumber circles. The groom’s father, 
who was best man at the wedding, is one 
of the principal officials of the Peavy lumber 
organization. Mrs. BE. W. Frost, of Texarkana, 
is his grandmother. Mrs. E. A. Frost, of 
Shreveport, is his aunt. 


(COMMON CARRIER buses pay in special taxes 
24 times as much per unit as the private auto- 
mobile. 
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Advertisements will be inserted in 
this department at the following rates: 
30 cents a line for one week. 

55 cents a line for two consecutive weeks. 

75 cents a line for three consecutive weeks. 

90 cents a line for four consecutive weeks. 

Eight words of ordinary length make one 
line. Count in signature. 

Heading counts as two lines. ‘ 

No display except the heading can be ad- 
mitted. 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than ednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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THE GREATEST MARKET PLACE 


For people in the lumber and woodworking 
industries to advertise in, is the Wanted and 
For Sale department of the AMERICAN 
LUMBERMAN. Read the ads in the Classi- 
fled section—many opportunities are offered 
for buyer and seller. 


When you want employees or employment or 

when you want anything or have something 

to sell, advertise in the AMERICAN LUM- 

ae Greatest Lumber Newspaper on 
art 


Our address is—431 S. Dearborn St., 
Chicago, Illinois. 


Wanted—Employees 7 


WANTED: FOUR FIRST CLASS 


Retail lumber yard managers. Must be thoroughly 
experienced, competent and reliable, sure business 
getters, for Alberta and Saskatchewan points. 
Write giving full particulars and salary expected 
to THE IMPERIAL LUMBER COMPANY, LIM- 
ITED, Box No. 366, Edmonton, Alberta, Canada. 























WANTED 


All around milf man for small planing mill, Must 

be capable of doing bench and machine work. 

Steady work for right man. South Central Indiana. 
Address “L. 152,” care American Lumberman. 


WANTED AT ONCE 


Oil Field yard manager. Must be able to handle 
large business. Good living conditions. Good 
salary. But competition extremely tough. Must 
have record of exceptional ability as a salesman. 
Address BOX 1133, Wichita, Kansas. 


WANTED EXPERIENCED MANAGER 
For mill work manufacturing business, acquainted 
and familiar with practices in New York territory. 
Address “L. 157," care American Lumberman. 











WANTED—YARD MANAGER 
Good one yard point in North Missouri. Give full 
information in your application. 
Address ‘lL. 155,’’ care American Lumberman. 


Wanted—Salesmen 




















Wanted—Employment 














CAPABLE, EXPERIENCED 


Sash, Door, Millwork representative for Southern 
and Eastern territory. Combination salary and 
bonus arrangement. 

HUTTIG SASH & DOOR CO., St. Louis, Mo. 





ENERGETIC SALESMAN 
Wanted by large wholesaler and manufacturer of 
Southern Pine, Inland Empire and West Coast 
lumber. Western Michigan territory. Salary and 
bonus basis. State age, experience, references and 
salary expected. 
Address “C. 135," care American Lumberman. 





SALESMAN WANTED 


For Central New York, experienced Hardwoood 
Oak Flooring and Hardwood trim salesman with 
manufacturer, 

Address “‘L. 154," care American Lumberman, 


WANTED A COMMISSION SALESMAN 


To cover New Orleans and Atlanta, Georgia ter- 
ritory, by large West Coast panel manufacturing 
plant. Must be well acquainted with users of 
fir panels in these territories and have had ex- 
perience in selling this commodity. In first letter 
give experience, reference and names of plants 
you have represented. 
Address ‘“‘l.. 159,” care American Lumberman. 


WANTED TRAVELING SALESMAN 
To sell Southern Hardwood Lumber in Chicago, 
Michigan, and Canadian Territory. 
Address “L. 160,” care American Lumberman, 











LUMBER SALESMAN TO CALL ON 


industries and large contractors in Chicago terri- 
tory by well established Pine and Fir wholesaler. 
Salary and commission. Give age, experence and 
acquaintance in Chicago. 

Address “L. 163,” care American Lumberman. 


WANT EITHER PARTNER OR HIGH CLASS 


Salesman for established commission business in 
Denver; represent high class mills with estab- 
lished trade. Salesman experienced in country 
selling preferred. 

Address “‘L. 171,” care American Lumberman, 








SEND YOUR ADVERTISEMENT 
AT ONCE 


To the Want Ad section of the AMERICAN LUM- 
BERMAN, 431 8S. Dearborn St., Chicago, IIl. 


Wanted—Employment 


EMPLOYMENT AS SALESMAN WITH MFGR. 


Have established following. Best references. 
Address “K. 158,” care American Lumberman, 





























LOGGING SUPERINTENDENT 


Logged under all conditions, capable of handling 
operation from stump to yard. Experienced. 
JOHN H. LEASIA, 
3639 Bamberger Ave., St. Louis, Missouri. 





SUPERINENDENT OR GENERAL FOREMAN 


Of architectural or special millwork plant. Ex- 
perienced in listing from plans, laying out, de- 
tailing, billing, measuring. Accurate and reli- 
able work produced economically. Chicago dis- 
trict. 

Address “K. 153,” care American Lumberman., 


TRAINED HARDWOOD AND MAHOGANY 


Inspector, desires immediate connections. Ten 
years’ experience, competent. 
Address ‘“‘K. 162,’ care American Lumberman. 


EXPERIENCED ALL AROUND OFFICE MAN 


Now employed, desires change; bookkeeper, cash- 
ier, cost work, and any other work in lumber of- 
fice. Six years’ experience. Age 26. Married. 
A-1 references. West preferred. 

Address “‘K. 163,” care American Lumberman. 


ACCOUNTANT 


With years of experience wants position with lum- 
ber company, preferably saw mill. Available at 
once and will go anywhere. Reasonable salary 
accepted if future is good. 

Address “‘H. 151,” care American Lumberman. 














WANT EXPERIENCED YARDMAN 


Young, reliable and strictly sober, having had ex- 
perience as tally man, for position as assistant 
foreman Chicago yard. Must be able to handle 
yard labor and get results, Position has good 
future for right man. Wmte, giving references 
and experience. 

Address “L, 162,”" care American Lumberman. 


WANTED 


Experienced Hardwood Inspector and Buyer. To 
call on producing, mills in Arkansas. Louisiana, 
Mississippi and Texas. Must be familiar with 
mills in this section, State experience and salary 
expected; All replies strictly confidential. 
Address “.. 172," care American Lumberman. 








WANT A POSITION AS LUMBER GRADER 


A yard foreman, have had 20 years experience 
from the stump to car. With best reference. Can 
come at once. T. F. MARTIN, Box 71, Richeyville, 
Pa. 


SALES MANAGER NOW EMPLOYED LARGE 


Calif. White & Sugar Pine Mill wishes to make 
change. Married, age 35, experienced and com- 
petent to act as General Manager medium sized 
plant or Sales Manager large mill. Either Calif. 
White or Pondosa Pine. Or position buying for 
Eastern wholesaler or managing Pine Department 
Western. Wholesaler. Good acquaintance both 
mills and trade. 
Address ‘“‘G. 114,” care American Lumberman. 








EXECUTIVE 


About to complete liquidation of company desires 
new connection. Experienced in timber and land 
matters, logging, manufacturing, selling. Will be 
glad to receive inquiries. Address “‘C. 116,” care 
American Lumberman. 





THIS ADVERTISER 
WANTED HELP 
Extract from letter received: 
“We will not want to continue our ads ‘S. 119’ 
and ‘S. 120." We have heard from everybody in 
the country now from Kansas to Quebec.” 





POSITION WANTED 
In retail lumber office. Bookkeeping, estimating 
and office work. 15 years’ experience. 
Address “K. 164,” care American Lumberman. 





A-1 NORTHERN HARDWOOD INSPECTOR 
Desires change. Available on reasonable notice, 
Would consider proposition from Retail yard. 

Address “K. 165," care American Lumberman. 





WANTED CONNECTION 


Twelve years’ experience on high class millwork, 


age 31, having worked up from apprentice to esti- 
mator. 


Address “K. 167," care American Lumberman. 





EXECUTIVE MANAGER 


Having had over twenty years’ experience in the 
retail and wholesale lumber business, filling execu- 
tive positions the majority of the time, I desire 
to make a change about April ist. Thoroughly 
familiar with all detail work in connection with 
line yards and desire to locate where opportunity 
of advancement is good. Very highest references 
furnished upon request. 
Address “‘K. 168,’ care American Lumberman. 





WANTED MANAGEMENT YARD 


City 5,000 to 50,000 population in Indiana, Ohio, 

Illinois. Ten years’ thorough experience manager, 

estimating, accounting, sales. Al references. 
Address “K. 169,’ care American Lumberman, 





YELLOW PINE SALESMAN 
With long sales experience, established trade in 
Indiana, Illinois and Ohio. Wants salaried posi- 
tion with good concern. Al reference. 
Address “‘“K. 170,” care American Lumberman. 





COMPETENT HARDWOOD INSPECTOR 
Wants job with reliable firm; have done road 
work; 10 years experience; references. 

Address “K. 172,’’ care American Lumberman. 





1ST CLASS BAND SAWYER WANTS JOB 
15 years’ experience; left hand man; good grader; 
reference. 
GEO. FOX, 1029 Linwood S. W., Canton, Ohio 





WANTED BY EXPERIENCED LOGGER 


Contract to log 50 to 100 thousand feet per day. 
Can furnish cash bond. If your logging is costing 
too much talk the matter over with us. 
McLEOD LOGGING CORPORATION 
P. O. Box 143, Summerville, S. C. 





WANT CLUB HOUSE OR HOTEL 


For lumber company. Had seven years’ experience. 
Can give best of reference. -Can come on short 
notice. Married. 

Address “F. 127,” care American Lumberman. 





BAND SAW FILER FIRST CLASS 
Wants position with reliable company, mill or fac- 
tory. State what you have and what you pay. 
R. B. HUPP, 619 Yokum St., Elkins, W. Va. 





MR. RETAIL LUMBERMAN 


Am open for a position in a retail lumber yard. 
Am 35 years old, married, energetic and have the 
ability to make good. I know retailing, wholesal- 
ing and manufacturing of lumber. I prefer loca- 
tion in Southwest or Middle West. Advise what 
you have to offer. Address D. B. SNODDY, Mon- 
ticello, Ark. 





MILLWORK ESTIMATOR SALESMAN 
Wants position in Central West, experienced, ca- 
pable, good habits, references. 

Address “K. 173,” care American Lumberman. 





RAILROAD COMMISSION SALESMAN 


Desires connection in East with manufacturer or 
large selling agency, for a group of mills manu- 
facturing West Coast products, specialty railroad 
material. Have an excellent trade and only inter- 
ested in large, high grade connection. 

Address “H. 152,” care American Lumberman. 





POSITION WANTED 


By experienced young man as biller and detailer 
in general planing mill. Some surveying and estl- 
mating. 

Address “H. 159.” care American Lumberman. 
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